* * 


37th Year—No. 3839 


GM Tells Court 
Discount Suit Is 


Franchise Test 


New Judge Delays 
Motions, Pleas Over 
U. S. Objections 


By William Carroll 
West Coast Editor 

OS ANGELES. — Action in the 

Federal government’s antitrust 
indictment of General Motors, four 
Chevrolet Division executives and 
three Los Angeles area dealer as- 
sociations has been assigned to a 
new Federal judge, Thurmond 
Clarke, who postponed hearings on 
motions and pleas until Dec. 19. 

Arraignment and the hearing 
of pleas were originally set for 
Nov. 20 in the court of Judge 
Harry C. Westover. During his 
request for additional time, 
Homer Mitchell, a defense at- 
torney, told the court: 

“IT assume this case will be of 
gome magnitude. This will be a test 
ease to protect the dealer franchise 
system. We think there is a sub- 
stantial chance the indictment will 
be dismissed, as it relates to the 
individuals named.” 

Maxwell M. Blecher, antitrust di- 
vision attorney of the Department 
of Justice, objected to further de- 
lays and said: 

“We think there has been suffi- 
cient time for the defendants to 
enter their pleas. We request that 
the court set a time schedule for 
entrance of motions and pleas.” 

* * * 


UDGE WESTOVER denied 

Blecher’s request for a schedule 
and told all attorneys he thought 
it best that their motions be con- 
sidered by the judge who would 
hear the case, which involves the 
supply of new cars to discount 
houses and referral services. 
Mitchell is representing General 
Motors and the Chevrolet officials 
—Kenneth E. Staley, general sales 
Manager; Newell N. Mays (incor- 
rectly listed on the original indict- 
ment as Lee N. Mays), assistant 
general sales manager; Roy M. 
Cash, regional manager, and Rob- 
ert M. O’Connor, zone manager. 
Glenn S.. Roberts and Victor R. 
Hansen are defending for Dealer 
Service, Inc.; with Roberts sepa- 
tfately defending Losor Chevrolet 
Dealers Assn. and Hansen defend- 
ing Foothill Chevrolet Dealers 
Assn. 

Mitchell told Judge Clarke: 
“We want to make motions to 

(Continued on Page 8, Col. 2) 
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Top Cars 


New-car registrations for nine months, 
plus two states for October: 


1960 


1961 
Pos. 


Pos. 

1—1,136,278 
2— 981,845 
3— 271,550 
4— 260,211 
*5— 226,191 
6— 225,354 
I— 224,446 
8— 201,106 
9— 167,906 
10— 100,983 
1l— 64,818 
12— 49,624 
13— 20,769 


Make 
Chev. 1,299,118— 1 
Ford 1,044,606— 2 
Rambler 328,849— 4 
Pontiac 300,107— 5 
Mercury 217,196— 8* 
Plym. 343,716— 3 
Olds. 254,951— 7 
Buick 188,713— 9 
Dodge 279,582— 6 
Cadillac 108,241—10 
Chrysler 57,627—12 
Stude. $4,523—11 
Lincoln  15,869—13 
14— 7,455 Imperial 11,426—14 
299,844 Misc. 424,566 
Total All Makes 
4,238,380 4,959,090 
*—-Mercury and Comet now combined 
in tabulation, 
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Quarter Soars Past °55 Rate... 


ales Head for Record 


By Robert M. Lienert 
Associate Editor 
_ new-car sales running at 
an annual rate of seven million 
units, the industry is heading into 
the stretch of an alltime record 
quarter. 

The late-year surge, further- 
more, will push calendar 1961’s 
total to almost exactly six mil- 
lion units. During the first nine 
months, registrations ran at a 
rate indicating an ultimate 1961 
total of about 5.7 million. 

By dint of this last-minute res- 
cue, 1961 will avert being ranked 
among .the so-so y.ears in sales 
annals. Only four years in history 


Dec. Output of 600,000 Cars 


To Dip 5 Pet. 


By John E. Walsh 
Staff Writer 


oo production of autos 
in December will total about 
600,000 units, according to prelimi- 
nary estimates, an increase of 11.5 
percent over the 523,899 built in 
December, 1960. 

However, the count will be about 
5 percent under the approximately 
630,000 cars which will be assem- 
bled in November. The lower esti- 
mate for December is due in part 
to the Christmas holidays. 

Last week’s Thanksgiving holi- 
day cut car output to an estimated 
125,910 units, although most makers 
resumed operations Friday and a 
number of plants worked shorter 
schedules Saturday. 

OK * ok 

E total for the week ending 

Nov. 25 was up 13.2 percent 
over the 111,181 cars built in last 
year’s comparable period, but it 
was 18.4 percent under the 154,366 
assemblies in the week ending 
Nov. 18. 

Based on the preliminary esti- 
mate for December, fourth-quar- 
ter production of domestic cars 
should total about 1,788,000 units, 
@ gain of 2.7 percent over the 
1,740,346 in the final three months 
of 1960. 

The count for the calendar year 
probably will total 5,477,785, a de- 


| How They Fared Financially 


Makers’ Sales, Profits 


January-September, 1961 vs. 1960 


Profit 
Or (Loss) 
In Millions 
1961 1960 

$ 36.0 
25.1 
316.2 
701.0 
(10.3) 0.1 


$799.8 $1,078.4 


Sales 
In Millions 


1961 1960 
$ 598.0 $ 796.4 
1,437.6 2,393.3 
4,843.4 5,034.7 
7,780.0 9,310.0 
198.0 241.4 


$14,857.0 $17,775.8 


July-September, 1981 vs. 1960 


$ 4.5 

1.4 

51.4 

89.0 
(3.3) 


$ 143.0 


192.7 
641.8 
1,339.4 


$ 1738 § 
436.5 
1,504.0 
1,968.0 


$ 4,145.9 


(See Story on Page 2) 





from Nov. 


cline of 183 percent from the 
6,703,086 assemblies in 1960. 
* * * 


HHE December estimate con- 
tinues a trend to a more stabil- 
ized production level which started 
after the signing of the new con- 
(Continued on Page 37, Col. 1) 


Fuel Cell Studied 


As Power Source 


4 Auto Firms, Autolite 
Deep in Research 


By Joseph M. Callahan 
Engineering Editor 

HE fuel cell, an electrochemical 

power plant that many people 
feel has the best chance of sup- 
planting the reciprocating gas en- 
gine in cars, is receiving a good 
deal of serious and expensive study 
in the auto industry. 

Along with about 80 other Amer- 
ican companies, every auto maker 
except American Motors is partici- 
pating one way or another in the 
current massive American research 
program to develop a practical fuel 
cell. 

In addition, at least one long- 
time automotive supplier is deep- 
ly engrossed. Electric Autolite 
probably has the most intensive 
automobile-oriented fuel-cell re- 
search program in the country, 
although this program is only 
two years old. 

Commenting on the volume of all 
this work, one official said, “Either 
the fuel cell will alter our way of 
life, or it’s the biggest unintentional 
hoax of the 20th Century.” 

* OK * 
TS approach of the automotive 
companies has been largely to 
learn as much as possible about 
the fuel cell. 

Like other interested companies, 
the auto makers don’t know if a 
workable fuel-cell engine will ever 
materialize. They probably really 
hope that it doesn’t, because this 
would obsolete a billion dollars 
worth of engine and engine-acces- 
sory producing plants. 

But they generally feel that 
they should. be in on the ground 
floor when the fuel cell is finally 
proved or disproved. 

Before detailing the fuel-cell 
work of these companies, it might 

(Continued on Page 16, Col. 1) 


— 1950, 1955, 1959 and 1960 — have 
actually witnessed six million or 
more new-car registrations. 
cs ok ok 

EST of all, from the dealers’ 

standpoint, is the pleasing re- 
covery in new-car profits. After a 
good third quarter, earnings are 
continuing to increase and the full 
year could show dealers the best 
return since 1955. 

While the profit rate normally 
declines as the model year moves 
along, dealers next year should 
at least have a decent spot from 
which to retreat. 

This is a far cry from last year, 
when dealers went into the new- 
model season on virtually a cleanup 
basis. 

* * * 
URRENT sales estimates indi- 
cate approximate sales of 1,740,- 
000 units in the fourth quarter, in- 
cluding both domestics and im- 
ports. 

Best fourth quarter ever re- 
corded in terms of registrations 
(which do not precisely match 
sales over the same period, of 
course) was 1,700,730 units in the 
final three months of 1955, the 
alltime record year. 

Runner-up fourth quarter was 
last year, with 1,634,781 registra- 
tions recorded. 

Over the past 10 years, the 
fourth-quarter new-car count has 
averaged 1,356,264. This year, there- 
fore, will run nearly 400,000 units 
above the average of the last dec- 
ade, in effect providing an extra 
month’s sales yield. 

+ * * 
yee along the count will 
be Ford Motor Co.’s new inter- 
mediate cars—Ford Fairlane, which 
went on sale in mid-November, and 
Mercury Meteor, which bows 
Thursday (Nov. 30). 

Early reports from the field 
indicate that the Fairlane has 
jumped off to a quick start. Sim- 
ilar response to the Meteor is 
anticipated. 

The only problem with Fairlane, 
dealers said last week, is an acute 
shortage of cars. Many dealers 
have been reduced to operating 

without Fairlane demos. 

The inventory problem should be 
of short duration, however, with 
Fairlane production quickly gath- 
ering steam after its strike-delayed 
start. 

+ * cd 
EALERS are invariably mer- 
chandising the car as an inter- 
mediate and report that, so far, 
customer preference has _ trended 
toward the V-8 version over the 
six. 

Grosses on Fairlane deals, ac- 
cording to dealer reports, are 
running about the same to slight- 
ly better than Galaxies, although 
few dealers believe this situation 


Inside 
Auto News 


e@ Engineering highlights, Page 
16: Friction welding; Fair- 
lane’s new engine. 

e@ Europe’s car growth outstrips 
U. 8. Page 2. 


@ Marylanders meet. Page 14. 
@A retailing revolution. Page 6. 


e@ FTC’s view on ad fraud. Page 
28. 
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will continue after stocks are 
built up. 

Average Fairlane deals are wash- 
ing out at $275 to $325, although 
some dealers in metropolitan areas 
have been writing as low as $250. 

These grosses closely match those 
reported for Galaxie and are about 
$100 above the average Falcon deal. 

3 * ..% 

ORD dealers are divided in their 

opinion as to where the Fair- 

lane’s market lies. Some say most 
Fairlane sales will develop from 
Falcon prospects moving up. Just 
about as many see Galaxie pros- 
pects coming down one step and 
dealing on a Fairlane. 

Others say they expect to see 
1962 sales divided into roughly 
equal numbers of Falcon, Fair- 
lane and Galaxie. 

By and large, Ford dealers are 


(Continued on Page 4, Col. 1) 


Abernethy Named 
No. 2 at AMC; 
Sales Realigned 


ir A MOVE designed to identify 
a No. 2 man at American Motors, 
the auto firm has shifted one of 
George Romney’s titles to Roy 
Abernethy. 

Romney continues as president 
and chairman. But his title of gen- 
eral manager goes to Abernethy, 


Roy Abernethy 


who continues as one of AMC’s 
three executive vice - presidents. 
Abernethy formerly had been in 
charge of sales in addition to his 
other duties. 

Following Abernethy’s promotion, 
AMC realigned its sales setup ex- 
tensively. 

V. E. Boyd, who had been di- 
rector of automotive sales oper- 
ations, was elected automotive 
sales vice-president. 

For the first time, AMC will have 
an automotive sales manager, with 

the post filled by Thomas C. Coupe, 
who has advanc- 
ed rapidly 
through AMC 
sales ranks in re- 
cent years. 

Coupe, former- 
ly Eastern sales 
manager, will di- 
rect Rambler 
field sales activi- 
ties throughout 
the United States. 

Fred W. Adams, 
director of mar- Thomas A. Coupe 
keting, assumes additional respon- 
sibilities, including supervision of 
the marketing analysis and product 
information departments, in addi- 
tion to advertising and merchandis- 
ing. 

Taking over Boyd’s former duties 
is Harold G. Paxton. He will be in 
charge of fleet sales, parts and 
service, business management, 
budget contro] and auditing. 

A. E. Tracy was named Eastern 

(Continued on Page 38, Col. 1) 
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Registrations Up 21.5 Pct. in Year... 





Europe Tops U.S. on Car Boom 


Bermuda, 6,836; British Honduras, 
768; Canada, 4,000,673; Costa Rica, 
19,198; Cuba, 174,129; Dominican 
Rep., 9,444; Guadeloupe, 8,420; Gua- 
temala, 25,460; Haiti, 8,300; Hon- 
duras, 3,431; Jamaica, 32,970; Lee- 
ward/Windward Isle, 4,500; Mar- 
tinique, 9,100; Mexico, 475,400; 
Netherlands W. Indies, 17,000; Nic- 
aragua, 7,094; Panama, 15,262; 
Canal Zone, 11,767; Salvador, 18,408; 
Trinidad, 31,206; U. S. A., 61,683,865; 
Puerto Rico, 122,000; Virgin Islands, 
4,000. 


— car boom in Europe is out- 
stripping that in the United 
States, figures compiled by the 
statistical department of the Auto- 
mobile Manufacturers Assn. shows. 

The figures show 24.1 million 
cars were in use in Europe on 
Jan. 1, up from the 19.8 million 
on the first day of 1960. This adds 
up to a 21.5-percent increase in 
car registrations in Europe in 
1960. 

Cars registered in the U. S. num- 
bered 61.7 million at the beginning 
of this year, compared with 59.6 
million a year earlier. This repre- 
sented a gain of 3.5 percent during 
the year. ee 


* 
oe car registrations 
at the beginning of this year 

numbered 98.3 million, up 8.0 per- 
cent from the 91.0 million at the 
beginning of last year. 

Registrations of all motor ve- 
hicles around the world on the 
first day of this year totalled 127.0 
million, up 6.8 percent from the 
118.9 million vehicles in use 
around the world a year earlier. 

Each country’s total of cars in 
use on Jan. 1 was: 

Bahamas, 9,163; Barbados, 7,000; 


Plans to Buy Cars Show 
Little Change in FRB Study 


corresponding periods a year ear- 
lier. 

According to the survey, 5.4 per- 
cent reported purchases of used 
cars in the third quarter—about 
the same as in the third quarters of 
1959 and 1960. Used-car sales re- 
ported by franchised dealers were 
somewhat lower than in the cor- 
responding period of the last two 
years. 

The car-buying plans reported 
by the Federal Reserve were an 
exception to its other findings. 
Plans to buy new houses were 
about the same this October as 
last and plans to buy household 
durable goods have continued 
below year-earlier levels. 

Consumer reports of changes of 
income over the preceding 12 
months were about the same as 
October, 1960, but more favorable 
than in earlier surveys this year. 
About three-fifths continued to ex- 
pect little or no change in income 
and fewer than 6 percent expected 
lower incomes. 


* * OK 
LBANIA, 1,900; Austria, 428,560; 
Azores, 2,600; Belgium, 801,000; 
Bulgaria, 9,000; Cyprus, 27,340; 
Czechoslovakia, 190,000; Denmark, 


Carpenter Elected 


CLEVELAND.—Dan Carpenter, 
head of Carpenter Pontiac, Inc., 
Strongsville, has been elected presi- 
dent of the Greater Cleveland Pon- 
tiac Dealers Assn. Fred Ritter, 
president of West Side Pontiac, 
was elected vice-president and 
Joseph Zeigler, of J. M. Zeigler and 
Co., accountants, was named secre- 
tary-treasurer. 


WASHINGTON.—The number of 
people planning to buy new and 
used cars within the next six or 12 
months was about the same in Oc- 
tober as a year earlier, according 
to the Federal Reserve Board’s 
quarterly survey of consumer buy- 
ing intentions. 

However, more consumers said 
they did not know about their 
plans. 

Reported plans to buy new autos 
were the same this October as a 
year earlier but plans to buy used 
cars were somewhat higher. Those 
who were undecided between new 
and used cars were fewer. 

The proportion of families re- 
porting in October plans to buy 
new cars within six months, at 4.2 
percent, was about the same as in 
October a year ago. But plans to 
buy new cars have risen since April 
after having been somewhat below 
year-earlier levels in the first two 
of FRB’s surveys this year. 

Plans to buy used cars within the 
next half-year were reported by 4.9 
percent of the families interviewed 
compared with 4.7 percent given in 
October, 1960. Since the January 
survey, there has been little change 
from year-earlier levels in used- 
car-buying plans. 

As in the two earlier surveys, 
the proportion of families report- 
ing having shopped for a car in 
the weeks preceding the survey 
was smaller in October than in 
the same period a year earlier. 
In contrast to earlier surveys this 
year, fewer families were dissat- 
isfied with the cars they owned. 
The number of new-car pur- 
chases reported by consumers for 
1961’s third quarter was one-fifth 

smaller than the number in the 
comparable period of 1960. In the 
first half of 1961, consumers had 
also reported substantially fewer 
purchases of new cars than in the 
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Due Dec. 11... 


Annual Show Issue 


Automotive News’ sixth 
annual Auto Show Issue 
will be published Dec. 11. 

Features will include 
color photos of °62 domes- 
tic models, prices, specifi- 
cations, photos and data on 
new trucks, engineering 
and styling developments, 
auto-advertising plans, top 
selling features of each 
make, and the role of sup- 
pliers in production of the 
new models. 
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This Week in Summary .. . 


Automotive News Review 


Four auto manufacturers pursue fuel cell as power plant for motor 
vehicles of the future. Page 1; friction-welding process studied by 
some makers and suppliers. Page 16. 

* ok 


Registration of new trucks down in 
of strength during the summer. Page 18. 
* * + 


Federal Trade Commission chairman 
fraud in advertising, calls for industry cooperation. Page 28. 
* * 


Preliminary estimates call for assembly of 600,000 domestic cars in 
December; trend to reduction in production peaks and valleys con- 


“ American Motors President George Romney appeals to workers for 
improved efficiency and increased profit. Page 3. 
* * * 


Speaker at Detroit conference predicts ’62 will be “essentially fav- 


* 


Sponsors of the 54th annual Chicago Auto Show hoping for a record 


* 


Connecticut Gov. John N. Dempsey, a former auto salesman, urges 
dealers to “shoot for high goals;” revolution in auto retailing seen 
within 10 years by James J. Clarkeson, New York dealer. Page 6. 

*” ed a 


Nine-month sales in aftermarket up 17.58 percent over the like 
period a year ago, according to the Motor & Equipment Manufactur- 


* 


Record fourth-quarter sales loom with new-car sales running at 
an annual rate of seven million units. Page 1. 


391,861; Finland, 183,409; France, 
5,575,750; Germany, East, 150,000; 
Germany, West, 4,504,000; Gibraltar, 
3,600; Greece, 39,654; Hungary, 
20,500; Iceland, 15,358; Ireland, 170,- 
823; Italy, 2,000,000; Luxembourg, 
27,800; Malta, 16,000; Monaco, 6,800; 
Netherlands, 541,000; Northern Ire- 
land, 125,100; Norway, 192,377; Po- 
land, 117,000; Portugal, 157,007; 
Rumania, 9,000; Spain, 290,519; 
Sweden, 1,200,000; Switzerland, 485,- 
233; Turkey, 37,616; U.S. S. R., 638,- 
000; Yugoslavia, 54,934; United 
Kingdom, 5,650,461, 

Argentina, 402,412; Bolivia, 
14,292; Brazil, 549,643; British 
Guiana, 7,697; Chile, 53,772; Co- 
lumbia, 73,200; Ecuador, 7,454; 
Falkland Islands, 130; French 
Guiana, 981; Paraguay, 4,300; 
Peru, 79,822; Surinam, 4,160; Uru- 
guay, 103,732; Venezuela, 298,516. 
Algeria, 160,000; Angola, 26,713; 

British E. Africa: Kenya, 64,594, 
Tanganyika, 23,013, Uganda, -22,533; 
Camerouns, 8,965; Canary Islands, 
7,310; Congo (Brazzaville) Rep., 
4,369; Congo (Leopoldville) Rep., 
37,841; Egypt, 67,439; Ethiopia, 
15,231; French Guinea, 4,268; 
French Somaliland, 1,697; Gabon 
Rep., 1,465; Gambia, 660; Ghana, 
17,590; Liberia, 2,359; Libya, 17,525; 
Madeira Islands, 2,300; Malagasy, 
20,080; Mauritania, 225; Mauritius, 
8,327; Morocco, 117,076; Mozambi- 
que, 29,697; Niger Rep., 1,273; Ni- 
geria, 43,640; Portuguese Guinea, 
982; Rhodesia/Nyasaland, 129,346; 
Senegal Rep., 15,470; Seychelles, 
284; Somalia Rep., 3,000; Sudan, 
11,000; Sudanese, 2,437; Tunisia, 
41,021; Union of S. Africa, 818,000; 
Upper Volta Rep., 1,352. 
a * ok 


AUSTRALIA, 2,024,559; Fiji Is- 
lands, 3,885; Guam, 14,700; New 
Caledonia, 6,500; New Guinea/Pa- 
pua, 4,000; New Hebrides, 349; New 
Zealand, 500,669; Samoa (U. S.), 68; 
Trust Terr. (U. S.), 127; Western 
Samoa (N. Z.), 188. 

Afghanistan, 1,200; Arabian 
States, 69,200; British N. Borneo, 
5,500; Burma, 13,406; Cambodia, 
9,358; Ceylon, 82,576; China, 
31,000; Hong Kong, 27,395; India, 
234,109; Indonesia, 92,463; Iran, 
85,871; Iraq, 39,413; Israel, 32,947; 
Japan, 457,451; Jordon, 5,235. 

Korean Rep., 12,419; Laos, 3,849; 
Lebanon, 46,878; Macao, 500; Ma- 
layan Fed., 96,600; Pakistan, 50,228; 
Philippines, 86,176; Singapore, 
66,800; Syria, 14,858; Taiwan, 6,820; 
Thailand, 54,529, and Vietnam, 
35,860. 
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September after slight show 





speaks softly but sternly on 
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North & Cars Trucks Buses Total 
Cent. America ...... 66,705,394 13,643,594 337,350 80,686,338 
(United States) ........ (61,683,865) (11,972,094) (272,129) (73,928,088) 
BIG schssissvesveesseceseise 24,064,202 9,348,973 337,335 33,750,510 
South America ........ 1,600,111 1,282,460 112,408 2,994,979 
NUE: bbb veeswdessenvtoenis 1,729,082 678,541 31,140 2,449,840 
Pe chisbesiciissdtcidassioveretes 1,662,641 1,703,893 189,146 3,555,680 
roueavéeaitesiotietay 969,270 3,232 3,527,547 


98,316,475 





World Vehicle Population 


As‘of Jan. 1, 1961 


27,626,731 
As of Jan. 1, 1960 


North & 
Cent. America ....... 64,297,640 13,275,340 328,175 77,901,155 
(United States) ........ (59,566,721) (11,699,318) (265,114) (71,531,153) 
IIS. «esis svissecasssoneviens 9,803,035 8,858,532 311,359 28,972,926 
South America ........ 1,407,614 1,231,025 105,300 2,743,939 
GUID ceccktetvecssssbesvdvicent 1,694,578 694,825 37,018 2,426,421 
PRUNUED sénbeedssenrnssonsicdsnevssxebs 1,420,317 1,918,846 193,472 3,532,635 
I so cseviseisosloniptie 2,387,403 916,886 3,232 3,307,521 
26,895,454 978,556 118,884,597 






















1,010,611 126,964,894 





































All 5 Auto Companies Affected .. . 


Decline Clips 


By Kenneth C. Kelley Jr. 
Staff Writer 

first nine months of this 
year were not outstanding for 
the five auto companies. The indus- 
try figures show lower profits, 
lower sales and lower profitability. 
In the first nine months, the 
five companies totalled earnings 
of $799.8 million on sales of $14,- 
857.0 million for a profit of 5.4 
percent on sales. In the like pe- 
riod of last year, the industry 
had a profit of $1,078.4 million on 
sales of $17,775.8 million—6.1 per- 

cent on sales. 

Every company followed the in- 
dustry pattern of lower profits, 
sales and profitability. Chrysler and 
Studebaker-Packard were in the 
red in the first nine months. A year 
earlier, Chrysler had a profit and 
S-P was just barely in the black. 

* OK * 


MERICAN MOTORS fell well 

below the industry average for 
profitability by earning 2.2 percent 
on sales in the first nine months, 
down from the 4.5 percent earned 
a year earlier. 

Both Ford and General Motors 
were caught in the industry down- 
swing for the first nine months but 
both kept their profitability above 


the industry average. GM earned 


6.8 percent on sales in the first nine 
months and Ford earned 6.0 per- 
cent. 

In contrast with the first nine 
months, there are few generaliza- 
tions that can be made about the 
July-September quarter. 

For the industry as a whole, it 


was a quarter of increased profit 


and profitability, despite a drop in 
sales. The industry totals were a 


profit of $165.1 million on sales of 
$4,145.9 million and a profit of 4.0 


percent on sales. In the like quar- 
ter of last year, the industry earned 


143.0 million on sales of $4,438.2 


million for a profit of 3.2 percent on 
sales. 
* * * 


FrorD was the industry leader in 


the third quarter, earning 5.3 
percent on sales while increasing 
sales and earnings above the year- 


S-P Buys Back 


Plant from Curtiss 


— Studebaker- 
it 


SOUTH BEND. 
Packard announced last week 
had bought back the Chippewa Ave. 
plant here which it sold to Curtiss- 


Wright in 1956. The purchase will 


become official Dec. 15. 

Sherwood H. Egbert, Studebaker- 
Packard president, said purchase 
of the 1,400,000-square-foot plant 
will allow the corporation to ex- 
pand its military and defense busi- 
ness. Current government orders 
total $32 million, he said. 

The plant, built for the govern- 
ment in 1941, was used for produc- 


tion of B-17 and B-25 engines by 



































Studebaker during World War II. 
From the end of the war until the 
sale to Curtiss-Wright, Studebaker 
used the plant for assembly of 
trucks, station wagons and its 
Hawk line. The purchase will give 
Studebaker 7,900,000 square feet of 
plant space here. 













* 












Sales, Profits 


earlier totals. GM boosted its profit 
on sales to 4.5 percent, despite a 
drop in sales and earnings. 

The effects of the UAW strike at 
GM were felt in the third quarter 
while the Ford strike fell in the 
fourth quarter. 

Sales, earnings and profitability 
were off at AMC in the third 
quarter when the company earn- 
ed 2.0 percent on sales. S-P was 
in the red in the third quarter 
but the loss was less than it was 
a year earlier and sales were up 
slightly. 

The third quarter resulted in 
lower sales at Chrysler as the com- 
pany moved from the black to the 
red. 

The current group of financial 
reports included AMC’s report on 
its fiscal year which ended Sept. 
30. The company made $23.6 mil- 
lion on sales of $875.7 million in the 
most recent fiscal year, compared 
with a profit of $48.2 million on 
sales of $1,057.7 million a year ear- 
lier. 


Personal Income 
Shows $4 Billion 


Rise in October 


WASHINGTON. — Personal in- 
come in October was at a season- 
ally adjusted annual rate of $425 
billion, $4 billion higher than in 
September, according to the Office 
of Business Economics, De part- 
ment of Commerce. 

The October advance represents 
a marked increase, following 
monthly gains of $1 billion or less 
since midyear, and is in line with 
the large gains made during the 
early months of the recovery, the 
bureau said. 

The rise from September to 
October centered in wage and sal- 
ary disbursements, which account- 
ed for nearly $3 billion of the over- 
all advance. 

Manufacturing wages and sal- 
aries were up $114 billion. Increased 
hourly earnings provided the main 
impetus to the rise, but both em- 
ployment and hours worked ad- 
vanced significantly. 

About two-thirds of the gain in 
factory payrolls occurred in dur- 
able goods industries, with the ma- 
jor part coming from automotive 
production. Wages and salaries In 
this industry rose nearly $500 mil- 
lion following the settlement of 4 
major strike in mid-October. 


2 Florida Dealer Groups 


Elect New Officers 

LAKE WALES, Fla.—Two Fior- 
ida dealer associations have elected 
officers. Heading the Lake Wales 
Automobile Dealers Assn. is George 
Williamson (Cadillac - Oldsmobile). 
Serving with him are Aubrey Me- 
Afee (Ford), vice-president, and 
Paul A. Allen (Chevrolet), secre 
tary-treasurer. 

The Melbourne Automobile Deal- 
ers Assn. elected the following: 
President, Carl Schmidt (Ram- 
bler); vice-president, James © 
Martin (Pontiac), and secretary 
treasurer, James E. Lyons (Chevro 
let-Cadillac). 
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Dealer Forum 


by Robert M. Finlay 





UTO dealers and salesmen get 

the creeps every time they see 
a story based on the customer’s 
view of the auto industry. I’m with 
them, I get the creeps, too. 

Yet I believe that if improve- 
ment in auto retailing is to come, 
it will be through facing the 
problem as the customer sees it. 
And so, once more, here is a case 
history of a shopping tour. 


His Story 

HARLES J. COLLINS, of Rich- 

mond, Va., writes: 

There has been so much con- 
troversy lately about customer-deal- 
er relationships that I jumped at 
the chance when asked by a neigh- 
bor to accompany him on a car- 
buying jaunt. 

He was the owner of a 1954 Ford 
V-8 sedan with well over 100,000 
miles on the clock. In fact, the en- 
tire car was worn out. In my opin- 
jon, any dealer who would consider 
tying up any money in it should 
have his head examined. 

My neighbor knew what he was 
looking for—a United States com- 
pact two-door sedan with a four 
or six-cylinder engine, standard 
manual shift transmission, The 
car was to be of the least expen- 
sive model and series available 
and with no accessories except & 
heater. 

Since he had had such long serv- 
ice from his old Ford, he was pre- 
disposed to favor a Ford product. 
So his first stop was a local Ford 
dealer. 

The cars he considered were as 
follows, all from dealers in or near 
Richmond: Falcon, Chevy II, Cor- 
vair, Comet, Lancer, Valiant, Ram- 
bler American, Tempest and Lark. 

* * * 


The Difference 


E APPROACHED all the deal- 

ers but two completely cold. In 
two cases, he asked for specific 
salesmen. One salesman he knew, 
having purchased a car from him 
several years ago. The other was 
recommended by a friend. In every 
case he double-checked the sticker 
price to make sure he was staying 
in the model and equipment range 
he wanted, but he always asked 
only one question, “How much dif- 
ference will it cost me?” 

I must mention here that even 
though I have been involved in the 
automobile business years ago, I 
have no connections with any deal- 
ers in this area and, so far as I 
know, am not known by any deal- 
ers or salesmen involved in this 
transaction. 

My neighbor’s first stop was a 
Richmond Ford dealer. He was 
met with courtesy by a salesman 
on the floor. A standard shift 
Falcon was removed from stock 
for him to drive. He was very 
disappointed in the way in which 
the car drove, specifically the 
steering. The salesman assured 
him the car had not been serv- 
iced and would be better upon de- 
livery. A going-in price of $1,800 
and his old car was offered. 

My neighbor went to a Richmond 
Comet dealer. He again was met 
with courtesy and drove a stand- 
ard-shift Comet. He said the steer- 
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Chevy II in stock which would be 
available to drive around the deal- 
er’s lot only. This same dealer had 
a standard-shift Corvair which was 
available to drive on the dealer’s 
lot only. He had no Chevy II or 
Corvair demonstrators nor would 
he ever have any, he said. He was 


ing was even worse than that of 
the Falcon and no deal was men- 
tioned. The Comet salesman did 
not ask for his name or address. 
He then went to a rural Chevro- 
let dealer and inquired about the 
Chevy II. This dealer had a six- 
cylinder, four-door model on show. 
He offered it for $1,800 difference. 
However, there was no demonstra- 
tor. He was informed there would 
be no demonstrator, now or later. 
He was made a verbal offer of a 
stripped four-cylinder two-door for 
$1,700 difference. He asked about 
a Corvair. The dealer informed him 
that he had no Corvairs for dem- 
onstration or delivery, that there 
would be none for demonstration at 
ary time nor would there be any 
delivery except on special order. 
My neighbor Jeft. 
* 


Out Back 


EXT he went to a Richmond 

Dodge-Plymouth dealer to see 
and drive a Lancer and/or a Val- 
iant. Upon driving up in the old 
Ford and parking in front of the 
showroom, he went inside to find no 
salesman at all on duty. An elderly 
man who may have been the dealer 
himself was almost rude and finally 
admitted that he might have a car 
of the type my neighbor desired 
“somewhere on the lot” and pointed 
vaguely out back. The Lancer de- 
sired was finally located and found 
unlocked with the ignition key in 
place. 

My neighbor started the car, sat 
in it, liked it. He then went back 
inside. A lone salesman had return- 
ed and was as helpful as he knew 
how to be. The old man had disap- 
peared. 

The car was removed from 
stock, gassed, licensed and placed 
at my neighbor’s disposal. He 
drove the car and liked it im- 
mediately. A going-in price of 
$1,850 difference was made. The 
salesman showed the identical 
car as a Valiant for an identical 
price and an identical offer was 
made. 

My neighbor then left and in- 
quired of a Pontiac dealer about a 
Tempest 4 coupe. A salesman cour- 
teously met him at the door. He 
explained what he was looking for. 
The salesman lost interest. He had, 
he said, no such car nor had they 
ever had such a car. In fact, every 
Tempest they had was equipped 
with automatic transmission but 
one and this one was not available 
for demonstration. The salesman 
would, however, quote on sight-un- 
seen delivery of a suitable model 
for $2,095 difference. 

My neighbor left and went to a 
Richmond Rambler dealer. It was 
about 3:45 p.m. on Saturday. The 
Rambler showroom was locked. A 
man was standing outside talking 
to some people. He was obviously 
a salesman. He informed my neigh- 
bor that the dealership was closed, 
but to be sure and come back be- 
fore he bought any car. He then 
admitted that he was the owner of 
the dealership. 

* 


* * 


Tries Studebaker 


T= next stop was a Richmond 
Studebaker dealership. No 
salesmen seemed to be about, Two 
cars of the model and type desired 
were found on the outside. A sales- 
man volunteered his services. A 
car was removed from stock for 
my neighbor to drive. He was high- 
ly impressed with the car generally. 
A going-in price of $1,750 difference 
was offered. He left, determined to 
drive a Corvair and Rambler be- 
fore deciding. 

The following day he located a 
Richmond Chevrolet dealer who 
had a four-cylinder standard shift 


(Continued on Page 37, Col. 4) 























Toledo Chief— 


Robert H. Eddy jr. (Buick), left, newly 
elected president of the Toledo Automo- 
bile Dealers Assn., receives gavel from 
retiring president, John J. Grimley (Chev- 
rolet). Other elected officers and trustees 
include Willis E. Brown jr., first vice-pres- 
ident; David D, Smith, second vice-presi- 
dent, and Edward P. Trepinski, secretary- 
treasurer. Other trustees are David R. 
Rittenhouse, James E. Ward and Donald 
B. Wearly. 


°62 ‘Essentially Favorable’ for High Auto Sales... 


Good Business Year 
Seen by Economists 








By Kenneth C. Kelley Jr. 

Staff Writer 
ETROIT.—Next year will be a 
good year for business. Sales 

will rise above this year’s level 
something like 5 percent but it will 
not be a boom year. Business will 
continue to operate on thin profit 
margins. 

Those are the major conclu- 
sions to be drawn from a day- 
long conference on the business 
outlook, sponsored here by the 
National Industrial Conference 
Board. Speakers included the 
heads of some of the nation’s 
largest companies and market 
research officials of other major 
concerns. 

There was no exact prediction on 
auto sales although almost all of 
the indicators discussed seem to 
point to a good auto year. The 
closest thing to a prediction on 
auto sales came from William C. 
Flaherty, director of business re- 


Romney Exhorts AMC Men 
To Upgrade Efficiency 


By Francis J. Gawronski 
Staff Writer 

ee by American Mo- 

tors’ accent on quality work- 
manship, President George Romney 
last week made a rush trip to the 
Milwaukee body plant to make a 
mass-meeting appeal for improved 
efficiency and increased output. 

The Milwaukee 
plant, Romney said, 
was operating at 80 
percent of efficiency 
because of lack of 
pride in the job and 
“loafing, drinking and doubling up 
on the job.” 

Romney last addressed a mass 
meeting of AMC workers last July 
when he launched the company’s 
A-OK quality workmanship pro- 
gram. 

In his appeal to the men last 
week, Romney recalled that the 
profit-sharing contract signed in 
September by AMC and the 
United Auto Workers contained 
@ provision to “improve produc- 


Sloan to Be Guest 
Of 30-Year Club at 


Reunion Breakfast 


WASHINGTON.—Alfred P. Sloan 
jr., honorary chairman of the Gen- 
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eral Motors board of directors, will 
be guest of honor at the 10th an- 
nual Reunion Breakfast of the Na- 
tional Automobile Dealers Assn. 30- 
Year Club to be held during the 
coming NADA convention at At- 
lantic City. 

The Reunion Breakfast will be 
held at 7:45 a.m. Tuesday, Feb. 6, 
at the Traymore, said Dave Castles, 
St. Louis, president of the 30-Year 
Club. 

James M. Roche, distribution 
vice-president of General Motors 
will be the breakfast speaker. 

The NADA 30-Year Club, started 
in 1952, is an informal group of 
NADA members who have been 
franchised dealers for 30 years or 
more. The annual reunion break- 
fast is the principal activity of the 
group. 

Other officers of the club are 
J. Saxton Lloyd, Daytona Beach, 
Fla., vice-president, and James A. 


Mason, Ferndale, Mich., secretary. 


tion standards” at the Milwaukee 
plant. 

He charged that workers were 
not meeting standards and that on 
20 days so far in the 1962 model 
run, the Kenosha final assembly 
plant failed to make its schedule 
because of a shortage of bodies 
from Milwaukee. 

7 * * 

OMNEY said that “exceptional 

quality” had helped move Ram- 
bler into third place in industry 
sales but, he warned, “we will miss 
the boat if we don’t improve our 
plant efficiency immediately.” 

Romney and several other AMC 
Officials arrived in Milwaukee to 
discuss the production slowdown 

that resulted in a walkout Nov. 9 
when first-shift workers were 
sent home early and second-shift 
employes had to report an hour 
later than usual, 

At the time, a union official said 
the slowdown was due to.an ex- 
cessive number of repairs on the 
units being manufactured in the 
Milwaukee plant. 

* + * 

glee days before Romney’s 

appeal to the workers, Edward 
L. Cushman, AMC vice-president, 
met with officials of UAW Local 75 
at the Milwaukee plant. Both sides 
denied that employe “horseplay” on 
the production line has anything to 
do with the conference. 

“The subject was never men- 
tioned,” said Cushman. He was 
backed by Roy Speth, Local 75 
president. 

“We discussed our fundamental 

(Continued on Page 36, Col. 3) 


search and market planning for 
Chrysler Corp. 

He said that his office has esti- 
mated, based on sales in the first 
10 days of November, that sales of 
domestic cars are now running at 
the rate of 6.5 million a year. 

* * * 
;UAaenrs did not predict 6.5 
million sales of domestic cars 
next year but said “the outlook for 
’62 is essentially favorable.” He 
gave this appraisal of the market: 

New cars are sold in a mass mar- 
ket composed of middle and high- 
income families. Those who buy 
new cars usually already have a car 
with a large amount of good serv- 
ice left in it and can delay the 
purchase of a new car, if they see 
fit. 

Sales for new cars go up when 
those who can afford to buy feel 
that business conditions and 
their own financial prospects are 
good and when the industry of- 
fers a wide range of attractive 
products. 

He said that a rising economy 
and the introduction of a large 
variety of attractive new cars point 
to a good auto year in 1962. He also 
noted that consumers are in a good 
position to add to their installment 
debt, always a good sign for the 
auto industry. 

Flaherty did not come right out 
and say it but indicated that 
changes in the age structure of the 
population are swinging against the 
auto industry now. 

* * * 

H® NOTED that the group be- 

tween 25 and 44, a good market 
for new cars, is relatively smaller 
than it was in 1955. Some of the 
age groups which are growing in 
relative size are not particularly 
good markets for new cars—the 
very young and the very old. 

However, these population trends 
have a way of correcting them- 
selves in time. Some of those who 
were the very young a few years 
ago are now young adults and are 
providing a growing market for 
used cars. 


Another of the conference 
(Continued on Page 8, Col. 2) 


Portland Dealers Seek 


Higher Grosses on Cars 


PORTLAND, Ore. — Dealers in 
this area are striving for high 
gross profits on new-Ccar sales, ac- 
cording to George B. Wallace, 
veteran Portland Buick dealer 
who once served as Oregon’s di- 
rector of the National Automobile 
Dealers Assn. 

He said, “There seems to be a 
definite desire on the part of 
local dealers to obtain better 
gross profit which should greatly 
assist in lifting the business out 
of its chaotic condition.” 








On the House .. . 


As I start my 26th year with Automotive News 
this week, I find a list of automotive people who 
have been most helpful and/or stimulated my think- 
ing during this past quarter century. The list that 
follows does not, of course, include my associates 
at Automotive News nor my family: Ken Elliott, 
former sales vice-president of Studebaker; Jim 
Mason, Detroit Dodge dealer; Claude Klugh, re- 
tired manager of Pennsylvania dealer association; 
John Raine, former manager of Virginia dealer 
group; Tom Keating, retired Chevrolet and GM 

7% executive; Dave Castles, Buick dealer in St. Louis 
Wemhoff and former NADA president; Bill Mallon, past 
NADA president; the late Clay Doss, retired Ford and Nash sales 
chief; the late Henry Ewald, head of Campbell-Ewald agency; Dave 
Wilkie, veteran auto editor of the Associated Press; Sax Lloyd and 
Carl Fribley, former NADA presidents .. , 


For first time in years, Syracuse auto division went over 100 per- 
cent quota in United Fund drive; pledges averaged $138.05 ... 
Los Angeles dealer association has issued an attractive folder on 
“Services and Savings,” detailing how dealers benefit from mem- 
bership ... 

Illinois dealers will stage in December a series of used-car appraisal 
clinics .. . L. F. Harris, after 32 years as dealer, has sold his Chrysler 
dealership in Worcester, Mass., but will continue to operate his MoPar 
distributorship there . . . Earl Johnson (Chevrolet) heads Peoria 
(Ill.) Better Business Bureau . . . Oregon is now using a sealed-bid 
plan for disposal of state’s used cars. 




































—Perre WemMuzorr, Editor, 
Automotive News 
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Topping 1955 Period .. . 
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Year-End Sales Spurt; 
Peak Due for Quarter 


(Continued from Page 1) 


sensitive about Fairlane’s position 
as an intermediate-size car. 
ok * * 


Canadian Ford Sales 


Highest Since 1955 

OAKVILLE, Ont.—Retail sales of 
cars and trucks by its Canadian 
dealers in October were the high- 
est since October, 1955, Ford Motor 
Co. of Canada, Ltd., reported. 

Jack Kemp, general sales man- 
ager, said 9,992 units were sold dur- 
ing October, compared with 8,789 
units sold during October, 1960. 
The record was 11,517 sold in Octo- 
ber, 1955. ae 

* 


GMC November Sales 


Reported Best Since ’55 

PONTIAC.—GMC dealers deliv- 
ered 2,284 trucks in the first 10 
days of November, topping any 
comparable November period since 
1955, said Calvin J. Werner, general 
manager of GMC Truck & Coach 
Division. 

Deliveries Nov. 1-10 also were 
higher than the first 10-day period 
of any month since August, 1960, 
he said. In the past three 10-day 


VW Distributors 
Own First 1500s 
Exported to U. S. 


DETROIT.—A number of the 
new Volkswagen 1500 models are 
already at home in the United 
States despite VW insistence that 
the 1500’s official U. S. debut is 
still “several years” away. 

Each of Volkswagen’s 16 U. S. 
distributors owns a 1500, purchased 
privately in West Germany earlier 
this fall. 

It is understood that Volkswagen 
of America has suggested the dis- 
tributors drive these cars discreetly 
to determine how well they are 
adapted to life in America or if, 
for any reason, they should not be 
imported into the U. S. 

VOA has asked the distributors 
to remove VW identification before 
taking the 1500s out on the road. 
After thorough driving tests, the 
cars are supposed to be torn down 
by the distributors’ service depart- 
ment for familiarization and me- 
chanical checks. 

It was learned that VW distribu- 
tors already are receiving a skele- 
ton parts inventory and special 
tools for emergency repairs on 
1500s. 

Production of the 1500 is getting 
off to a slow start in West Ger- 
many. VW, long cramped by a 
shortage of workers, found that 
the Communist wall in Berlin cut 
off one of its best sources of labor. 

The company has since _ turned 
to Italy, where it has recruited 
3,000 workers. In the meantime, 
the bulk of VW’s 67,000 workers 
have concentrated on standard 
VWs, and 1500 production is limp- 
ing along at about 50 cars a week. 

Components of the 1500 are built 
in three plants with final assembly 
at a fourth—Wolfsburg. 

ck * ca 


Canadians to See 


VW 1500 Today 


TORONTO. — North American 
preview of the new Volkswagen 
1500 takes place here today (Nov. 
27). 

A press and dealer showing of 
the car is being held at Volks- 
wagen’s Canadian office in Scar- 
borough. The 1500 will appear in 


periods, deliveries were up 29 per- 
cent over the preceding three 10- 
day periods, Werner added. 

ok * ae 


Starfire Taking 12.1 Pct. 
Of Olds ‘Big Car’ Output 

LANSING. — Introduction of the 
Starfire coupe in the 1962 model 
lineup has almost tripled dealer 
and customer demand for Oldsmo- 
bile’s Starfire series, according to 
Emmett P. Feely, general sales 
manager. 

“Where the 1961 Starfire convert- 
ible accounted for 4.8 percent of 
total full-size Oldsmobile produc- 
tion,” Feely said, “the tremendous 
popularity of the new Starfire coupe 
has boosted Starfire production 
schedules, including both the coupe 
and the convertible, to 12.1 percent. 

“The Starfire coupe alone,” Feely 
added, “is exceeding our expecta- 
tions by accounting for better than 
9 percent of our business in full- 
size Oldsmobiles. We believe it will 


go even higher.” 
* * * 


Ford Claims Postwar High 
In Early-Month Truck Sales 


DEARBORN. — Ford sold 9,175 
trucks during the first 10 days of 
November to record its best first 
10 days of any November since the 
end of World War II, Ford Division 
said. 

The daily sales rate of 1,019 was 
the highest initial period selling 
rate in November history, break- 
ing the record of 968 per day com- 
piled in 1953, Ford said. 

* * ok 


Auto Industry Leads 


Rise in Sales, Orders 


WASHINGTON. — Durable goods 
manufacturers’ sales and new-order 
receipts in October rose 2 percent 
and one percent, respectively, from 
September on a seasonally adjusted 
basis, according to the Commerce 
Department’s Office of Business 
Economics. The backlog of unfilled 
orders showed little change during 
the month, 

Most major industries contribut- 
ed to the seasonally adjusted sales 
advance from September to Octo- 
ber, with the rise in motor vehicles 
particularly large. Shipments by 
steel producers showed the only ap- 
preciable decline. October sales 
were 9 percent above the year-ear- 
lier month. 

The increased flow of new orders 
in October was primarily attributa- 
ble to the motor-vehicle industry. 
Changes in the other industries 
were off-setting. New orders in Oc- 
tober were at a record rate, almost 
one-sixth higher than in October, 
1960. 





Ford Merchandising Grads Gather— 


L-M Honors Los Angeles Dealership— 


J. F. O'Connor, second from left, holds a Dealership Management Excellence Award 
presented by William Alen, left, Lincoln-Mercury sales manager in the Los Angeles 


district. At O'Connor's left is his son, John 


F. O'Connor, and George Clark, L-M district 


management manager. O'Connor Lincoln-Mercury, Los Angeles, was the nation’s top 
L-M dealer in October, selling 223 new cars. 





Dodge Council in Session .. . 


Chrysler Lands Space Order 


By Maynard M. Gordon 
News Editor 

DETROIT.—Chrysler Corp. man- 
agement rejoiced last week over 
the award of a $200 million contract 
for rocket boosters by the National 
Aeronautics and Space Administra- 
tion. 

The contract came at a timely 
interval in Chrysler’s seesaw bat- 
tle to move into the black. Early 
November sales were less than 
cheerful for the corporation. 

Chrysler President Lynn A. 
Townsend and Dodge General 
Manager Byron J. Nichols are 
bracing for a no-holds-barred ses- 
sion on sales problems this week. 
The 24 members of the Dodge 
National Dealer Council will as- 
semble here for their semi-an- 
nual meeting. 

Dodge has felt the stiffest con- 
sumer resistance of any make in 
the ’62-model parade. Only 4,750 
Darts and 1,920 Lancers were re- 
tailed in the first 10 days of Novem- 
ber, well down the industry list for 
both Dodge entries. 

Nichols pointed out that combin- 
ed sales of Dodge cars and trucks 
surpassed all other first 10-day pe- 
riods this year except April and 
October. But Dodge dealers had 
hoped for an uptrend from October 
with the new model. 

To answer dealer complaints that 
prospects think the new Dart is 
“too small,” Dodge rushed out a 
four-door Polara hardtop early this 
month. Further additions to the 
Polara line may be expected if the 
four-door hardtop catches on. 

The new Dart and Polara, 
however, fall squarely in the new 
intermediate classification. They 
are both 202 inches in overall 
length with 116-inch wheelbases. 

When it first appeared two model 
years ago, the ’60 Dodge Dart was 
208.6 inches in overall length and 
had a 118-inch wheelbase. This was 
the Dart to which Dodge dealers 
all look back in delight. At that 
time, the Dodge Polara was 212.6 









The 13th annual business conference of Ford Merchandising School graduates and 





| inches long on a 122-inch wheel- 
base. 

Average monthly sales of the ’60 
Dodge, made up largely of the hot 
Dart models, were nearly 30,000. 
Dodge 10-day sales zoomed from a 
’59-model bottom of barely 3,000 
cars to 7,865 in the mid-October 
period right after Dart went on 
sale. 

Through the 1960 model year, 
Dodge averaged 10-day sales of 
9,857 cars. This average exceeded 
by 47 percent the combined total 
sales of intermediate Dart-Polara 
and compact Lancer models in the 
first 10 days of November this year. 

Dodge sales reached five-figure 
peaks in the 10-day periods which 

began at the end of March, 1960. 

A record Dodge sale of 16,188 cars 

was logged in the March 21-31 

period of 1960. The Dart brought 

10 more periods during that 

model year in which deliveries 

surpassed the 10,000 mark. 

Much of Dart’s success in its in- 
troduction year was attributed to 
the philosophy of sizing and pricing 
Dodge with corporate rival Plym- 
outh, as well as Chevrolet and Ford. 
This approach was not as effective 
in the ’61 model year, despite addi- 
tion of Lancer and an attempt to 
reshape Dart’s rear end. 

Dodge Council members will be 
asking again this week, “Can Dart 
repeat the success of 1960?” divi- 
sion executives are expected to 
reply that at least a partial repeti- 
tion of 1960 is possible once con- 
sumers come to accept the inter- 
mediate size as the car package of 
the future. . 

Dodge—and Plymouth—ofificials 
point to another plus. Their in- 
termediate cars carry a dealer 
discount of 25 percent, compared 
to 21 percent for Fairlane, Meteor 
and Chevy II and 23 percent for 
Rambler Ambassador. 

With Chrysler car sales and pro- 
duction spiralling upward, some 
Dodge dealers have called for avail- 
ability of a car similar to the 
“$2,964 Newport” in the Dodge line. 
It is considered unlikely that 
Chrysler would be made available 
to Dodge dealers as a whole, al- 
though some 475 Dodge franchise- 
holders out of 2,740 also handled 
Chrysler as of last Jan. 1. 

Two members of Townsend’s new 
“dealer consultant” panel on future 
car styling will attend the Dodge 
National Council meeting this 
week. They are Mike Rendaci, Clin- 
ton, Ind., a three-year appointee to 
the panel, and William W. Massey 
sr., Jacksonville, Fla., named for 
one year. 

The other Dodge member of the 
unique group is James A. Mason, 
Ferndale, Mich., named to a two- 
year term. Mason, former treasurer 
of the National Automobile Dealers 
Assn., acclaimed the creation of the 
styling group in an interview. 

“This is something that dealers 
have been requesting for the last 
seven or eight years,” Mason said. 
“Townsend is the first who has 








dealers from the Southeastern United States is addressed by M. S. Mclaughlin (at 
podium), general sales manager of Ford Division. Theme of the conference was, 
“Meeting the Marketing Challenge in 1962." Others on the panel, from left, were 
B. R. Rabb and L. C. Brock, Ford Marketing Institute, Atlanta; E. T. Schultz, general 
manager, Chas. S. Winner, Inc., Haddonfield, N. J.; S. G. Nicholson, general manager, 
Palmer Ford, Inc., Hyattsville, Md., and F. B. Kephart, Arlington Motor Co., Arlington, 
Va., president of the Ford Merchandising School alumni. 


dealer showrooms next February, 
according to Phil Murray, Cana- 
dian sales promotion manager. 
Date for a United States showing 
has not been set, he added. 

Price of the VW 1500 in Canada 
has not been announced. 


accepted our suggestions. 

“In our opinion, the factory could 
use our knowledge and experience, 
our suggestions and constructive 
criticism on future plans. One 

(Continued on Page 34, Col, 1) 





800,000 for Show 
Eyed by Chicago 


New Record Sighted 
For McCormick Place 


A RECORD turnout of 800,000 

is the goal for the 54th annual 
Chicago Automobile Show Feb, 17- 
25, according to Don C. Mullery, 
chairman of the show committee, 

The goal was announced last 
week at a Detroit luncheon held 
by the Chicago Automobile Trade 
Assn. for nearly 200 executives 
and other representatives of man- 
ufacturers, newspapers and ad- 
vertising agencies. 

Last year’s show drew 789,734 
visitors, a quarter million more 
than any other in the history of 
the largest dealer-sponsored show. 
For the second straight year the 
exposition will be held in McCor- 
mick Place, the city’s giant lake- 
front exhibition center, 

Since there will be no National 
Auto Show until next October, the 
Chicago show will be the largest 
this season in both attendance.and 
display area. 

* * * 

es is an established civic fix- 

ture that receives national at- 
tention as a gauge to automobile 
sales in the year ahead,” said Fred 
G. Litsinger, CATA president. “Our 
crowd totals are impressive but 
even more so are the attitudes of 
the hundreds of thousands who at- 
tend. 

“We know, from frequent spot- 
checks, that the average visitor 
spends about two hours visiting 
the car exhibits,” he added. 
“These are not swift-moving 
walkarounds or idle amusement 
seekers trying to kill 20 or 30 
minutes time.” 

Calling the attendance goal of 
800,000 conservative, Litsinger said 
‘ff that many persons are willing 
to examine and compare the latest 
products of automotive manufac- 
turers, a high percentage eventu- 
ally will be buyers.” 

He said the show could be “the 
kickoff of what the industry ex- 
pects will be a seven-million car 
year, just as our 1961 show was 
widely credited with breaking up 
the log-jam of sales inactivity last 
winter and spring.” 

od * * 
LERY said the location of 
McCormick Place hag produc- 
ed thousands of new fans from the 
city’s north and northwest metro- 
politan and suburban areas. 

He added that the timing of the 
show in February is ideal because 
it “generates a new wave of in- 
terest following the inevitable lull 
that comes after the fall and 
early-winter new-car announce- 
ments.” 

Edward L. Cleary, show man- 
ager and CATA executive vice- 
president, said more than 400 do- 
mestic cars and trucks and import- 
ed vehicles will be on exhibit, plus 

(Continued on Page 36, Col. 4) 





Moore to Speak 
At Meeting of 


Oregon Dealers 


PORTLAND, Ore.— The Oregon 
Automobile Dealers Assn. is spon 
soring a dealer conference Thurs 
day (Nov. 30) in Portland’s Benson 
Hotel, according to Howard J. 
Steib, OADA general manager. 

Principal guest speaker and pai- 
elist will be James C. Moore, & 
ecutive vice-president of the Na 
tional Automobile Dealers Assn. 

He is scheduled to report on the 
national scene, the NADA Task 
Force program, legislative propos 
als, advertising and other key i 
dustry issues. There is to be ample 
time for questions and answers. 

Other program panelists will it 
clude Charles W. Wentworth 
(Rambler), OADA president; C. A 
McRobert (Ford), Oregon NADA 
director, and Vern Hill, state motor 
vehicle director. 

A special invitation has been is 
sued by Wentworth to the Wash- 
ington State Auto Dealers Assn. to 
invite its members, 
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: service by direct phone” 

















: says BILL CURRIE, Ford dealer, 


i Tampa, Florida 

734 

a “I selected the Commercial Credit Plan over comparable 
he financing plans mainly because of the experienced 
ce personnel and their reputation for having more latitude 
al in purchasing retail contracts. We get accurate and 
owt fast personalized service by direct phone. This means 


credit approval for our customers while they wait. 


- Furthermore, the availability of over 300 service 
2 offices gives our customers the same kind of fast action 
- wherever they travel, in case of any emergency. To 
/ hold up our end of the bargain, we offer cash bonuses 


to salesmen for closing with Commercial Credit Plan.” 



















30 

of 

aid 

ing 

est 

AC- 

tu- 

the 

>.G 

ar 

ras 

up 

ast 

of 

uc- 

Comr ial Credi 
: ommercial Credit 
1€ 

. serves successful dealers 
ll 

id 

e- 

ao For complete information on how our 

: e- service can help promote your success, 

r call or write the Commercial Credit 






Corporation office nearest you. 





lus 


he 
sk 


in- 
ple 
in- 
th 
A 
or 
is- 
sh- 





6 


AUTOMOTIVE NEWS, NOVEMBER 27, 1961 


At N. C. Working Conference... 


Retailing ‘Revolution’ Predicted 


RALEIGH, N. C.—Automobile re- 
tailing is going to experience what 
amounts to a revolution in the next 
10 years, according to James J. 
Clarkeson (Lincoln-Mercury), im- 
mediate past president of the New 
York State Automobile Dealers 
Assn, 

Speaking at the fifth annual 
Working Conference of the North 
Carolina Automobile Dealers 
Assn. here, which drew nearly 
300 dealers, Clarkeson said, 
“There are those who disagree 
with me; those who expect to see 
the status quo maintained. The 
only point on which I accept a 
difference of opinion is the ex- 
tent to which the revolution will 
have gone by 1971. But this is 
simply a matter of timetable.” 

Clarkeson said those who recog- 
nize this and prepare for it are the 
ones whose dealerships will survive 
the trend. 

“It seems to me that the wise 
course of action now is to cooperate 
with the trend and take advantage 
of it, beginning now,” he advised. 

Pointing to the gradual decrease 
in the number of automobile deal- 
erships, Clarkeson said the trend is 
toward fewer and bigger dealers. 

“In this connection, I might 
remind you that there is nothing 
harder to stop than a trend,” he 
said. “The trend in the United 
States is toward the bigs getting 


bigger, the smalls getting small- 
er.” 

Clarkeson said the trend toward 
bigness will probably be encourag- 


ed by the factories. He said they 


also will demand adequately staffed 


dealerships, effective training pro- 


grams and the employment of first- 
rate personnel. 

Clarkeson predicted that the sur- 
viving dealerships of the 1970s will 
face competition for personnel. 

“The pressure to do so will evolve 
from the changes we can expect 





Okla. Dealers Reminded 


Of New Licensing Rule 


OKLAHOMA CITY. — The 
Oklahoma Motor Vehicle Com- 
mission has reminded dealers of 
a change in the law that requires 
the dealer to be licensed by the 
OMVC before he can receive a 
license from the Oklahoma Tax 
Commission to do business as a 
franchised dealer. 

No permit will be issued by the 
OTC until the dealer can show 
proof that he has been licensed 
by the Motor Vehicle Commis- 
sion, the latter group said, and 
application to the OTC must be 
accompanied by the MVC’s 
certification that the dealer is 
licensed. 








Rebuild Dealer Image, 
Conn. Governor Urges 


By C. T. Hubbard 
Staff Correspondent 

HARTFORD. — A former auto 
salesman who now holds the state’s 
highest office was a featured speak- 
er at the 40th annual meeting of 
the Connecticut Automotive Trades 
Assn. 

Gov. John N. Dempsey told the 
600 delegates: “I would like to 
see the auto dealer and his sales- 
men even more highly regarded 
than they are. Shoot for high 
goals. Give your business the high 
respect to which it is entitled.” 

The governor once was a sales- 
man for Matthies & Co. (Ford), 
Putnam, Conn. 

Dempsey urged dealers to take 
an active part in legislative pro- 
ceedings next year in respect to 
enacting and enforcing speed laws 
and drunken-driving tests. 

Other convention speakers in- 
cluded James C. Moore, executive 
vice-president of the National Au- 
tomobile Dealers Assn., and Harold 
D. Draper, NADA business-man- 
agement consultant. 

Moore discussed the effect of the 
NADA Task Force on the future 
of the retail auto business and de- 
clared that the work of the com- 
mittee “has captured the imagina- 
tion more than anything else ever 
undertaken by the industry.” 

He mentioned dealer cooperation 
throughout the country and de- 
clared: “Management has a deep 
and abiding interest. Much benefit 
will come in future years, even 
though the Task Force as such will 
have completed its job. Some perm- 
anent arrangement of dealer-man- 
ufacturer coordination will result.” 

Draper, a retired Saginaw 
(Mich.) Chevrolet dealer, urged 
auto retailers to keep a sharp eye 
on all phases of their business. 

“Some dealers seem to think that 
because they have a franchise, they 
have a pension,” he said. “The rea- 
son some of them have had prob- 
lems this year is that they have not 
been paying full attention to busi- 
ness. We can make a profit on 
every department and activity con- 
nected with our business if we give 
it the attention it deserves.” 

Draper continued, “Your custom- 
ers are jewels beyond price. They 
ache for human contact, You 
should have their case history on 
a card, as doctors do, and a copy 
should be put in the hands of your 
salesmen, service managers and 
Parts Managers. 

“Watch and study your rec- 
ords,” Draper advised. “One deal- 
er found that a volume salesman 
never made any profit. Was the 


salesman fired? No. He was 

shown the record. Now he makes 
$50 more per car.” 

Another speaker was James Gav- 
agan, vehicle marketing manager 
for the Saturday Evening Post, 
which sponsors the Benjamin 
Franklin Quality Dealer Award. 
Connecticut’s dealer - of - the - year 
citation was awarded to Joseph 
Santin, Mystic, who handles Chev- 
rolet and Oldsmobile. 

Highway Commissioner How- 
ard S. Ives discussed the state’s 
four-year highway program, and 
Attilio Frassinelli, commissioner 
of consumer protection, described 
enforcement of Connecticut's 
fraudulent advertising law. 

A panel discussion and question- 
and-answer period was conducted 
by Samuel Briglia, director of the 
dealer-repairer license division; 
Jesse Balwin, director of mercan- 
tile wage order; John Tarrant, legal 
counsel to the state tax commis- 
sioner, and Capt. William A, Gru- 
ber, State Police traffic division. 

Fred G. Loehmann, Waterbury, 
was elected CATA president, and 

Matthew Moriarity, Manchester, 
was named first vice-president. 

Second vice-presidents are: Stan- 
ley T. Parsons, Plainville (new 
cars); Larry Tribble, Warehouse 
Point (used cars); Robert Wright, 
West Hartford (finance); Kenneth 
Gustafson, Forestville (mainte- 
nance); Robert Popp, East Hart- 
ford (trucks); John R. Lyons, 
Hartford (banks); Frank Danen, 
Waterbury (jobbers), and Mario 
D’Addario, Bridgeport (body refin- 

ishers). 

Named to the executive board for 
three-year terms were Arthur J. 
Roy, Willimantic; Wentworth W. 
Meek, New London; William Kar- 
stens, Norwalk; George T. Thomas, 
Hamden; William Cleary, Bridge- 
port, and Gilbert C. Burke, New 
London. 


Late Report... 





in the nature of our operation,” he 


said. 
“Up to now, our growth has been 


laterally,” Clarkeson said. “By this 
I mean, when a dealer wanted to 


expand, he simply took another 
dealership, then three, then four, 
all the while expanding laterally 
or horizontally. 

“This expansion will obviously 
continue, but, in addition, he will 
shortly be able to expand vertic- 
ally,” Clarkeson said. “Proven 
merchandisers will handle larger 
sales areas because their capac- 
ity for better management, ade- 
quate finances and superior re- 
sources will be recognized. And, 
so doing, they will resolve into 
better profit centers, better deal- 
ers for the buying public and 
better for the manufacturer.” 
Clarkeson said the surviving 

dealerships will have to be big. “In 
this direction I envision the crea- 
tion of transportation centers — 
total transportation centers.” 

He said dealerships will carry a 
complete line of automobiles for all 
economic groups in the market. 

In addition to expressing his feel- 
ings about the future, Clarkeson 
criticized dealers for some of their 
advertising, merchandising an d 
servicing methods which “have 
come home to roost on the perch 
of our public image.” 

Clarkeson told the dealers to 
check their ads for “honesty, be- 
lievability and integrity. 

“Some of us do and some of us 
don’t,” he said. “Those who don’t 
are contributing to the defacement 
of our public image.” 

Clarkeson reminded the confer- 
ence that merchandising is a com- 
plex, delicate and important part 
of the selling process. 

“When a prospect enters an 
automotive retail establishment, 
he is presumed to be ready to 
spend what is to him, at least, a 
rather substantial sum of 

money,” he said. “Like most of 
us, he expects to be greeted 
courteously.” 

The third element of the total 
Selling process in automotive re- 
tailing, according to Clarkeson, is 
the maintenance of a complete 
service facility. 

“It’s been my observation that 
additional emphasis should be 
placed on the relationship and 
value of service to sales,” he said. 
“Aside from the normal service we 
are required to provide to satisfy 
factory warranties, I note little 
tendency to exploit service facil- 
ities either to attract car buyers or 
to improve our profit factor.” 

He said dealers are losing sales 
of supplementary products and 
service created by the sale of auto- 
mobiles, new and used. 

“I would suggest, too, that we pay 
greater attention to the develop- 
ment of a system to provide our 
customers with faster methods of 
parts and accessory replacements,” 
he said. “Competition is stealing 
what should be our business be- 
cause of the ‘replace-while-you- 
wait’ concept.” 

In addition to the additional dol- 
lar volume dealers could secure, 
Clarkeson said this is a built-in 
way to “keep our eye on every cus- 
tomer in terms of subsequent auto- 
mobile sales one, two or three 
years hence.” 





Burch Heads Dealers 
STILLWATER, Okla.—Paul 
Burch, Hull Motor Co., has been 
installed as president of the Still- 
water Automobile Dealers Assn. He 
succeeds Owen Thomas, Harley 
Thomas Ford. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $5 last week to $939, according to Automotive News’ index. 
Late models were hurt most, as ’61s and ’60s declined $16 each 
and ’59s went down $17. Other losses amounted to $8 on ’55s and 
$6 on ’57s. New lows were established for ’57s and ’59s. 
Counter-market gains were racked up by three models, with 
increases amounting to $17 on ’54s, $5 on ’56s and $2 on $58s. 
At a group of representative auctions last week, the sales ratio 
was 67.9 percent, compared with 68.9 percent the previous week. 


Auction reports begin on Page 29. 





Renault at Texas State Fair— 












“See-Through Gordini” is shown by Renault at the State Fair of Texas in Dallas, 
Renault parts were displayed at the rear of the mounted French model, with doors 


eliminated for complete interior visibility. 


This one-of-a-kind exhibit was sponsored 


by Renault Southwest, Inc., Dallas, the regional distributor of Renault automobiles ang 


parts for 10 states. 


No Boom in St. Louis .. . 


Sales Blow Hot and Cold 


By Jack Bernstein 
Staff Correspondent 

ST. LOUIS.—Automobile sales in 
the St. Louis area appear to be 
paralleling the nation’s economy 
with some signs of growth but 
nothing like a boom. 

Some dealers are doing well 
but others are being restricted by 
the short supply of cars and late 
deliveries. In cases where sales 
have spurted, there seems to be 
a problem of grosses not keeping 
up w'th accelerated volume. 

Bill McClure, assistant sales 
manager of Mendenhall Ford, said 
his company was not getting the 
volume that it had anticipated but 
that “gross was high,” a situation 
not too widely prevalent here. 

He reported a shortage of “good 
used cars” and noted that the Fal- 
con was responsible for many sales. 
In October, he said, 40 percent of 
the cars sold were Falcons. 

Milner Chevrolet reported that 
“business was terrific’ and that 
the company has “a healthy back- 
log of orders.” Gordon Caswell, 
sales manager, reported that used- 
car business “is very good” but 
that a shortage in the wholesale 
trade is plaguing many dealers. 

Chevy II is performing well 
but is eating into the sales of the 
Corvairs, he observed. 

Jim McQueen, sales manager of 
Murphy-Tenge (Rambler), said 
that “business has been better than 
it has for quite some time.” 

“We are satisfied but still hun- 
gry,” he quipped. 

Waldo Wilson jr., treasurer of 


Meteor Prices 


Start at $2,278; 
Discount Is 21 Pet. 


DETROIT.— Prices of the new 
intermediate Mercury Meteor will 
start at $2,278, including Federal 
tax and dealer prep, and the car 
will carry a 21 percent dealer dis- 
count. The Meteor goes on sale 
Thursday (Nov. 30) in dealer show- 
rooms. 

The discount is the same as that 
of the Ford Fairlane. The other in- 
termediates, Plymouth and Dodge, 
have a 25 percent dealer discount. 
The figures include the 2 percent 
holdback. 

Meteor prices are: Four-door 
sedan, $2,340; two-door sedan, $2,- 
278. The Meteor Custom four-door 
sedan is $2,428, and the two-door is 
$2,366. A V-8 engine is $103 extra 
on all models. 

Each Meteor model is $124 more 
than the comparable Fairlane or 
Fairlane 500 unit. 

At $2,340, the Meteor Six four- 
door sedan is $201 more than a 
Comet four-door sedan and $386 
less than a Monterey Standard Six 
four-door. The Comet discount is 
21 percent; Monterey’s is 25 per- 
cent. 

Meteor equipment prices are the 
same as Fairlane, Monterey and 
Ford Galaxie. Automatic transmis- 
sion is $179.80 for sixes and $189.60 
for V-8s; power steering is $81.70; 
power brakes are $43.20; radio is 
$58.50, and white sidewall tires are 
$33.90. Heater is standard equip- 
ment. 





Castles-Wilson Buick, said that 
“business is pretty good” and that 
sales are rising. However, he 
acknowledged, “there was a little 
less activity.” 

“There is a need for new cars,” 
he explained. “Deliveries are slow 
and we have very little stock.” 

O’Leary-McClintock, a Chrysler 
dealer in North St. Louis County, 
reported a “slow Saturday” and 
shoppers were still making ex- 
cuses why they couldn’t buy cars. 
A spokesman said that Valiants 
“were very good.” 

On the other hand, another 
Chrysler dealer in suburban Web- 
ster Groves, Jim Keehn Motors, an- 
nounced that it had sold about 30 
units in the first 10 days of No- 
vember. 

“We are moving a lot of units but 
the profit is not improving,” Bill 
Goldwasser, general manager, de- 
clared. 

“As for the Imperial, we just 
cannot keep it in stock. It is ex- 
tremely hot. The Newports are 
going well, too.” 

Ray Rixman Dodge, North S&t. 
Louis has evoked a “lot of interest” 
in its promotion giving away two 
snow tires with each new car. 
Nevertheless, business there is 
“somewhat slow.” 

The shortage of cars is bothering 
Grebe-Fischer, a South St. Louis 
Oldsmobile dealer. 

Clyde Wilcox, sales manager, 
said, “Business is very good and 
we have a nice backlog of orders. 
Sales for first 10 days of November 
are about average.” 





Rush Ad— 


With the one-millionth aluminum engine 
for U. S. cars due to be produced Nov. 
29, Reynolds Metals Co., through its 
advertising agency, Clinton €£. Frank 
Inc., prepared a special Automotive News 
spread saluting the industry on this 
achievement. Copy, layout and plates were 
prepared overnight and rushed by the 
Frank agency's company plane fo Auto 
motive News. Shown here at Detroit City 
Airport is Neil McGreevey (right), produc 
tion manager, watching Doris Johnsom 
assistant production manager of Clinton 
E. Frank, Inc., hand the plates ‘o Dick 
Webber, advertising manager of Avie 
motive News. 
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HIKES PAYLOAD! 


HYDROVAC® vacuum power brakes by Bendix are specified more often than all other makes 
combined. They weigh less, permit up to several hundred pounds more payload—increase your 
profits. DOUBLY SAFE Hydrovac power. braking systems provide maximum dependability with 
the built-in safety of manual braking in case of power failure. CUT COSTS—less to buy, operate 
and maintain. 


MORE HYDROVAC VACUUM POWER BRAKES ARE IN USE THAN ALL OTHER MAKES 


Bendix Products Automotive Division [BY-4'7¢ 
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VELVET 


THE CLING/ING LUBR/CANT 


A NEW AND POSITIVE ANSWER 
to the problems of ball joint and torsion bar 
SQUEAKS + RATTLES - CHATTER - WEAR 


DEPT. FIII6 
AMALIE DIVISION 


Sonneborn Chemical and 
Refining Corporation 


Franklin, Pennsylvania 


IDEAL CHRISTMAS GIFT 


for Executives, Department 
Heads, Salesmen 


“THE AUTOMOBILE DEALER” 


By Martin H. Bury 
Acclaimed the 
most valuable 
guide book in the 
industry. It con- 
tains methods, 
procedures and 
profit formulas 
for every depart- 
ment of the deal- 
er's business. Con- 
tains answers to most dealer 
problems. 

Revised Third Edition has been 
updated and enlarged to cover 
current conditions. 320 pages, 
$6.30 postpaid; discount of 25% 
in lots of ten or more. 


Order Now From 


PHILPENN PUBLISHING CO. 


1750 NORTH BROAD ST. 
PHILADELPHIA 21, PA. 
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(Continued from Page 3) 


speakers, Alfred Eisenpreis, as- 
sistant to the president of Allied 
Stores Corp., had some interest- 
ing comments on price vs. serv- 
ice merchandising. In his field, 
it is the struggle between dis- 
count houses and old-line depart- 
ment stores. The different ap- 
proaches are similar to the dif- 
ferences between free - wheeling 
dealers and those who use a more 
conservative approach. 

Eisenpreis said that, while the 
discount operations featuring limit- 
ed service and low prices were 
growing, there will always be “a 
substantial segment of the market” 
which will insist on extra service 


GM Calls Suit 


Franchise Test 


New Judge Delays 
Hearing to Dec. 19 
(Continued from Page 1) 


dismiss the indictment as it ap- 
plies to the individuals and want 
further time to prepare. We also 
believe we have reasons to con- 
sider a motion to dismiss the in- 
dictment on behalf of the corpo- 
rations.” 

He also said, “This is a case to 
test the validity of the franchise 
system under which General Mo- 
tors dealers sell their cars. This is 
a case of much significance to 
General Motors which manufac- 
tures the cars and exists on funds 
paid by dealers for the cars. Ac- 
cordingly, we regard the (extension 
of) time as not unreasonable in 
view of the importance of this 
matter.” 

Blecher asked the court for per- 
mission “. , . to refute Mr. Mitchell’s 
comment that this (suit) is an at- 
tack on the franchise system. , .” 
Permission was denied Blecher as 
was his request that the court set 
a time schedule for all pleas and 
arguments by, the defendants. 

* * 


NLRB to Rule on Role 
Of Franchise Holder 


WASHINGTON. — The National 
Labor Relations Board has agreed 
to take under advisement a case 
to decide whether a franchised 
operator is an independent con- 
tractor or an employe. 

Although the case in question 
involves only the responsibility 
for a labor dispute between dis- 
charged Teamsters and a service 
station operator, auto franchises 
were specifically brought up in 
the argument asking for a full 
NLRB consideration. 

Attorneys for the Teamsters, the 
National Congress of Petroleum 
Retailers and NLRB argued that 
Baron Herman, a _ lessee-operator 
of a Site oil station in Detroit, is an 
employe, not an independent busi- 
nessman, because his contract has 
a 24-hour cancellation clause. 

NCPR Attorney William D. Snow 
said that Site owned the products, 
set prices, Herman’s margin and 
imposed exclusive dealing. He call- 
ed such a franchise arrangement a 
“sham” used by a company seeking 
to avoid its responsibilities as an 
employer. 
Murray Steinberg, attorney for 
Site Oil Co., said that the real test 
of an independent dealer is over 
“whether the man has some control 
over his future.” 

He went on to say that the oil 
company contract was only “baby 
play” compared with those held 
by franchised auto dealers. He 
contended that if NLRB held that 
the oil company was an employe 
in this case, then franchised car 
dealers must be employes of the 
auto manufacturers. 

The case was brought by four 
employes who were fired by Her- 
man for Teamster activities. NLRB 
Trial Examiner Louis Libbin de- 
cided that Site exercised such great 
control over Herman that the op- 
erator was an employe. The respon- 
sibility for discharging the Team- 
sters therefore lay with the oil 
company, not Herman, he ruled. 
When the oil company was ordered 
to bargain with the Teamsters, the 
company appealed to the NLRB. 
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‘Essentially Favorable’ for Auto Sales .. . 


Good Year Seen for Business 


and top quality with price a sec- 


ondary consideration. 
* * * 


INCE the discount store and the 

department store are really 
serving two different markets, .His- 
enpreis predicted that both will 
survive. 

He also questioned over-emphasis 
on price selling, particularly on 
major items where style and qual- 
ity are major considerations. . He 
said the buyer who is convinced 
that price is the only consideration 
may also decide to buy only when 
the item wears out, rather than to 
buy earlier on style or service con- 
siderations. 

Martin R. Gainsbrugh, chief 
economist for the National In- 
dustrial Conference Board, pre- 
dicted that the current upswing 
will be a moderate but long-lived 
recovery. He went on to attack 
those who belittle the current 
business recovery. 

The fact that the recovery has 
been gradual may not be a fault— 
it could mean that the recovery will 
go on for a long time without 
building up excesses in the econ- 
omy which touch off a recession, 
he said. 

ok * * 

aoe noting that there have 

been some weak spots in the 
current recovery — notably con- 
tinued unemployment, Gainsbrugh 
said that this recovery is ahead of 
other recent recoveries in some re- 
spects. He said that the number 
with jobs is soaring at a record 
rate. 

Ross D. Siragusa, chairman and 
president of Admiral Corp., in a 
talk on the outlook for sales of 
consumer durables in 1962, gave a 
rundown on all of the factors which 
point to increased sales. He in- 
cluded: 

Growing consumer confidence, 
greater activity in home building, 
an increase in the number of 
families being formed, the fact 
that spending has been running 
behind personal income, the 
“healthy level” of consumer debt 
and the low level of inventories 
of consumer durables. 

He said two other factors would 
help assure a good year in 1962— 
less trouble on the international 
scene and a steady level of prices. 

The speakers from other indus- 
tries predicted generally rising 
sales for next year, Their comments 
added up to: A good year but no 


boom. 
a + * 


Other Comments on ’62 


Strike a Cheerful Note 


DETROIT.—Other cheerful fore- 
casts for the national economy in 
1962 came from Washington, Den- 
ver and the University of Michigan 
last week. 

In Washington, Walter Heller, 
chairman of the White House 
Council of Economic Advisers, 
said that one sign of a still rosy 
business outlook was the record 
number of new-car sales in the 
last 11 days of October. 

Although Heller was cautious be- 


cause of the possible impact of in- 
ternational tensions, he expressed 
hope for a surge of consumer buy- 
ing. 

In Denver, excellent auto sales 
for the next several months were 
predicted by Ben D. Mills, Lincoln- 
Mercury general manager. He ad- 


dressed the Denver Rotary Club a| 7 


few days before the opening of the 
Denver Automobile Show. 
Speakers at University of Mich- 
igan’s annual Conference on the 
Economic Outlook also predicted 
continued recovery, although one 
of them cast a shadow on the 
future by raising the question of 
a possible recession in 1963. 

Gerhard Colm, chief economist 
for the National Planning Assn., 
said, “There seems to be general 
agreement that the momentum of 
the recovery will carry through 
1962.” 

In terms of 1960 prices, Colm pre- 
dicted a 1962 gross national product 
of $540 to $550 billion with unem- 
ployment somewhat above the 5 
percent average for the year. 





Stocks Short of Demand... 


Portland Sales Up 15% 


By Ernest W. Peterson 
Staff Correspondent 

PORTLAND, Ore.—a survey of 
Portland’s Automobile Row has re- 
vealed that in the first month of 
the 1962 model year, sales have been 
averaging 15 to 20 percent ahead of 
the corresponding period of the 1961 
models. The usual problems attend- 
ing high public acceptance also 
were evident. 

The range of sales increases was 
from 10 to 105 percent, with a me- 
dian of about 20 percent. 

Almost every dealer and zone 
office reported inability to get 
sufficient cars for immediate de- 
livery, and the writing of custom- 
er orders ranging from 30 to 90 
days of normal delivery. 

Most dealers throught the orders 
were valid, and reported a decided 
change in the buying attitude of 
the public. 

Not only were people making up 
their minds more quickly, but sales 
were more profitable to the dealers, 
they said. 

Foreign cars such as Volkswagen, 
the BMC and Rootes groups, Tri- 
umph and Volvo all reported a sales 
upsurge, with Volkswagen and 
Rootes experiencing extreme short- 
ages. 

The former was due to inability 
to produce sufficiently plus some 
shipping difficulties, and the latter 
was due to a Rootes strike. 

Both American Motors and Stu- 
debaker-Packard dealers are 
sharing in the upsurge, with 
Rambler reporting a 90-day back- 
log of orders. 

All General Motors dealers re- 
ported unfilled orders, with partic- 













Renault Team Gets Together— 
Renault regional managers and distributors heard an optimistic forecast for 1962 





at a meeting in Atlantic City, N. J. Seated, left to right, are distributors and top 
officials of Renault, Inc.: Jose Figueroa, Puerto Rico; Victor E. Elmalech, New York; 
Vincent Grob, Renault general manager; Frank Blocker, Norfolk, Va.; Hubert Bechet 
de Balan, Renault general sales and service manager, and Edward Eu, Honolulu. 
Standing, left to right, are regional managers: Richard Dill, Renault Northern California, 
Inc.; James Queserberry, Renault Distributors Corp.; Gordon S. Cummings, Renault 
Southwest; Erich H. Clarke, Renault Southeast, Inc.; Jack Challender, Renault Southern 
California, Inc., and Donald Dare, Renault Great Lakes. 


































Jumbo Job— 


Elephant trunks are usually found at the 
zoo, but this one is at Chrysler Corp.'s 
Highland Park (Mich.) plant. The wire. 
drawing line (the ‘‘elephant's” real name) 
processes more than a thousand tons of 
steel per month — cleaning, chemically 
coating and sizing steel rod at a speed 
of up to 450 feet per minute. The proc- 
essed steel is used to make bolts, nuts, 
washers and other small parts in quanti- 
ties of 1,250,000 a day. Louis Romanik 
monitors the operation. 















ular emphasis on Chevrolet and 
Buick. The latter’s zone office re- 
ported a 45-day backlog of “sold” 
orders. 

Ford and Mercury dealers were 
highly pleased at the public ac- 
ceptance of their cars, and reported 
a shortage of cars and many un- 
filled orders. 

Chrysler dealers were elated at 
the reception their cars have been 
accorded, with Dodge and Plym- 
outh outlets reporting shortage of 
product, particularly in top models. 

Chrysler dealers reported an in- 
crease of about 30 percent, and said 
it probably would be greater if all 
styles of cars were available. 

Most dealers attributed the up- 
surge to three factors: Greater 
acceptance, better economic con- 
ditions and some cyclical replace- 
ment. 

In all lines dealers reported the 
public buying “top of the line,” with 
little demand for “stripped” models. 

Dealers expressed confidence in 
the used-car market, with many 
saying there was actually a short- 
age of good, late-model cars. 






















Aussie Dealers 
Lay Profits Sag 


To Government 


SYDNEY, Australia. — (UTPS)— 
Result of government restrictions 
on credit and a sales tax last No- 
vember still are being felt in the 
motor industry here. 

Most dealers are disclosing much 
lower profits, and in many cases 
have reduced dividends substantial- 
ly. Others who have maintained 
past rates have drawn on accumu- 
lated profits to pay shareholders. 

Australian Motor Industries has 
announced a loss of $5 million for 
the year, and blamed it on the gov- 
ernment. AMI handles Standard- 
Triumph and other makes. It re 
duced prices several months ag0 
by up to $400 to move vehicles 
which had accumulated during the 
credit squeeze. The directors are 
not optimistic regarding future 
trading prospects. 

Volkswagen is making an _allout 
drive to capture a larger share of 
the market. It is appointing service 
stations dealers without any obliga 
tion to purchase vehicles before 4 
sale is made, but on a lower dis- 
count rate than that allowed to the 
normal dealers. 

It appears to be paying off be 
cause sales have been increasing 
steadily in recent months, and 
Volkswagen is getting a bigger per 
centage of the market sales 


Webb Cited for 50th Year 
FORT WORTH-Sanferd ¢. 
Webb, president of Sanford Web) ; 
Motor Co. (Buick), was presented 
a gold platter marking his 50th al 
niversary as a Buick dealer. 
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Photo of the 1962 cars that won't ride on Tyrex rayon tires 


Again in 1962—for the fourth straight year— 
every make of American car will have Tyrex 
rayon tires as standard equipment! With your 
comfort and safety in mind, the automotive 
experts—the world’s largest tire buyers— 
have chosen TyREX rayon tires for good 
reasons, 


One of them ... there’s no annoying “nylon 


thump,” that bumpy, riding-on square-wheels 
feeling. TyREX rayon tires cause less road 
hum, less vibration ... keep on giving you 
that smooth “new-car” ride. 

Cool-running TYREX rayon tire cord insures 
tire safety at turnpike speeds. Its strength and 
stability protect against bruising impacts. 

So when you buy new tires, get all the ad- 


vantages that make driving safe, smooth and 
sure! Choose TYREX rayon tires... just as the 
car makers do! 


REX INC., Empire State Building, New York 1, N. Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of TYREX Inc. for rayon tire yarn and cord. TYREX rayon tire yarn and cord is also produced and available in Canada. 


a 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

HIGHER court rendered a 
unique decision to the effect 
that the purchaser of an automo- 
bile is not lawfully required to pay 
the amount of a 
bad bank check. 
For illustration, 
in Peterson Mer- 
cury Co, v. Lom- 
bardo, 107 N. W. 
(2d) 221, the tes- 
timony showed 
that a man nam- 
ed Lombardo 
purchased an 
automobile from 
Peterson Mercury 
Leo T, Parker Co. for the sum 
of $2,300 plus $1,600 tradein for his 
old automobile. Lombardo turned 
in his old automobile and gave 
Peterson Mercury Co. a bank 
check for $2,300. Later this check 


Remember when... 


Joe Schmidt 
intercepted 3 to 
beat the Rams 


Los Angeles, October 26,1958. The 
Los Angeles Rams march 62 yards 
in the first four plays, but linebacker 
Joe Schmidt intercepts on the 
Lion’s 10 to end the scoring threat. 
He snags another in the second 
quarter and the Lions score on the 
next play. In the final quarter 
Schmidt does it again, running the 
ball back 25 yards. Final score— 


41-24, Lions. 


was returned marked “insufficient 
funds.” 

The higher court held that Peter- 
son Mercury Co. must sue Lom- 
bardo for damages, rather than file 
a suit to recover $2,300. The court 
said: 

“Where the buyer wrongfully re- 
fuses to accept and pay for the 
automobile, the seller may main- 
tain an action against him for 
damages for nonacceptance. In 
such situations, the seller’s only 
remedy is an action for damages.” 

* * oe 


Must Abide by Warning 


A FEW weeks ago a higher court 
held that if a certificate of title 
of an automobile contains a printed 
warning against liens, an automo- 
bile dealer who purchases the auto- 
mobile does so at his own risk. 
This is so although there is a space 
on the certificate to note a lien, and 
the lien holder failed to fill in this 
space. 
For instance, in Commerce Ac- 


ceptance Co. v. Denny Auto Sales 
Co., 98 N. W. (2d) 633, the testi- 

mony showed these facts: A man 

named Allen came to Denny Auto 

Sales Co. driving a current model 
Plymouth convertible with Okla- 
homa license plates, 

He said he had recently pur- 
chased the car for cash from a 
new-car dealer at Bartlesville, 
Okla., but that he now wanted a 
less expensive car. A deal was ef- 
fectuated, Allen securing an older 
car and a sum in cash in exchange 
for the Plymouth. 

The Plymouth, however, was 
mortgaged in Oklahoma to Com- 
merce Acceptance Co. Further tes- 
timony showed that although the 
Oklahoma title card contained a 
space which could have been util- 
ized for notation of the mortgage, 
it contained a warning that “this 
is not an office of record for the 
filing of liens and does not guar- 
antee the statement as to liens in 
this certificate of title.” 

Although Commerce Acceptance 
Co. did not note its lien or mort- 
gage on this certificate, the higher 
court held that it could recover 
possession of the automobile from 
Denny Auto Sales Co., saying that 
the latter had sufficient warning 
that a lien was on the automobile 


The ability to come through in 
the clutch is one of the things that 


marks a real pro. That’s why auto- 
motive engineers like to work with 
Timken Company engineers—the 
pros of the bearing business. Devel- 


oping bearing mountings that save 


pany, Canton 


Tapered Roller Bearings, Fine Alloy 
Steel and Removable Rock Bits. 


you money and keep automotive 
vehicles on the go is routine for us. 
We've been at it longer than any- 
one else—for 62 years to be exact. 

Use the best bearing service. You 
can get it from a bearing pro—your 
Timken Company representative. 
The Timken Roller Bearing Com- 


6, Ohio. Makers of 


because the certificate had printed 
thereon a warning that “this is not 
an office of record for the filing of 
liens and does not guarantee the 
statement as to liens in this cer- 
tificate of title.” 

* * * 


Must Prove Negligence 
ILLIAM F. ROSS, Dallas, 
wants to know what proof is 

necessary to hold an automobile 

dealer liable in damages for injur- 


Deal Accused of Failing 


To Issue Bill of Sale 


VESTAL, N. Y¥.—Donald Owen, 
owner of Don Owen Pontiac, Inc., 
Endicott, is scheduled to stand trial 
here on a charge of failure to issue 
an instrument in writing for the 
sale of a used car. 

Owen pleaded innocent to the 
charge at his arraignment before 
Justice William W. Castle, who set 
the trial date for Dec. 15. He is free 
on $25 bail. 

Vestal police said the car was 
sold to Joseph W. Weed jr., 18, 
who also was charged with oper- 
ating an unregistered motor ve- 
hicle. 


Bearing Pro HOWARD GELDHOF says: 
“Don’t leave your best bearing help on 
the bench. Put us in early.”’ 


TIMKEN 


Tapered Roller Bearings 
Made by the pros of the bearing business 











ies sustained by the purchaser or 
user of a defective automobile, 

A few weeks ago a higher court 
answered this legal question by 
holding that the injured person 
cannot recover damages unless 
he definitely proves that the in- 
jury resulted from the dealer's 
negligence. : 

For example, in Clarkson y, 
Hertz Corp., 266 Fed. (2d) 948 it 
was disclosed that one Clarkson 
rented an automobile from Hertz 
Corp. Clarkson was driving at a 
proper speed, 45 to 50 miles an 
hour along a good highway, when 
he applied his power brake in ag 
proper manner, but instantly his 
car veered off the highway, caus- 
ing Clarkson serious injuries, He 
sued Hertz Corp. for heavy dam- 
ages. The higher court refused to 
award Clarkson any damages, and 
said: 

‘It is impossible to infer that 
what caused the left rear wheel 
to grab and freeze was a want of 
care owed by defendant company 
(Hertz Corp.) or care owed by the 
manufacturer, This is not, then, 
something which the court can say 
would not have happened if Hertz 
Corp. had discharged its duty.” 


Note Given by Minor 


Invalid, Ky. Court Rules 


LOUISVILLE.—A Circuit Court 
judge has ruled that the buyer of 
a used car is not required to pay 
off a $1,963 note he gave National 
Auto Sales while he was a minor. 


Globe Acceptance Co., to which 
the note had been endorsed, repos- 
sessed the car about six weeks 
after its purchase by James T. 
Carter, who was 20 at the time, 

Globe argued that Carter said 
he was 21 at the time and that 
the used-car firm relied on that 
representation. 

Judge Wallis Downing found that 
the firm’s conduct tended to dis- 
prove that it relied on the youth's 
representations, and he cited affi- 
davits submitted by the firm which 
showed it had made an investi- 
gation of its own into Carter’s age. 


Downing noted, however, that 
there was no affidavit that the 
firm tried to obtain Carter’s driv- 
er’s license, birth certificate or 
draft card, 


U. C. Dealer Accuses BBB 
Of Libel in $100,000 Suit 


MEMPHIS.—A $100,000 libel suit 
has been filed against the Better 
Business Bureau of Memphis, Inc., 
by Sam Vires, a used-car dealer. 

Vires alleged that the BBB, in a 
bulletin distributed last September, 
said Auto Sales Co., Inc., which is 
owned by Vires, and Dixie Auto 
Sales had been declared “off limits” 
to armed forces personnel. 

The suit claimed that the bul 
letin said the off-limits order was 
issued after a sailor was refused 
a refund of his $20 downpayment 
when a used-car deal fell through. 

Vires said the article also stated 
that both used-car firms were. 
owned or controlled by the same 
personnel, according to BBB’s “un- 
derstanding.” 

The suit added that the “article 
is false in its entirety as relates 
to Mr. Vires,” and claimed its pub- 
lication has damaged City Auto 


Sales business and credit. 
ES + 


Vt. High Court Upholds 


Ruling Against U. C. Firm 


MONTPELIER, Vt. — The Ver 
mont Supreme Court has upheld an 
Addison County Court decision 
awarding $700 to Mildred Newton, 
who sought to recover an _ initial 
payment made in purchasing 4 
used car from Smith Motors, Inc 

The plaintiff claimed she was 
entitled to recover because she 
found the frame of the car to be 
out of line, Her attorney said 4 
“90-day new-car guarantee” im- 
plied the vehicle was in first-class 
condition. 

Smith Motors had objected to the 
lower court’s definition of the is- 
sues involved in the warranty and 
appealed. 


Agnew Signs with IH 
SALEM, Ore. — Agnew Motors, 


pioneer automobile company, has 
received a franchise for the full 
line of International trucks, The 
firm has for many years been 4 
Plymouth dealership. 
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Capsule Comment 


With a good third quarter behind them, new-car dealers 
figure that their profits for 1961 might well be the best since 
1955, an AUTOMOTIVE NEWS survey finds. 


Keep in mind: It’s no sin to make a profit. 
* * * 

Auto replacement parts sales will increase more than a 
billion dollars, at the retail level, during the next 10 years, 
predicts J. A. Anderson, general manager of AC Spark Plug 
Division. 

Are you prepared to get your share of the increase? 
* * * 


Forty-one jobbers of auto products—belonging to two sep- 
arate groups in Paris, Tex., and Dallas—have been ordered 


by FTC to stop inducing and receiving illegal price advan- 
tages from suppliers. 
FTC ruled that the jobber groups are “mere bookkeep- 
ing devices.” 
* * * 
California estimates that it will cost the average motorist 
$47 a year for controlling the source of auto smog. 


The cost would be about 12-cent a mile, the state figures. 
* * * 

Senator Smathers (Fla.) has proposed a joint dealer- 
maker advertising and public relations program to discour- 
age auto retailing by discount houses. 

Customer and product services—a must on automobiles 
—is contrary to the discount houses’ theory of marketing, 
Smathers declared. 

* * * 

Factories are building up dealer inventories of 1962 mod- 
els with care, production schedules reveal. 

Avoiding the pitfalls of last year—and the penalties for 
factory layoffs under the new UAW contracts. 
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Coming 
Events 


% Enrror’s Note: To factlitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the firs 
time they are used. 


Dealer Conventions 


Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 
Dec. 4-5—-Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 
Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


1962 
Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 


egas. 

Jan. 25-26—National Forum on Automotive 
Air Conditioning, Statler Hotel, Dallas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

March 25-27—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 


Moines. 

March 25-27—Ohio Automobile Dealers 
Assn., Greenbrier, White Sulphur 
Springs, W. Va. 

March 29-30 — Nebraska New Car Deal- 
ers Assn., Sheraton-Fontenelle Hotel, 


Alabama, Montgomery, Ala. 

April 21-29—éth Annual International Auto- 
mobile Show, New York Coliseum, N. Y. 

May 5-8—South Carolina Automobile Deal- 
ers Assn., Ocean Forest Hotel, Myrtle 
Beach, S. C. 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

May 6-8—Idaho Automobile Dealers Assn., 
Hotel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
ooe., Elms Hotel, Excelsior Springs, 


°. 

May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 

June 3-5— Georgia Automobile Dealers’ 
Assn., The Wanderer Motel, Jekyll Is- 
land, Ga. 

June 8-9—New Mexico Automotive Deal- 
ers Assn., Roswell, N. M. 

June I-12 — Pennsylvania Automotive 
Assn., Bedford Springs Hotel, Bedford, 


Pa. 

June 14-17—Michigan Automobile Dealers 
es: Grand Hotel, Mackinac Island, 
ich. 

Aug. 19-2I—Colorado Automobile Deal- 
ers Assn., Gleenwood Springs, Colo. 

* 


Auto Shows 


Nov. 24-Dec. 3—St. Louis Auto Show, St. 

Louis Arena, St. Louis. 
1962 

Jan. 7-9— Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth. 

Jan. 10-14— National Capital Area, Na- 
tional Guard Armory, Washington, D.C. 

ww Jan. 12-14—Greater Green Bay Auto 
Show, Brown County Veterans Memorial 
Arena, Green Bay, Wis. 

%& Jan. 12-14—Norfolk Auto Circus, Nor- 
folk Arena, Norfolk, Va. 

%& Jan. 13-20—Syracuse Auto Show, Syra- 


cuse. 
Jan. 13-21 — Toledo Auto Show, Sports 

Arena and Exhibit Hall, Toledo. 
Jan. 20-27—Baltimore Auto Show, Balti- 


more. 
Jan. 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 
Jan. 27-Feb. 3—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 
Feb. 2-7— Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 
Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 
Feb. 21-25—National Autorama, Connecti- 
cut State Armory, Hartford, 
April 21-29—éth Annual International Auto 
Show, Coliseum, New York. 
Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 
* * * 


General 


Dec. 5-7— Auto Parts Exposition, 83 E. 
Main St., Patchogue, Long Island, N. Y. 

Dec. 9-lI—8th Annual Auto Trim Show- 
anne, Hotel Ambassador, Los An- 
geles. 


1962 

Jan. 8-12—Society of Automotive 
neers, Cobo Hall, Detroit. 

Jan. 11-12—Maintenance committee, Reg- 
ular Common Carrier Conference, Hotel 
Tuller, Detroit. 

Jan. 25-26— National Forum on Auto- 
motive Air Conditioning, Statler Hotel, 
Dallas. 

Jan. 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 
Chicago. 

Feb. 1-2—Private Truck Council of Amer- 
ica, Statler Hilton, Detroit. 

Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 
cago, 


Engi- 














“Forget my commission?!!" 












































Letterbox 


used if you so request. 


No Sales Decline 


Relative to the action of Bregel 
Petroleum and Rambler Co, v. 
American Motors, our client is 
quite upset about the story which 
appeared in your issue of Nov. 6 
and particularly the following sen- 
tence, “The factory’s defense 
against Bregel’s charges was a 
sales decline in the dealership .. .” 

We would be interested in know- 
ing who gave you this information 
since it is completely inaccurate. 
The factory’s defense did not even 
claim a sales decline, although it 
was based in part upon a claim 
that we had not developed the mar- 
ket potential—in other words we 
had not reached the arbitrary 
quota assigned by the company. 

The fact is that Bregel show- 
ed an increase in sales each year 
during his dealership, including a 
substantial increase for the first 
half of 1961 over the comparable 
period for 1960. 

Mr. Bregel would like to continue 
in the automobile business and a 
story such as this might well preju- 
dice future opportunities which 
may become available to him. For 
this reason in particular, we trust 
you may be able to print a correc- 
tion to the story which will reveal 
the actual facts—ArTHUR H. OGLE, 
Blethen, Ogle & Gage, attorneys, 
Mankato, Minn. 

Epiror’s Note: An American 
Motors spokesman provided the 
information about the factory’s 
defense. A county court jury 
awarded Bregel Rambler $6,000 
damages on grounds of “termina- 
tion without cause.” 

aa ok * 


Dealers Know Best 

I see in Automotive News that 
Buick did a wonderful job of de- 
signing an amazing V-6 cylinder 
engine. 

I guess they were glad they could 
use the many years of skill of the 
Lancia V-6 and the GMC truck V-6. 
The automobile manufacturers will 
eventually learn that six cylinders 
are the best, whether in straight 


The Big Stories 


36 Years Ago—1925 


Cadillac inaugurated a plan of recruiting its sales force from college 


graduates . 


Shareholders of Vauxhall Motors, Ltd., ratified an 


agreement giving virtual control of Vauxhall to General Motors Corp. 


20 Years Ago—1941 


The government announced a limit of 174,122 on new-car production 
for February, 56 percent below the 396,521 units assembled in Feb- 
ruary, 1941. The move was designed to save materials for the defense 


10 Years Ago—1951 
Sears Roebuck & Co. announced plans to merchandise a car to be 
built by Kaiser-Frazer Corp, Called the Allstate, the car was basically 
the Henry J, with appearance modifications for the sake of individual 


effort. 


identification. 





‘Client Is Upset ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich, 











line or V-6. Eventually they will 
learn, the same as the motoring 
public, that V-8s are gas hogs. Also, 
most of the things the manufac- 
turers do was taken from some- 
thing that already existed in 
Europe. 


Luckily, the manufacturers 
brought out such cars as the big 
Plymouth and Cadillac, otherwise 
we would not know how to build 
missiles. Too bad they cannot bring 
out a small, full-size quality auto- 
mobile, such as some of the cars 
I sell. They are Jaguar 3.8, Humber 
Super Snipe, Lancia V-6 and the 
amazing-riding Citroen. 

I would still be an American car 
dealer if we had manufacturers 
who understood the proper method 
of distributing cars and the proper 
size to make. If only the manufac- 
turers would listen to the automo- 
bile dealer, instead of trying to use 
their own eggheads al] the time. 

The American automobile dealer 
is pretty smart and knows his 
buyer. It is the manufacturer who 
does not know the buyer and it is 
the buyer who does not know what 
he wants.—Niets P. ANDERSEN, 
Andersen, Inc., Summit, N. J. 

* * * 


Business Not Wanted 


Enclosed is the copy of a letter 
I sent to the purchasing agent of 
the City of Lincoln Park (Mich.), 
Thought you might be interested. — 
Hers Estes, Herb Estes, Ine 
(Ford), Ann Arbor, Mich. 


Epitor’s Note: The letter fol- 
lows: 


I have on my desk your invita- 
tion to bid on two new cars for the 
police department. Many thanks 
for the opportunity, but I must de- 
cline to bid. 

Inasmuch as I am about 40 miles 
from your city, I’m puzzled why I 
was on your mailing list. I assume 
your vehicles will be paid for with 
monies from the taxpayers in your 
city. It seems to me you should plan 
on making your purchases from 
them. 

Of course, it is common knowl- 
edge many dealers are looking for 
any deal at any price and I assume 
some dealer will give you the price 
you are looking for. Michigan is 
200 miles wide and 300 miles long 
(Lower Peninsula). If you have 
thoroughly covered this area, you 
will really be surprised at the 
prices you will be quoted. 

You will hasten to say this is 
none of my business, but it really 
is. I happen to be interested in the 
welfare of automobile dealers, and 
in this day of vicious cross-selling 
at least the municipal] business 
ought to go to the people who are 
paying the bills. 

If you award the bid to some re- 
mote dealer you will, no doubt, 


(See LETTERBOX, Page 36, Col. ! 
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Another extra service from Associates 


Credit Life insurance Is a good sales clincher. . .try it! 


The family man who finances a car is bound to worry about his ob- 
ligation. The quickest way to dispel his doubt and move on with the 
sale is with Credit Life insurance—a part of the complete Associates 
financing service. These policies pay off the balance of the indebted- 
ness in full if the insured purchaser dies. They’re low in cost and 
can be included in the monthly payments. Associates financing 
service includes floor planning and physical damage insurance as 
well as Credit Life. We’ve been in the business for 43 years—in good 
times and bad—and the efficient service we give fully reflects this 
experience. Call your local Associates representative today. 


THE 


ASSOCIATES | /“ 


INVESTMENT COMPANY ASSOCIATES 


Associates Discount Corporation * Associates Discount South Bend, 
(Canada) Limited * Emmco Insurance Company Indiana 
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_ Sales Conditions in Various Areas... 


Atlanta 
October new-car registrations for 
the Atlanta area show 1,657 this 
\ year, compared with 1,376 last year. 
j By makes, registrations were: 
i Chevrolet, 334; Ford, 220; Falcon, 
: 206; Pontiac, 137; Oldsmobile, 105; 
i Corvair-Chevy II, 70; Rambler, 68; 
} Volkswagen, 67; Dodge, 54; Tem- 
pest, 48; Cadillac, 44; Comet, 44; 
} Buick, 43; Plymouth, 33; Valiant, 
t 26; Special, 23; Lancer, 21; Chrys- 
ler, 19; Lincoln, 18; Studebaker, 17; 
F-85, 12; Mercury, 11; Imperial, 4, 

and miscellaneous, 33. 


—SALLY PFEIFFER 
a * cg 


New Orleans 
A total of 1,679 new cars were 
registered in New Orleans in Octo- 
ber, compared with 1,375 in Sep- 
tember and 1,823 in October last 
year. 
Truck sales totalled 236 in Octo- 
ber, compared with 199 a month 
earlier and 180 a year earlier. 


were: Chevrolet, 368; Ford, 233; 
Pontiac, 158; Falcon, 125; Volks- 
wagen, 110; Oldsmobile, 96; Mercu- 
ry, 87; Rambler, 82; Corvair, 80; 
Chrysler, 72; Buick, 57; Plymouth, 
40; Cadillac, 39; Valiant, 35; Dodge, 
30; Simca, 18; Studebaker, 17; Lin- 
coln, 14; Toyopet, 7; Mercedes- 
Benz, 5; Imperial, 5; Fiat, 5; Tri- 
umph, 4; Jaguar, 2; MG, 2; Metro- 
politan, 2, and miscellaneous, 3. 
Truck sales by makes were: 
Chevrolet, 86; Ford, 67; Interna- 
tional, 47; GMC, 21; Volkswagen, 
4; Dodge, 4; Mack, 3; White, 3, 
and Willys, 1. 
—Gorpon HEBERT 


* * * 


Toledo 
New-car registrations in Lucas 
County (Toledo) totalled 1,662 in 
October, compared with 938 in Sep- 
tember and 1,667 in October, 1960. 
By makes, registrations were: 


New-car registrations by makes| Chevrolet, 456; Ford, 392; Pontiac, 











Auto Market Reports 


135; Plymouth, 109; Buick, 94; 

Mercury, 85; Rambler, 76; Cadillac, 

45; Dodge, 41; Studebaker, .27; 

Chrysler, 25; Volkswagen, 21; Re- 

nault, 19; Comet, 14; Lincoln, 6; 

Imperial, 4, and miscellaneous, 21. 
He * * 


Cincinnati 


New-car registrations in the Cin- 
cinnati area soared to 3,028 in 
October, compared with 2,080 in 
September. There were 3,305 new- 
car registrations during October, 
1960. 

By makes, registrations were: 
Chevrolet 729; Ford, 623; Oldsmo- 
bile, 272; Pontiac, 221; Buick, 208; 
Rambler, 205; Plymouth, 175; Mer- 
cury, 170; Dodge, 135; Cadillac, 75; 
Comet, 47; Volkswagen, 44; Chrys- 
ler, 27; Studebaker, 20; Renault, 11; 
Austin, 10; Metropolitan, 10; Lin- 
coln, 8; Fiat, 8; Mercedes-Benz, 5; 
Triumph, 4; Imperial, 3; English 
Ford, 3; Jaguar, 2; Lancia, 2; 











details on “Hickok” seat belts. 


*Use of registered trademark permitted 


Porsche, 2; Simca, 2; Willys, 1, and 
miscellaneous, 5. 

New-truck registrations in- 
creased to 224 in October, com- 
pared with 200 in September and 
215 in October, 1960. 

By makes, registrations were: 
Ford, 87; Chevrolet, 60; Interna- 
tional, 29; GMC, 24; White, 5; 
Willys, 4; Studebaker, 3; Volks- 
wagen, 3; Dodge, 3; Mack, 2; Divco, 
2, and Diamond T, 2. 

Used-car registrations totalled 
3,384 in October, compared with 
3,262 in September and 3,617 in 
October, 1960. 

Used-truck registrations in Oc- 
tober were 180 compared with 136 
in September and 172 in October, 
1960. 


—ALLAN HEM 
* * 
Detroit 


Registrations of new cars in 
Wayne County (Detroit) rose to 
the year’s high of 12,429 in Octo- 
ber, more than double the previous 
month’s count of 5,853, but about 
on par with last year’s October 
total of 12,708. 

By makes, registrations were: 
Chevrolet, 2,792 (including 40 Cor- 
vettes); Ford, 2,539 (including 409 
Thunderbirds); Falcon, 813; Pon- 
tic, 668; Oldsmobile, 631; Corvair, 


made of 
Du Pont 


Nylon 


THEY'LL SELL BIG IN '62! — what 
with millions spent on national publicity, 
and built-in seat belt anchor plates for 

‘62 cars. You can bet your seat belt sales 
and profits wiil boom, so now’s the time 
fo stock up! i Pictured here is one of 
Hickok's beautiful new “Traveler” seat 
belts. This line is priced to retail from $10.95 
to $50.00, and the belts pass Federal, State 
and SAE specifications. Available in 11 differ- 
ent colors to match car interiors. The webbing 
is of super-strong Du Pont nylon—so you get 

the extra sales power of the Du Pont name, a 
recognized symbol of quality. Make sure you're 

ready for the big rush by ordering now! Write to 

American Safety Equipment Cor- 
poration, 261 Madison Avenue, 
New York 16, N. Y. for more 


REG. U. 5. Pat. OFF 
Better Things for Better Living 
. «+ through Chemistry 





577; Comet, 545; Mercury, 500: 
Buick, 459; Rambler, 399; Plym. 
outh, 353; Dodge, 334; Cadillac 
299; Tempest, 204; Valiant, 19s, and 
Chevy II, 128. 

Lancer, 123; Buick Special, 112- 
Lincoln, 103; Renault, 98; §-5, 
16; Studebaker, 75; Volkswagen, 
69; Imperial, 24; Simca, 21; Met- 
ropolitan, 14; Volvo, 12; Merce- 
des-Benz, 10; Triumph, 10; Fiat, 
6; Peugeot, 6; Austin-Healey, 5; 
MG, 5; Hillman, 4; Sunbeam, 4; 
Porsche, 3; Willys, 3, and misce]- 
laneous, 6. 

New-truck registrations number- 
ed 593 in October, compared with 
488 a month earlier and 597 a year 
earlier. 

By makes, they were: Ford, 207; 
Chevrolet, 140; GMC, 88; Dodge, 
41; Corvair, 38; International, 20; 
Willys, 14; Falcon, 11; White, 6; 

Mack, 4; Studebaker, 3; Autocar, 1, 


and miscellaneous, 20. 
* * 


* 
Rochester, N. Y. 

New-car sales in Monroe County 
(Rochester), N. Y., during October 
totalled 2,733, compared with 2,390 
a year ago. 

For the first 10 months, registra- 
tions numbered 26,035 this year and 
28,260 last year. 

Dealers termed this October’s 
sales “better than usual.” Prospects 
for November look very good, they 
said. 

—Howarp M. Durry 


Moore Charts 
Vanishing Profit 


Off 90 Pct. in Decade, 
He Tells Marylanders 


BALTIMORE. — Net profits of 
auto dealers have plummeted more 
than 90 percent in the past 10 years, 
James C. Moore, executive vice- 
president of the National Automo- 
bile Dealers Assn., told the Mary- 
land Auto Trade Assn. 

Moore spoke at the associa- 
tion’s annual luncheon and elec- 
tion of officers. 

“People have often complained 
that there were too many new car 
dealers,” said Moore, “so NADA 
made a survey of the situation and 
came up with these facts: 

“There were 47,000 new-car deal- 
ers in 1950, with each averaging 
133 new-car sales a year. Their 
profit margin was 6.5 percent. 

“Ten years later, in 1960, there 
were 34,000 new-car dealers, a drop 
of 28 percent, and each averaged 
191 new-car sales annually. Yet, 
despite this rise in sales, the deal- 
ers averaged less than one-half of 
one percent profit, a drop of more 
than 90 percent.” 

Jack Kiefer, City Chevrolet, 
Baltimore, was elected president 
of the association, succeeding 
Charlie Irish. 

Other officers are: Vice-president, 
Ridgeley Waltz, Waltz & Kelly, 
(Plymouth), Baltimore, and secre- 
tary-treasurer, Foster Talbott, Tal- 

bott Ford, Baltimore. 

New members of the 12-man 
board of directors are: Waltz; Jack 
Sharp, Weil & Scott (Dodge), Bal- 
timore; Charles G. Barrett, Barrett 
Chevrolet, Berlin, and William E. 
Voyce jr., Brooklyn Motors (Ford). 

J. Cavendish Darrell is general 
manager. 








Christmas Fantasy Opens 


At Ford Rotunda 


DEARBORN.—Ford Motor Co.'s 
ninth annual Christmas Fantasy 
opened to the public Nov. 25 at 
the Ford Rotunda here. 

As ever, the feature attraction 
for children is Santa Claus and his 
collection of toys and gifts. The 
central religious theme of the Fat- 
tasy is a life-size Nativity scene ™ 
the Rotunda center court. The 
special exhibition will close Dec. 24 


VW Gas Gauge Is Fine, 


But Where’s That Valve? 


ENGLEWOOD CLIFFS, N. J. — 
When Volkswagen added a gas 
gauge to its 1962 models, it eliml- 
nated the reserve-tank valve which, 
when opened by the driver, re 
leased an extra 1.3 gallons of 24s. 

Now, VW dealers say, some own- 
ers are bringing their 1962 Volks- 
wagens back to have the supposed- 
ly outmoded reserve-tank valves in- 
stalled at a small extra cost. But 
none is asking to have the gas 
gauge removed, the dealers report. 
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SOMETHING MISSING ... 


(like California without the Billion-Dollar Valley of the Bees). Your advertising may be capable of a fine 






performance, but that doesn’t help if the audience isn’t there. Be sure your California marketing plan includes 


a campaign for the 27-county market covered in depth by the three Bees. It’s a market with more disposable 


income than any one of 25 entire states. Check the three discount plans today.” 


RR ROPERS ET A A IRN EN RIO TENN SINS SE eS AEE MTEL ST TR GOS | TE LAE LE LOS OLE LITE NEI ah ATE 


McCLATCHY NEWSPAPERS 


NATIONAL REPRESENTATIVES . . . O'MARA AND ORMSBEE 


The Bees give national advertisers discounts on @ bulk Q frequency; 


or © standard pages. Check O’Mara and Ormsbee for details. 


Data Source: Sales Management’s 1961 Copyrighted Survey 
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4 Auto Makers Pursue 3% 
Fuel Cell as Power Unit 9: 


For Tomorrow's Vehicles 


(Continued from Page 1) 


be advisable to define a fuel cell 
and see why it would be so attrac- 
tive as a power source for auto- 
mobiles. 

More than anything else, a fuel 
cell resembles a small battery into 
which fuel and an oxidant are fed 
continuously, producing a flow of 
electric current. When several hun- 
dred of these small cells are hooked 
together, they are capable of pow- 
ering one or more electric motors 


ENGINEERING 








By Joseph M. Callahan 


TERRIFIC outpouring of auto- 


A motive inventions each year 
results from a mania that thou- 
sands of Americans have for im- 
proving the existing cars. 

Some of these inventions are 
ridiculous; others have value but 
they’re far too costly; a few may 
have real merit, but almost all of 
them are stimulating and occa- 
sionally suggestive of some real 
improvement. 

To bridge the gap between the 
huge manufacturer and the little 
inventor in his basement, the 
United States Small Business Ad- 
ministration publishes a _ booklet 
on privately owned and patented 
inventions that are available for 
development through purchase, 
licensing or other agreement. 

There are also a goodly number 
of government-owned automotive 
inventions that are available for 
development. Further information 
on all these patented ideas can be 
obtained from the SBA field offices. 

Here are some of the automotive 
inventions: 

1. A detachable trunk light that 
can be removed for a _ roadside 

(Continued on Page 22, Col. 1) 








which would then drive the wheels 
of a car. 


How Fuel Cell Works 


SSENTIALLY, a fuel cell is a 

can of electrolyte which is 
pierced by two porous pipes or 
electrodes. Fuel is piped into one 
electrode and an oxidant is piped 
into the other. When the fuel and 
oxidant seep through the pores of 
the electrode into the electrolyte 
material, they come in contact with 
a catalyst on the outside of the 
electrode. 

As the fuel comes in contact 
with the catalyst in the electrolyte, 
an electrochemical reaction occurs, 
meaning that a molecule of fuel 
breaks down into two or more 
atoms. 

At this instant, an electron— 
which hitherto had been busy 
holding the atoms in the fuel 
molecule together—is liberated. 

This emancipated electron is 

strongly attracted to oxidant atoms 
which it knows are in the neigh- 
borhood because of the oxidant 
ions (oxidant atoms that have lost 
their electrons) in the electrolyte. 
But the fuel electrons can’t travel 
directly through the electrolyte to 
the oxidant electrode because the 
electrolyte is substantially an in- 
sulator. 

So the oxidant-starved fuel elec- 
tron scrambles up the fuel elec- 
trode, which is connected by a wire 
to the oxidant electrode. But be- 
fore reaching its destination, the 
electron is captured and channelled 
into an electric circuit where it 
joins many other electrons, becom- 
ing the electric current which ulti- 
mately drives the vehicle’s motors. 

* * ok 


* 


f igre process has produced elec- 
tricity in varying amounts for 
many thousands of hours, and it 
has even driven vehicles. There’s 
no question that the fuel-cell is 
workable. 

But thus far all successful fuel 
cells have used hydrogen and oxy- 
gen. While the hydrogen-oxygen 
cell has been fine to prove the 
principle and learn more about the 
process, it is not a feasible source 
of power because the hydrogen is 
far too expensive. 

There are also other draw- 
backs, which might be minimized 
if the cost of the hydrogen weren’t 
entirely prohibitive. One of the 

major disadvantages is that it 
must be carried in a very heavy, 
pressurized tank. 

The major objective of most elec- 


Engineer's Showcase 


@ Magnesium is still trying to establish itself in the auto indus- 
try. New magnesium components on ’62 cars are a pair of 
so-called “elephant ears”—continuations of the dash panel— 
on Oldsmobile and the blower on the heater and air conditioner 
of the Plymouth and Dodge. Volkswagen now is buying some 
of the magnesium in this country that is used for its crankcase 


and transmission housing. 


More than $125 million already has been spent on the auto air 
pollution problem by various American companies—and no 


satisfactory solution has yet 


been announced, 


Renault will introduce a new sports Caravelle model next spring 
that will have a number of interesting engineering features, 
including disk brakes, a permanently sealed cooling system and 
lubricated-for-life grease fittings. This car aiso will have con- 
siderably more performance and will be newly styled. Whether 
it will replace the current Caravelle is yet to be decided. 








trochemists in the fuel-cell field 
now is to discover a more feasible 
fuel. Among those being tried are 
alcohol, ammonia, liquid metal and 
various hydrocarbons, such as pro- 
pane, ethane or methane. All of 
these fuels are workable in a fuel 
cell, but their efficiency is well be- 
low the worthwhile level and each 
has other problems now. 

Seeking ways of making these 
fuels feasible, the researchers have 
tried to develop catalysts that will 
hasten the breakdown of the fuel 
molecules into atoms. Despite all 
the effort, little progress in this 
area has been made. One scientist 
said the best catalyst in the world 
is still not good enough for any- 
thing except hydrogen fuel. 

* * * 


Many Advantages 


i ipab other approaches have 

made possible relatively high 
fuel-cell efficiencies with fuels other 
than hydrogen. These approaches 
have involved the use of high tem- 
peratures (up to 1,500 degrees 
Fahrenheit) and high pressures (up 
to 40 times normal atmospheric 
pressure). These approaches, while 
helpful during the educational 
stage, are completely out of the 
question for automobiles. 

It’s generally agreed that a ve- 
hicular fuel-cell power plant will 
have to operate at ambient tem- 
perature, around 125 degrees 
Fahrenheit, and at about atmos- 
pheric pressure. 

The big advantage of the fuel- 
cell “engine” is that it’s theoretic- 
ally capable of delivering two or 
three times as much power (or 
mileage) per gallon of fuel as the 
present engine because it is not 
restricted by the Carnot principal 
which holds that the efficiency of 

(Continued on Page 24, Col. 1) 
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Electric Autolite's Fuel Cell af Work— 


Dr. Manual Shaw, left, director of electrochemical research at Electric Autolite, and 
Dr. Wayne Subcasky, assistant director, study a fuel cell that is producing electricity 


and rotating the toy missile on the right. 


ELECTROLYTE 








The Fuel Cell— 


This schematic shows how a fuel cell 
works, When fuel and oxygen pass down 
the porous electrodes, they decompose in 
the electrolyte, breaking down into elec- 
trons and water. The electrons are carried 
to the electric motor by the external circuit. 





Auto Makers, Suppliers Study Process .. . 


Friction Welding is Gaining 


etn welding, a process in 
which a piece of material is 
rotated at high speeds against an- 
other until they fuse, is being stud- 
ied by some auto makers and sup- 
pliers. 

An economical friction weld 
can be made in almost any auto- 
motive welding situation where 
one piece is a round tube or bar, 
but it is now getting special con- 
sideration for poppet valves, axle 
shafts, torque-tube couplings, 
some torque-convertor parts and 
numerous factory applications. 

Taking the friction-welding lead 
in the Western world is the Re- 
search & Development Division of 
American Machine & Foundry Co., 
which recently showed publicly its 
first commercially available fric- 
tion-welding machine at the Na- 
tional Metal Congress & Exposition 
in Detroit. 

Rockwell-Standard Corp. and 
probably other U. S. companies are 
doing some research and develop- 
ment in this field, but they’re not 
talking about it at present. 

Inherently simple, friction weld- 
ing consists of putting the two 
pieces to be welded into a machine 
somewhat like a lathe. One piece 








is rotated at about 5,000 revolutions 
per minute. The other, nonrotating 
part is advanced slowly until it 
meets the rotating piece and pres- 
sure is then applied. The pressure 
ranges from 200 pounds per square 
inch to 65,000 PSI. Welds also have 
been made at speeds ranging from 
300 to 15,000 RPM. 
* * * 
ye pressure and rotation are 
maintained until the ends of 
both parts are red hot. Just before 
they become molten, the rotation 
is stopped and the pressure is 
either momentarily increased or 
maintained. The whole process can 
be completed in less than a minute 
and some welds have been made in 
0.7 of a second. 

Since the machine is a lathe, 
it can be used to machine and 
smooth the weld. If the materials 
are the same, it will be impossible 
to see the weld. 

Friction welding produces a sur- 
prisingly good weld for a relatively 
small expenditure. The process is 
extremely efficient because all the 
heat is generated where it’s needed 
—at the contacting surface. 

For this reason, less power, 
equipment and time are needed 

(Continued on Page 23, Col, 1) 


How Ford Sped 


Fairlane Engine 


New V-8s Gestation 
Only 13 Months 


ORD MOTOR CO.’S new 221- 

cubic-inch V-8 for the Fairlane 
and Meteor cars, which went from 
drawing board to production ve- 
hicle in 13 short months, is a good 
example of how the engineering 
and manufacturing people can help 
their companies cope with the rap- 
idly shifting auto market. 

This engine, formerly known as 
the X & Y engine, not only had to 
be built in a hurry, but it had to 
meet the rigid standards set by 
Ford’s qualit y-minded president, 
John Dykstra. 

In reducing this development 
time from the normal three years 
to 13 months, the Ford people did 
@ number of original things, but 
probably the most unusual step 
was an “engineering sign-off pro- 
gram” that saw scores of design 
engineers from the Dearborn of- 
fices travel to the Cleveland en- 
gine plant to make sure that the 
part that they designed was being 
built and assembled correctly. 

The man best informed on the 
evolution of this engine probably is 
George Stirrat, supervisor of the 
special project section of the En- 
gine and Foundry Division, whose 
opener was that this engine was 
not the product of any one man or 
any group but the result of the 
combined effort of a large group of 
Ford engineers who worked closely 
with many Ford foundry and ma- 
chining department people. 

Nevertheless, Stirrat was the 
leader of a seven-man task force 
which on May 5, 1960, began laying 
down the first lines of a new engine 
that was then known as Special 
Project 2. 

* * ok 

7s group’s mission was to de- 

sign and have in production by 
June 1, 1961, a V-8 engine of about 
450 pounds, 145 horsepower and 216 
pounds-feet of torque. It had to fit 
in a space 20 inches wide—the dis- 
tance between the car’s suspension 
posts—and it had to be only “so 
long,” although the exact length 
was not so important. ; 

In addition, the engine’s noise 

(Continued on Page 18, Col. 2) 
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Eight thousand and seventy-two 
graduate veterinarians plus another 
680 interested persons being told to 
ask the dealer for a demonstration 
of Limited Slip Differential. 
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level had to be about equivalent 
to the Lincoln engine and it had 
to meet certain cost, durability and 
performance objectives. 

About the only decision made 
prior to May, 1960, was that it 
would be made of cast iron, al- 
though die-cast aluminum, per- 
manent-mold aluminum and 
other materials had been consid- 
ered. 

Soon after the project got under 
way, the design engineers had their 
“concept’—line drawings of the 
basic block and head configura- 
tions. Almost immediately, meet- 
ings were set up with the foundry 
and machining people who were 
questioned about manufacturing 
feasibility. 

Among the subjects discussed at 
this time were wall thicknesses, 
sand areas in the block, tolerances 
and configurations. 

A * * 

Y SEPT. 30, 1960—five months 

after starting—the task force 

had prepared detailed prints of the 
engine and officially released an 
AI (advanced information) drawing 
to the manufacturing people, au- 
thorizing them to begin ordering 
their machine tools. 

The tooling bills for a new engine 
such as this are substantial. Tool 
authorities estimate that tooling 
for this engine probably cost about 
$30 million. 

Shortly after the tool purchas- 
ing got started, Stirrat’s group 
received the first experimental 
engine—a hand-built model. 

“We immediately started to run 
dynamometer tests,” Stirrat ex- 
plained. “We knew we had made 
the design to meet the package re- 
quirements, but we had to find out 
if the engine met the performance, 
durability and cost objectives that 
had been projected before.” 

While the actual designing had 
been done by the seven-man group, 
they received considerable assist- 
ance from the drafting room, the 
analytical section for mathematical 
calculations, the dynamometer test- 
ing group and the fabricating sec- 
tion. 

In the meantime, the Cleveland 
plant engineers and officials were 
busy investigating the design and 
coming up with questions and 
problems. 

* ok * 

B* JANUARY of this year, meet- 

ings were being scheduled be- 
tween the engineering and manu- 
facturing on various specific items 
in the engine. The engine was 
broken down into groups of parts 
and each part had one or several 
problem areas. 

The complexity of this program 
is indicated by the fact that this 
engine has 800 pieces and one piece 
—the block—has 180 dimensions to 
be checked. In all, 310 problems 
were discussed at these meetings, 
which continued weekly until April 
when they became daily affairs. 

At this time, the principal de- 
sign engineers of the U.P.C. (Uni- - 
form Parts Classification) engi- 
neering groups were brought into 
the project. U.P.C. engineers are 
exclusively concerned with the 
production engineering of certain 

specialized parts. For instance, 


Battery Makers Elect 


Wanvig as President 


CHICAGO. —C. O. Wanvig jr., 
president of Globe-Union, Inc., Mil- 
waukee manufacturer of auto bat- 
teries, was elected president of the 
Assn. of American Battery Manu- 
facturers, Inc., at the association’s 
fall meeting here. 

Other officers elected were F. J. 
Port, vice-president of the Automo- 
tive Division of Electric Storage 
Battery Co., Cleveland, first vice- 
president; L. R. Hill, president of 
Westric Battery Co., Denver, second 
vice-president; B. B. Steiner, Cum- 
berland Battery Co., Nashville, sec- 
retary, and W. F. Price jr., presi- 
dent of Price Battery Corp., Ham- 
burg, Pa., secretary. 


13 Months for New V-8... 


How Ford Hustled 
On Fairlane Engine 


(Continued from Page 16) 





these groups may specialize in 
blocks and heads or dynamic 
components such as crankshafts, 
rods and bearings or valve train 
components. 


Soon after the production equip- 


ment arrived at the Cleveland 
plant, it was put into operation and 
used to build 1,000 pre-production 


engines which were used to qualify 


the production machines. Subse- 
quently, these engines were thrown 
back into the furnace. 

Beginning in April, the produc- 
tion machinery began operating, A 
color chart program was employed 
in which each part of each of these 
1,000 engines carried a colored dot 
to show how close to specifications 
each of the machines was produc- 
ing its parts. 

* * * 
A the pre-production engines 
originally had green marks, A 
white dot meant that the part 
came from a machine that was not 
fully qualified and a blue dot in- 
dicated that the machine was com- 
pletely qualified. When an engine 
contained all qualified parts, it was 

called a black engine. 

The status of each piece of ma- 
chinery was determined by a “his- 
togram,” which consists of running 
statistics, showing the percent of 
the machine’s production that is 
meeting the specified tolerances. 
When the scrap rate falls below a 
certain percentage, the machine is 
qualified. 

Early in the development cycle 
of this engine, vendors were 
brought into the picture to make 
sure that they understood ex- 
actly what was wanted and to 
insure that the Ford engineers 
were not asking for something 
that was not feasible. A vendor’s 
“sign-off program was also 
begun. Among the parts supplied 
by the suppliers are oil screens, 
rocker arm fulcrums, push rods, 
gaskets, some bolts and nuts and 
bearings. 

During the engine launching pe- 
riod, between May and August, the 
Dearborn design engineers and 
other specialists began journeying 
to Cleveland for visits of from 
three days to 10 weeks for the sign- 
off program. In addition, there were 
flying squadrons of engineers sent 
over to trouble-shoot special prob- 
lems. 

ok * * 
AN IMPORTANT fact that these 

engineers are aware of, and a 





Fresno Dealers 


Elect Officers 


FRESNO, Calif—At the annual 
Fresno “Friendly” Dealers’ Hi-Jinx, 
the following officers were elected: 

President, Frank J. Sanders 
(Lincoln-Mercury); vice-president, 
Myron J. Caves (Buick); secre- 
tary-treasurer, Allan R. Crocket 
(Plymouth), and counsel, Bill 
Crossland. 


How They Fared... 


Commercial Car Registrations 


By Makes 


First Nine Months, 1961 vs. 1960 


First 9 
Months, 
Make 1961 
Chevrolet 
Ford 
International ... 
GMO 


Dodge .... 


Studebaker 
Diamond T 
Brockway 
Miscellaneous** 


728,613 
*—White includes Autocar, Freightliner, Reo and Sterling. 
Miscellaneo Corbitt, 


os, us includes imports, 


~~ Herrington, Peterbilt, etc. 





Months, 


242,326 
220,322 


fact that frequently snags some 
engine-development programs, is 
that the stress or strain on a par- 
ticular part often is greater, during 
the production of the engine than it 
ever will be during the operation of 
the engine. 

Asked how successful this engine 
program was, Stirrat said: 

“The measure of this program is 
that we only had two deviations 
between the original designs and 
the production engines. There were 
practically no compromises. 

“The 221-inch production engines 
are not reasonable reproductions of 
the pre-production engines—they’re 
exact replicas.” 


























By Kenneth C. Kelley Jr. 
Staff Writer 


Ci registrations slip- 
ped again in September after 
showing a bit of strength during 
the summer and totalled 74,625 for 
the month. 

The September total was 8.99 per- 
cent under the 81,999 new trucks 
sold in August and down 1.90 per- 
cent from the 76,072 sales in Sep- 
tember of last year, according to 
figures from R. L. Polk & Co. 

Polk is once again receiving a 
report on truck registrations in 
Connecticut, after an interruption 
of five months. All figures in this 
report include current and back 
figures on truck sales in Con- 
necticut, 

Chevrolet was back in first place 
in the truck sales race in Septem- 
ber after being ousted by Ford for 
one month. Chevrolet was also one 
of four lines which were able to 
boost September sales above the 
year-earlier total. 

* * * 

ACH line’s sales for September 

of this year and last were: 





Sept., Sept., 

1961 1960 
Chevrolet. ............. 23,872 22,228 
I, Sccsesccosjeadsicsecssnl 23,119 25,498 
International ........ 10,814 9,207 
ME Sictisihivccss picacees 5,686 6,960 
SEND > es casctaanaversacecs 3,600 3,260 
NID at cacessoccbassisiance 2,565 2,664 
White 896 978 
as accu oncstciniioenns 620 827 
Studebaker ............ 340 584 
Diamond T .......... 122 154 
Brockway ............... 106 68 
Miscellaneous ...... 2,885 3,644 
TOE, 'aicacstnsciinsnc 74,625 16,072 


Truck sales in the first nine 
months of this year totalled 675,066, 
down 7.35 percent from sales of 
728,613 units in the like period of 


last year. 
* * 


LL truck lines shared in the 

sales decline but five lines were 
able to boost their market penetra- 
tion over last year’s showing. The 
five, their sales in the first nine 
months of this year, percent of 
market and percentage-point in- 
creases in penetration were: 

Ford, 216,286 units sold, 32.04 per- 
cent of the market, up 1.80 points; 
International, 83,989 units, 12.44 
percent, up 0.60 points; Dodge, 30,- 
406 units, 4.51 percent, up 0.02 


Percent 
Points 
Change 
— .12 
+1.80 
+ .60 
—1.20 
+ .02 

15 


Percent Percent 
Share of Share of 
’61 Market ’60 Market 


33.14 33.26 
32.04 30.24 
12.44 11.84 
7.49 8.69 
4.51 4.49 
3.14 2.99 


First 9 
1960 


86,270 
63,349 
32,722 
21,795 





ll 
22 
01 
-08 


147 1.58 
-98 1.20 
59 58 
20 28 
Al 12 

3.89 4.73 


11,541 
8,708 
4,200 
2,041 

840 

34,499 


100.00 100.00 


FWD, Kenworth, Marmon- 
—Oompiled from R. L. Polk & Co. data. 


Diveo, 


221-Inch Engine— 

A cutaway drawing of Ford's new 22}. 
cubic-inch V-8 that was developed in 13 
months for the Fairlane and Meteor, 





Down 9 Pct. in September ... 


Truck Registrations Slip 


points; Willys, 21,214 units, 314 
percent, up 0.15 points, and Stude- 
baker, 3,985 units, 0.59 percent, up 
0.01 point. 


The other six lines and the 
miscellaneous group suffered 
losses both in unit sales and in 
market penetration. Their figures 
were: 

Chevrolet, 223,706 units sold, 33.14 
percent of the market, down 0,12 
points; GMC, 50,587 units, 7.49 -per- 
cent, down 1.20 points; White, 9,911 
units, 1.47 percent, down 0.11 points. 

Mack, 6,623 units, 0.98 percent, 
down 0.22 points; Diamond T, 1,373 
units, 0.20 percent, down 0.08 
points; Brockway, 749 units, 0.11 
percent, down 0.01 point, and mis- 
cellaneous, 26,237 units, 3.89 per- 
cent, down 0.84 points. 

* CJ * 


ALIFORNIA topped the states 

in truck buying in September 
with Texas, as usual, second. The 
top 10 states and their new-truck 
registrations for September of this 
year and last were: 








Sept.,  Sept., 

1961 1960 

1. California ............ 8,231 9,498 
a eee 6,801 6,072 
3. New York ............ 4,115 3,961 
4. Pennsylvania .....3,256 3,776 
5. North Carolina....2,786 2,033 
6. Michigan 3,246 
4. Ohio .......... 2,836 
Mp: MEIN << wcscusosecoensesed 2,933 
9. New Jersey ..........2,179 1,729 
3 ae 2,001 2,452 


Reflecting the national results, 27 
states and the District of Columbia 
reported fewer registrations in Sep- 
tember than they did in the like 
month of last year. Increases were 
reported in 23 states. 


Cadillac Reviews 
Dual-Brake Setup 
At SAE Meeting 


DETROIT.—The story behind the 
three-way Cadillac brake system 
was reviewed at a meeting of the 
Detroit chapter of the Society of 
Automotive Engineers. 

Heart of the system is a dual- 
type brake master cylinder with 
separate pistons and brake fluid 
reservoirs for both front and rear 
brakes, 

According to Bruce M. Edsall, 
Cadillac staff engineer who made 
the report to the SAE, the split 
system contributes to safety by 
providing two-wheel braking at the 
service pedal under condition 
where a loss of pressure occurs li 
either front or rear systems. 

During normal operation of the 
system, two pistons in a_ single 
master cylinder are arranged to act 
simultaneously and independently 
of each other with the initial move 
ment of the brake pedal by the 
driver. 

The third part of Cadillac’s three 
way braking system is the parking 
brake, which is an auxiliary stop 
ping brake. It mechanically ac 
tivates the same rear brake shoes 
as the regular hydraulic system. 

Introduced in 1960, the Cadillac 
parking brake is a vacuum-re 
leased unit that releases automatic 
ally as the car is put into gear with 
the engine running, preventing 
driving with the parking brake em 
gaged. 
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Straight-Through Torch 
Developed by Westinghouse 


Ability to turn the nozzle 360 degrees 
and keep the handle and operating switch 
in the most efficient operating position is 
said to be one of the features of the new 
22-ounce, air-cooled, straight-through torch 
introduced by Westing-Arc Department of 
Westinghouse Electric Corp., Buffalo. 


The torch, Model HT-1, is the business i 
end of a semi-automatic 200-ampere port- | } 


able welding system recently introduced 
by Westinghouse. Rated 100 percent duty 
cycle at 200 amps, the lightweight gun 
| accommodates wire sizes .030 to .047 
| inches and uses carbon dioxide in the 
reactor and spray ranges; argon or argon 
gas mixes in the reactor range. Drive con- 
trol provides speeds vp to 1,170 ipm. 


Crankshaft Grinder 


A heavy-duty crankshaft grinder which 
is said to combine the speed features of 
production grinders with the capacity to 
handle crankshafts up to 66 inches be- 
tween centers has been added to its auto- 
motive line by Van Norman Machine Co., 
3640 Main St., Springfield 7, Mass. It is 
called the Made! 437 Rap-o-Matic. 


Beryllium Nickel Available 
In Strip, Narrow Sheet 


Beryllium nickel alloy strip, or narrow- 
width sheet, will be made available for 
the first time in a number of various sizes 
and tempers to firms engaged in product 


Technical PERSONNEL CHANGES 





Chief Engineer Named 


By Weaver Manufacturing 


Appointment of George E. Swick 
as chief engineer 
of Weaver Mfg. 
Division, Dura 
Corp., Springfield, 
Ill., has been an- 


neth W. Sward, 
general manager. 

Swick will be 
responsible for 
directing all en- 
gineering func- 
tions at Weaver. 
He formerly was 





George E. Swick 
with Aeroquip Corp., Jackson, Mich. 
ok * ok 


Southwest Research Names 


Witzky to Automotive Staff 


Julius E. Witzky has joined the 
staff of the Automotive Research 
Department at Southwest Research 
Institute as a senior research en- 
gineer. He formerly was with 
Packard, Daimler-Benz North 
America and White. 

Designer of more than a dozen 
diesel engines from 40 to 2,000 
horsepower, Witzky has been an 
authority in his field for over 30 
years. He was the designer at the 
age of 27 of the diesel engine which 
powered the Graf Zeppelin. 

* * * 


Jered Appoints Cameron 


Engineering Vice-President 

Promotion of W. E. Cameron 
from chief equipment engineer to 
Vice-president in charge of all en- 
Sineering activities at Jered Indus- 
tries, Inc., Birmingham, Mich., has 
been announced. 

Cameron first joined Jered as 
Project engineer in 1949. Serving in 
various capacities since that time, 
he is largely responsible for devel- 
oping and applying the “unit 
mechanization” concept to the de- 
Sign of special automated inspec- 
tion, assembly and testing machines 





development programs, it was announced 
by Beryllium Corp., Reading, Pa. 

The new alloy, a product of Beryllium's 
research and development center, is com- 
parable in appearance to pure nickel or 
high nickel alloys with similar corrosion 
resistance properties. It offers extremely 
high strength and hardness with tensile 
strength up to 260,000 p.s.i. and Rock- 
well hardness to C53, depending upon 


heat treatment, the firm said. 
ee 











Aluminum Coating 


A protective coating for aluminum, said 
to resist over 400 hours of salt spray and 
seven days’ exposure to fresh mortar, has 
been announced by Schwartz Chemical 
Co., Inc., 50-01 Second St., 
City, N. Y. 


Long Island 





Arrowflo Valves Offered 
In High-Hardness Alloy 


For super-abrasion-resistance, Flow Sys- 
tems, Inc., 842 Production Place, Newport 
Beach, Calif., is manufacturing its Arrow- 
flo straight-flow control valve with bodies, 
seats and stem tips made from an alloy 
with a hardness rating of 67-70 Rockwell 
C throughout, harder than heat-treated 
tool steels. 

In addition to high hardness, the alloy 
is said to have a tensile strength of over 
70,000 pounds per square inch and to be 
more corrosion resistant than carbon steel. 
Valves in the material are available in 
all standard sizes and pressure ratings. 

. 2. * 


Backscatter Gauge 
A backscatter gauge, which uses radia- 
tion to measure metal films as thin as one 


ten-millionth of an inch, has been de- 
veloped by Boeing Co., Seattle. It will be 





Gear-Hardening Device 
Saves Time, Olds Reports 

A swift, semiautomatic gear-hardening 
device has shortened considerably the 
time required to replace machine oper-| manufactured and marketed by Twin City 


ating gears, according to the Oldsmobile! Testing Corp., Tonawanda, N. Y. 
Division, Lansing 21, Mich. * * * 


The device, added recently to the firm's Gasalloy Claims Advance 


tool-room facilities, quickly hardens the c ‘ 
gear teeth to a depth of about 1/16 of| Im Processing Steel Coils 
A new open coil process that is said to 


an inch by means of numerous high-tem- 
make coiled low-carbon steel competitive 





nounced by Ken-|: 





perature flame jets directed onto the face 
with certain grades of stainless steel in 


of the gear, Oldsmobile said. 

heat and corrosion resistance has been 
announced by Gasalloy Steel Corp., Wil- 
mington, Del. 

The new open-coil gas alloying process 
combines Alphatizing, a development of 
Alloy Surfaces Co., Wilmington, Del., with 
the open coil furnace of Lee Wilson Engi- 


neering, Inc., Cleveland, 
ne 


Osborn Grinding Wheel 
Called Faster, Safer to Use 


Osborn Mfg. Co., 5401 Hamilton Ave., 
Cleveland, O., has confirmed that they 
have developed a type of grinding wheel 
which it says produces better work faster 
and is safer to operate. 

The greatest benefit to the user is the 
ability of the “Ramron"” wheel to remove 
more metal at faster rates, and still ‘hold 


for the automotive, aircraft, appli- 
ance and electrical control indus- 
tries. 

x * 


* 
Mack Appoints Zeller 


Mack Trucks, Inc., has appointed 
T. J. Zeller to the new position of 
special assistant to the engineering 
vice-president. 

* * ok 


Kushner in U. S. Post 


Dr. Lawrence M. Kushner has 
been named chief of the Metallurgy 
Division at the National Bureau 


3 Congressmen 
of Standards, United States Depart- 
ment of Commerce. He replaces Dr. 


James I. Hoffman, recently ap- Cited for Fighting 


ices me te awn! Re Fe 


Duryea Named Sales Chief BOSTON.—The Chevrolet Dealers 
Of Automotive Conversion Assn. of Boston has commended 


Charles Duryea jr. has joined| five congressmen “for their fight 
Automotive Conversion Corp., Bir-| against price-cutting wars on quali- 
mingham, Mich.,| ty manufactured brands,” according 
as sales manager.|to Merrill A. Levine, association 
He will supervise | president. 
sales of the firm’s A telegram was sent by the group 
funeral cars and|to Senators Homer E, Capehart, 
ambulances. Indiana Republican; Olin D. John- 

Prior to his ap-| ston, South Carolina Democrat; 
pointment, he} John L. McClellan, Arkansas Dem- 
was a divisional] ocrat; Jennings Randolph, West 
sales manager for} Virginia Democrat, and Rep. Ray 
Warner Lambert| Madden, Indiana Democrat. 
Pharmaceu- The.telegram follows: 
tical Co. He is a “The Board of Directors of the 
graduate of} Chevrolet Dealers Assn. Inc., unani- 
mously voted to commend you on 
your stand on the Madden-Capehart 
Quality Stabilization Bill. 

“We endorse the theory that it is 
a bill that will ‘protect and equal- 
ize rights in the distribution of 
merchandise attempted by a trade- 
mark brand or trade name.’ 

“As a matter of fact, the dealers 
represented by this association are 
of the opinion that unless a law 
outlawing the vicious merchandis- 
ing practices of an unethical few 
is passed, that the free enterprise 
system will not survive as it was 
intended by our founding fathers.” 


C. Duryea Jr. 
Northwestern University. 
* * ok 


Fruehauf Appoints Pettis 
Chief Liaison Engineer 

George H. Pettis has been named 
chief production liaison engineer 
for Fruehauf Trailer Co. He will 
be responsible for operational pro- 
cedures, drafting standards, divi- 
sion engineering and product cost 
control. 

Pettis formerly was project engi- 
neer for Fluor Corp. Before that 
he had served as plant manager 
for Brown Trailer Co. in Spokane. 
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form" better than. conventional grinding 
wheels, the firm said. 
a we 


Spray Booth from Binks 


A new spray booth, called the Binks 
Dispo, is offered by Binks Mfg. Co., 3140 
Carroll Ave., Chicago 20, Ill. 

ae 





Micro Hardness Tester 
Now Has Visual Signal 


The Model H-5 Micro Hardness Tester 
now has a visual as well as an audible 
signal to follow the micro movement of 
an indentor into the part being tested, 
according to Testing Machines, Inc., 72 
Jericho Turnpike, Mineola, L. |., N. Y. 

The machine has an indentor and a fric- 
tionless means of applying a minor and 
major load, and the depth of indentation 
is sensed electronically, the company said. 


2 Rolling Mills Dedicated 


By Alan Wood Steel 


CONSHOHOCKEN, Pa.—A 40- 
inch blooming mill and a 110-inch 
plate mill have been dedicated by 
Alan Wood Steel Co. They were 
built as the major part of a $36 
million, two-year expansion pro- 
gram, the firm said. 

The new facilities will enable the 
company for the first time to enter 
the market for steel plates up to 
96-inches wide, the firm said. Here- 
tofore, it had been limited to the 
sale of plate with outside width 
limits of 72 inches. 

ok * ok 


Chrysler Institute Enrolls 


Second British Student 


DETROIT.—John Derek Harling, 
a graduate of Cambridge Univer- 
sity, is the second student from 
England to be enrolled in the 
Chrysler Institute of Engineering. 

Harling was selected to attend 
the Institute by Chrysler Motors, 
Ltd., in London, which last year 
sponsored Richard Alan Jones, also 
a graduate of Cambridge. On com- 
pletion of the two-year graduate 
course, the students will receive 
master of automotive engineering 
degrees. They attend the Chrysler 
Institute 12 months a year and di- 
vide their time between classroom 
and on-the-job assignments in the 
company’s Engineering Division. 

* * * 


McIntosh Stamping to Build 


Parts Plant in Indiana 


DETROIT. — Construction of a 
new plant at Berne, Ind., to manu- 
facture heavy-gauge pressed and 
coined steel parts has been an- 
nounced by McIntosh Stamping 
Corp. The company produces heavy 
pressed steel components for the 
automotive and electrical industries 
chiefly. 

J. A, McIntosh, president, said 
the new plant, 50 by 170 feet, rep- 
resents an investment of approxi- 
mately $250,000 and will increase 
the company’s productive capacity 
by supplementing its Detroit facil- 
ities and operations. . 

of * 


Kaydon to Spend $1 Million 


On Plant Improvements 


MUSKEGON, Mich. — Kaydon 
Engineering Corp. is investing 
more than $1 million in a plant 
improvement program this year, in- 
cluding a 15,000-square-foot plant 
addition, according to Frank J. 
Donovan, president. 

Improvements include a re- 
arranging of departments to im- 
prove work flow and minimize ma- 



















Ultrasonic Grinding Aid 
Introduced by Cavitron 


An ultrasonic aid for all types of indus- 
trial grinding, called Ever-Grind, has been 
developed by Cavitron Ultrasonics, Inc., 
51-02 21st St., Long Island City, N. Y. 

Ever-Grind is said to produce high- 
frequency sound waves at the surface of 
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terial handling, a centralizing of 
operations which are similar and 


the grinding wheel, through a liquid cool- 
ant pumped through a specially designed 
ultrasonic tool. 






the purchase of new machines and 
equipment, he said. 
ok * K 


Plant Engineering Exhibition 


Opens Jan. 22 in Philadelphia 


PHILADELPHIA.—The National 
Plant Engineering & Maintenance 
Show will occupy the largest ex- 
hibit area in its history here Jan. 
22-25 at Convention Hall. 

More than 400 companies are ex- 
pected to exhibit, and about 350 
have already been assigned booth 
space. The 13th annual Plant En- 
gineering & Maintenance Confer- 
ence will be held concurrently with 
the show. 

* ok 


Napco to Move Part 


Of Detroit Bevel Gear 


MINNEAPOLIS. —Napco Indus- 
tries, Inc., is moving part of its 
Detroit Bevel Gear Division in De- 
troit to its headquarters here. 

Gary Rappaport, assistant to the 
president, said most of the divi- 
sion’s machinery will remain in 
Operation in Detroit. He said it is 
an economy move to integrate pro- 
duction facilities and sales opera- 


tions. 
bd OF * 


Bendix Radio to Enlarge 


Baltimore Engineering Unit 


BALTIMORE.—Plans for a new, 
two-story government products en- 
gineering building that will double 
its engineering capacity have been 
announced by Bendix Radio Divi- 
sion of Bendix Corp. 

The new facility will provide 
nearly 75,000 square feet of addi- 
tional engineering space. It will ad- 
join the original government prod- 
ucts engineering building, which 
was dedicated in 1956. 

* * ES 


‘And’ Becomes Big Word 


In Society’s Title 


PHILADELPHIA.—The name of 
the American Society for Testing 
Materials has been officially chang- 
ed to the American Society for 
Testing AND Materials. 

In announcing this change, ASTM 
President Miles N. Clair said, “The 
inclusion of the word ‘and’ in the 
Society’s name places added em- 
phasis on the Society’s research 
work in seeking knowledge of the 
nature of materials.” 

* * * 

Delco-Remy Gets Citation 


ANDERSON, Ind.—General Mo- 
tors’ Delco-Remy Division has been 
cited for “upgrading the perform- 
ance” of silver-zinc batteries used 
in the Air Force’s Minuteman in- 
tercontinental ballistic missile. The 
honor was announced by the Auto- 
netics Division, North American 
Aviation, Inc. 











New Aluminum Engine Focuses Attention 


on Major Pomt of Basic Agreement 
in Automobile Industry 


Increased use of aluminum by ALL 

automobile manufacturers proves that the 

experts agree on this major point: “big” car or 

“small” car...the more aluminum, the more EFFICIENCY 





You will soon be able to see and ride in 
and judge for yourself America’s newest 
compact cars. You'll be able to drive cars 
with the new aluminum engine, made with 
Reynolds Aluminum. And you'll have a 
new choice to make: conventional front 
engine or new rear engine. 

The rear engine-front engine contro- 
versy may obscure an important basic fact. 

The fact is that the automobile industry 
is in harmonious agreement on the advan- 
tages of aluminum. How aluminum is used 
—to reduce dead weight, or cut manufac- 
turing costs, or provide decorative trim of 
lasting and rust-free beauty—may vary 
from one manufacturer to another. 

But the agreement on the advantages of 
aluminum is demonstrated by the record— 





1947 1965 


1953 1959 
YEARS 


the continuous increase in the use of alumi- 
num by every automobile manufacturer. 
The automobile experts have demon- 
strated that they agree on this major 
point: “big” car or “‘small’”’ car, the more 
aluminum the more efficiency, economy, per- 
formance, lasting beauty, and value. 


Aluminum: Versatile and Rugged 


The automotive engineers who have been 
responsible for this increase in the use of 
aluminum in automobiles are familiar with 
aluminum’s advantages. They use it in 
their homes—as Reynolds Wrap and as 
cooking utensils, for example. They know 
aluminum as a most versatile and rugged 
metal, far stronger than steel, pound for 
pound, 
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They specify it for pistons, perhaps the 
hardest working parts in any automobile. 
They see it in use as the aircraft metal— 
for airplane engines, airframes, and wings 
that carry tremendous loads. They see 
aluminum dump trucks and railway freight 
cars taking terrific poundings and making 
their extra payloads profitable. 
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And they work with the armed services 
in making aluminum-armored tanks, for 
which aluminum’s light weight provides 
superior mobility, and aluminum’s tough- 
ness provides superior protection. 


Efficiency'’s Greatest Enemy: Excess Weight 


These automotive engineers know that the 
greatest enemy to efficiency is excess 
weight. And they fight that enemy with 
aluminum, which weighs only one-third 
as much as steel or copper. By reducing 
dead weight with aluminum, they improve 
efficiency. And thus they improve per- 
formance and economy and safety. 

For example: If a 4,000 pound car is 
powered with 200 horsepower, that’s 20 
pounds per horsepower. If the weight of 
the car can be reduced by 1,000 pounds, 
the burden, the load to push around, is 
only 15 pounds per horsepower. That’s 
less work for the engine. Less work for the 
brakes. A more efficient automobile be- 
cause of reduction in excess weight. 

And the way to take off weight is to 
use aluminum. 

So the new lightweight engines, made 
with Reynolds Aluminum, represent a long 





stride forward along the road the entire 
automobile industry is traveling — the 
aluminum road that leads to greater effi- 
ciency, economy, and value. 

There will be other aluminum engines 
in the years to come—some in front, some 
in rear, some air-cooled, some liquid-cooled, 
depending on the needs of each particular 
model design. 


The Automotive Future Is Bright... 
With Aluminum 


And there will be other uses of aluminum 
to reduce weight and increase value: 
Aluminum bumpers . . . they’ll be stronger 
than the strongest steel bumpers of today, 
yet they'll weigh much less, and they’ll 
never rust or flake or peel; aluminum fram- 
ing members . . . strong, yet light in weight; 
aluminum roof panels, whose light weight 
will lower the center of gravity; aluminum 
wheels, with integral wheel, brake drum, 
and wheel cover to improve braking action 





and reduce tire wear; aluminum hood- 
grilles, designed as single integral stamp- 
ings to reduce manufacturing costs. 

As the leading supplier of aluminum for 
automobiles, and as the exclusive supplier 
of aluminum for America’s first mass- 
produced aluminum automobile engine 
block, we are proud to be working with the 
pioneers who are contributing so much to 
automotive progress. 

We're proud that all the great new 1960 
cars are made with Reynolds Aluminum. 
And our current expansion program is 
proof positive that we are preparing for 
the even greater use of aluminum in the 
automobiles of the future. Reynolds Metals 
Company, Richmond 18, Virginia. 
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QUOTES FROM AUTOMOTIVE ENGINEERS 
AND DESIGNERS ON THE SUBJECTS OF 


@ “My prediction of more aluminum in to- 
morrow’'s cars is based on the progress 
being made to increase efficiency and to 
reduce the customer's operating costs. 
This is being accomplished by decreasing 
car weights without decreasing car size, 
and by developing new engines of super- 
efficiency.” 


@ “Rational weight reduction automatically 
brings improved fuel economy.” 


@ “The greater the weight, the greater are 
the propulsive efforts required to obtain 
& given performance, and these, in turn, 
call for more material to withstand them. 
Every bit piled on to the chassis calls for 
more engine power, and increased engine 
power calls for further additions to chas- 
sis weight.” 


“Engine weights and car weights are go- 
ing down. Engine efficiency will increase. 
The power plant of the future will have 
low weight per horsepower, have low vol- 
ume per horsepower, will have good fuel 
economy.” 


“Aluminum attracts the attention of the 
automotive designer for various reasons. 
The lower weight may be looked upon as 
its number one attractive feature. Weight 
reduction of automotive vehicles means 
better acceleration, shorter braking dis- 
tances, and lower fuel consumption. Lower 
weight, especially at the power plant of 
automotive vehicles, also means weight 
reduction for some of the chassis parts 
. ». lighter engine requires less structure 
to support it, lighter tires, lighter brakes 
and better weight distribution.” 
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“@@ we ran this ad 


a million 


aluminum engines ago! 


Just two years ago the trend started— 
the trend to aluminum for automobile 
engine blocks. 

It was a dramatic start. And it’s 
been a dramatic trend, that has seen 
aluminum enthusiastically accepted 
for engines: rear engines, front en- 
gines, air-cooled engines, water-cooled 
engines, sixes, and eights. 

At the beginning only one make 
featured the aluminum engine. Today 
there are seven, named here in alpha- 
betical order: Buick Special, Corvair, 
Lancer, Olds F-85, Rambler Classic, 
Tempest, and Valiant. 

And into one of these within the 
next few days will go the one-millionth 
aluminum engine block produced 
since the start of the trend. 

Which one? No one knows for sure. 


But we do know this: two thirds of 
the aluminum engines built since the 
trend started two years ago are made 
with Reynolds Aluminum. 


The advertisement you see re- 
printed here was only one in a con- 
tinuing series of Reynolds Aluminum 
messages designed to inform the 
public—those who make automobiles, 
those who sell automobiles, those who 
buy automobiles—about the advan- 
tages of aluminum. Advantages which 
include reduced weight, better con- 
ductivity, design flexibility, and free- 
dom from rust . . . advantages which 
give car buyers greater efficiency, 
economy, performance, lasting beauty 
—greater value. 


So it’s no wonder there’s been a 
trend . . . from 206 million pounds of 
aluminum in automobiles for 1958 to 
450 million pounds in 1962! 


And one billion pounds predicted 
for 1965! 


We’re proud, of course, that 
Reynolds is the leading supplier of 
aluminum to the automotive industry 
—that we supply more aluminum for 


automobiles than anyone else—not 
only for engines and other functional 
parts, but also for colorful decorative 
trim whose lasting beauty can never 
be ruined by rust. 

But we’re also proud that we are 
privileged to work closely with the 
thinkers and planners, the designers 
and engineers, in this great industry 
to pioneer and expand and improve 
the uses of aluminum to enhance auto- 
mobile value. 

We’re proud, too, that through the 
printed word and through radio and 
television we have done more than 
anyone else to disseminate helpful 
information about the advantages of 
aluminum in automobiles. 


And Reynolds will continue to in- 
form the car-buying public about the 
advantages of aluminum. 

Because information about alumi- 
num means one important thing 
above all... acceptance. 


Reynolds aR Aluminum 


Watch Reynolds exciting TV programs on NBC: The Dick Powell Reynolds Aluminum Show 
every other Tuesday; Say When weekdays; All Star Golf—in living color—every Saturday 


REYNOLDS METALS COMPANY, RICHMOND 18, VIRGINIA ¢e REYNOLDS—WHERE NEW IDEAS TAKE SHAPE IN ALUMINUM 
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(Continued from Page 16) 


emergency and used as a vehicular 
warning extension light. When 
mounted in its bracket and holder, 
the light is activated when the lid 
is raised. Removing the holder ac- 
tivates the flashing element and 
the extension cord permits place- 
ment on the road for warning. 
ok * * 


we An auxiliary rear safety 
seat for children. Designed to 
hold one to four children in an 
elevated position, this seat em- 
ployes a spring-loaded trahsverse 
bar which prevents the car’s rear 
doors from opening and also pre- 
vents the children from being 
thrown forward during sudden 
stops. 

When not in use, it folds flat and 
neatly out of the way on the rear 
package shelf without obscuring 
the driver’s rear vision. 

8. A tire pressure control de- 
vice that enables the vehicle op- 
erator to increase or decrease the 


— 
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Some tires don’t need to be nylon—yours do! 


You're looking at a place where any kind of tire is good enough. But on the highway— 
where safety is the prime consideration—only the best will do. And nylon cord tires de- 


tire pressure, depending on the 

terrain or the load. A tire oper- 

ating valve lets in air from a 

reservoir. There is a safety fea- 

ture that prevents the tires from 
being inflated beyond safe oper- 
ating conditions. 

4. A tire deflation signal unit for 
vehicular trailers that extinguishes 
a signal light on the towing car’s 
dash, telling the driver that his 
trailer’s tires are partly deflated. 

When the tire is partly deflated, 
a sensing wheel on a swingable 
arm touches the ground and actu- 
ates the signal. 

5. A contrivance, best suited for 
a truck, that will tell its driver 
when the vehicle has approached 
or exceeded its legal load limit. A 
green light flashes on when the 
load limit is reached and a red light 
comes on when the limit has been 
passed. 

6. Another device is for the fas- 
tidious motorist who wants to avoid 


a 





hand-to-hand contact with the 
money collector at a toll road booth. 
The dispenser has a slotted trans- 
parent tube that dispenses the 
coins without requiring the driver 
to open his window. It is retract- 


able and holds a reservoir of coins. 
* * * 


Industry Guessing Game 


Is IT possible to correctly specu- 
late about who is going to get 
promoted or demoted in the auto 
industry? , 
“It’s pretty tough to figure 
these things out,” one top engi- 
neering official told this writer, 
pointing out that it’s; much more 
than the right man being at the 
right place at the right time. 
“Usually there are several men 
who have all the necessary quali- 
fications,” he continued. “The prob- 
lem is to decide which of these 
qualified men should get the job. 
“I’ve been at some meetings in 
which a dozen or more manage- 
ment people were gathered to make 
some very important appointment 
and you’d be surprised at how eas- 
ily—almost accidentally— a very 
capable man can be passed over. 
Somebody in the back of the room 
will just vaguely say, ‘Well, I don’t 
know about this fellow.’” 
Without ever being aware of it, 








“this fellow” has reached the high- 
water mark of his long career. 
Very often, the next time he’s con- 


sidered for a top position, he will | 


have become too old. 

This could partly explain why 
the tough, sometimes tyrannical, 
flamboyant automotive leader of 
the past is being succeeded by the 
nice, personable official of today 


who covers all the bases. 
* * * 


Whence Quality? 
SKED recently about what 
causes poor quality in an auto- 
mobile, Harry Chesebrough, Chrys- 
ler Corp. quality control vice-presi- 


British Engineers Checked 


On Exhaust Gas Problems 


SACRAMENTO, Calif.—Informa- 
tion from British automotive engi- 
neers on crankcase ventilation de- 
vices which might reduce smog is 
being gathered by Joseph R, Scan- 
lin, an investigator sent to Eng- 
land by the California Motor Ve- 
hicle Pollution Control Board. 

Oil carryover, carburetor fouling, 
volume of blowby gases, air cleaner 
design, build up of engine deposits 
and other problems related to the 
use of a crankcase device are 
among the problems to be studied. 


dent, said that it’s partly due to 
the fact that parts have tolerances 
and that these tolerances drift and 
pile up. 

“Sometimes,” he said, “you can 
make a correction on the wrong 
thing. The situation requires g 
coordinated control group.” 

He agreed with the proposition 
espoused by some quality-control 
people that a manufacturer can 
get the quality it’s willing to pay 
for, but said that 100 percent in- 
spection is impractical, as well as 
uneconomical. 

Chesebrough asserted, “We have 
learned that about 800 (of the 
13,000-14,000) pieces on a car are 
significant. So you devote your at- 
tention to these. If, after a time, 
you find little or no variations in 
a particular item, you drop it off 
this list of 800 critical parts and 
add another that is troublesome.” 

Asserting that inspection in an 
auto plant must stay fluid, he added 
that if a part has many border- 
line tolerance conditions, it’s neces- 
sary to give it a more rigid inspec- 
tion. 

* * * 


Wire Wheels Coming Back 


7. wheels are now becoming 
popular with the trend-setting 
car buyers. 

An indication of this was re- 
cently provided by a Los Angeles 
dealer who called Ben Parsons, 
engineering vice-president, Day- 
ton Wire Wheels, and said he 
needed a set of Dayton’s knock- 
off wheels immediately. 

When Parsons said he was sorry 
but that his company was already 
eight weeks behind on deliveries, 
the dealer excitedly said, “Just a 
minute. Do you know who these 
wheels are for? Here, I'll let you 
talk to him.” 

Then a familiar voice came on 
the phone and said, “This is Frank 
Sinatra and I’d really like to get 
a set of those wheels.” 

Parsons, who leans more toward 
classical music, said he was sstill 
eight weeks behind on deliveries, 
but he’d see what he could do, ap- 
parently mindful that if he got 
these wheels to Sinatra, he also 
might have a chance to gell Dean 
Martin, Sammy Davis jr. and 
Peter Lawford, President Ken- 
nedy’s brother-in-law. 

ok * ok 


Personnel News 


New personnel appointments 
have been announced by Ford 
Motor Co.’s Metal Stamping Divi- 
sion Product Engineering. 

R. L. Logue has been named 
chief engineer — product engineer- 
ing office of the Metal Stamping 
Division. Formerly executive engi- 
neer-product evaluation, he is suc- 
ceeded in that post by P. R. Munn. 
K. H. Higgins succeeds Munn as 
executive engineer-product draft- 








liver the maximum in durability, safety and blow-out protection. Why? Because nylon’s 
superior resistance to major causes of tire damage—flex breaks, heat, moisture — 
means tires better conditioned to withstand the grueling effects of repeated road impacts. 
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For safer, longer-wearing tires the answer is Allied Chemical’s Golden Caprolan® nylon. 
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a Fiber Marketing Dept., 261 Madison Ave., New York 16, N.Y. 
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ing and trim development. 

A. P. Piziali assumes the position 
of assistant chief engineer-body 
design development. Formerly ex- 
ecutive engineer-product design, he 
is succeeded in that post by G. Jd. 
Lawton, who formerly was with 
Chrysler Corp. 


Studebaker Signs 
56 Dealers Since 
Introduction Day 


SOUTH BEND. — Studebaker’s 
campaign to increase its dealer or- 
ganization has borne fruit since the 
’62 models appeared. The company 
reportedly has added 56 dealers 
since late September. 

In addition, S-P is going ahead 
with its factory-branch program. 
Plans call for 25 factory outlets. 
About 10 have been opened to date. 

Studebaker had 2,258 dealers on 
Jan. 1. The total slipped to 2,080 at 
midyear. 

President Sherwood H. Egbert 
predicts that the company will 
show a profit for the first quarter. 
It would be the first time since the 
second quarter of 1960 that the 
company has operated in the black. 
Egbert also has hopes that Stude- 
baker-Packard will show a profit 
for the fiscal year which ends 
Dec. 31. 





Rehoamen ‘Jeiee Bank Board 


LITTLE ROCK.—Raymond Keb- 
samen, Rebsamen Motor Co. 
(Ford), has been elected a director 
of the Federal Reserve Bank of 
St. Louis, which has a branch in 
Little Rock. 
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Auto Makers, Suppliers Study Process .. . 


Friction Welding is Gaining 


(Continued from Page 16) 


than are reportedly required for 
flash, pressure or induction weld- 
ing. No flux or special preparation 
is required. 

Because friction welding is so 
rapid, large hot zones can be avoid- 
ed. In addition, excessive tempera- 
tures which can be detrimental to 
the weld are avoided. Friction 
welds also are free of irregularities, 
such as those caused by voids, slag 
or other things. 

* * * 

T FIRST it was necessary that 
one of the parts to be welded 

be rotatable, but this proved to be 
a problem with very long pieces or 
where whip was involved. Now good 
friction welds have been produced 
by rotating a slug of metal between 
two stationary parts. Such slugs 


also are used to fuse to metals 
that are not weldable to each other. 
Although the process is in its 

+” eg * 


Weld Completed— 


A closeup of the red-hot weld after the 
two pieces of tubing had been fused. Less 
than a minute had elapsed. 





Wisconsin Urged 


To Curb Shows 
At Parking Lots 


MILWAUKEE. — The Milwaukee 
County Auto Dealers Assn. has 
urged the Wisconsin Department of 
Motor Vehicles to “set up adminis- 
trative, regulatory or statutory so- 
lutions” to the problem of parking 
lot “auto shows.” 

In a letter to James L. Karns, 
motor vehicle commissioner, the as- 
sociation complained that the ad- 
vent of discount houses, shopping 
centers and supermarkets has cre- 
ated “a new field, a new area which 
has not been singled out or specifi- 
cally covered by any rules, regula- 
tions or laws” governing registra- 
tion and licensing of auto dealers. 

The association charged that 
dealers participating in such shows 
violate Wisconsin law by displaying 
and offering new cars for sale out- 
side their established places of bus- 
iness. 

The group contended that only 
those dealers with an established 
place of business in the municipali- 
ty in which the display occurs may 
participate. It also contended that a 
supplemental or amended license is 
required for this shopping center 
display area. 

The association defended its 
show, the Milwaukee Auto Show, 
by pointing out that the participat- 
ing dealers enter “into a contract 
with their association as a group 
composed of dealers licensed in the 
community where the show is 
held.” 

“There are no dealer names on 
the cars,” the association said. “In 
most cases the manufacturers own 
the cars and a special meeting or 
special allocation is made during 
the show so that the manufacturer 
may dispose of the cars to his local 
dealers immediately after the event 
has been closed.” 

The association said an auto 
show as such is not an attempt 
of one dealer to steal a march on 
another. It is a cooperative effort 
by the dealers and their manufac- 
turers to show merchandise not for 
One, but for all, according to the 
association. 





S. Carolina Parley Set 
COLUMBIA, S. C.—The South 
Carolina Automobile Dealers Assn. 
will hold its annual convention 
May 5-8 at the Ocean Forest Hotel, 
Myrtle Beach. 


very early development stage, 

friction welds have been made 
with many materials, including 
ferrous metals, aluminum, brass, 
copper, nylon, delrin, lucite and 
ceramics, 

Among the dissimilar materials 
that have been welded together are 
brass and copper, brass and alumi- 
num, brass and steel, brass and 
stainless steel, delrin and lucite, 
lucite and nylon, stainless steel and 
copper, copper and aluminum and 
zirconium and steel. 

An old but previously unsuccess- 
ful idea, friction welding owes its 
current progress in this country 
largely to Dr. Milton B. Hollander, 
& research engineer at American 
Machine & Foundry, who became 
fascinated with the potential of the 
process while reading a 1957 tech- 
rical paper on it by Vill, a Russian. 

Although this paper left many 


key questions unanswered and al-|§ 


though the Russians later changed 
some of the data, Hollander began 
working on friction welding in 
1958 and soon amassed a good deal 
of original information. 

* * * 


yy THE following year, Hollander 
and the staff he had acquired 
by this time built their first fric- 
tion-welding machine. They were 
amazed at the high and consistent 
quality of the welds it produced. 

AM&F has moved fast in 
friction welding since 1957. Last 
year the first commercial welds 

were made on some oil-well 
equipment. This year, the com- 
pany is offering 15 and 30-horse- 
power machines for sale. Sixty- 
horsepower equipment will be 
available next February. 

In discussing the development of 
friction welding, Hollander told 
AUTOMOTIVE NEwSs: 

“Among the problems we faced 
were the facts that there was no 
specific data available and that the 
Russians had worked mostly on 
small parts. We had to find out 
how much power and pressure were 
required in each situation, and we 
had to find out exactly what a good 





Developer— 


Dr. Milton B. Hollander, left, developer 
of the friction-welding process for Amer- 
ican Machine & Foundry looks on as a 
piece of tubing to be welded is locked in 
a chuck. 


* * * 


weld was. We developed a pressure 
program for our machine. 

“We found there were machine 
problems, too. For instance, it’s 
very important to keep proper 
alignment of the parts. We discov- 
ered that certain materials welded 
very easily, while others were diffi- 
cult and some just aren’t weldable.” 


—JosePH M. CALLAHAN 
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Chevy Open House 
Draws 371,216 


DETROIT.—A record 371,216 per- 
sons visited Chevrolet manufactur- 
ing, assembly and parts facilities 
during a nationwide open house in 
observance of Chevrolet’s golden 
anniversary. 

For the first time in five years, 
doors to 31 Chevrolet plants and the 
division’s national parts distribu- 
tion center were opened to the pub- 
lic Nov. 10. The previous record 
attendance at a nationwide Chev- 
rolet open house program was the 
207,071 persons who toured Chevro- 
let facilities Nov. 23, 1954, when 
General Motors produced its 50-mil- 
lionth car. At that time 24 Chevro- 
let plants participated in the GM 
nationwide open house program. 


In this year’s affair, 21 manufac- 
turing plants, located in 12 com- 
munities, drew 226,967 visitors, 
while 10 assembly plants, located 
in as many cities, had 138,758 vis- 
itors. The national parts distribu- 
tion center at Otterburn, Mich., was 
toured by 5,491 persons, 
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Now! Stromberg-Carlson: 
all-transistorized custom auto radios 
are the newest, broadest line in the industry 


What’s the good word? Profits! For you! That’s the reason 
behind the all-new, fully transistorized line of superb 
STROMBERG-CARLSON custom auto radios. For the almost 
miraculous dependability of solid-state engineering will 
keep your customers out on the road and out of your hair 
... will keep ’em smiling through the miles until trade-in 
time. And just to sweeten the profit—already at full margin 
—STROMBERG-CARLSON custom auto radios are designed for 


installation-in-a-jiffy. 
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Check a STROMBERG-CARLSON feature for feature (auto- 
matic volume control, continuously variable tone control, 
‘ seven tuned circuits including RF stage, and a full 2% 
watts of power-packed performance) against the rest. 
Consider the quality. Reflect on the reputation. Ponder 
the profit angle. The winner? STROMBERG-CARLSON, ahead 


of its class! 


For the facts on STROMBERG-CARLSON auto radios, write: Commercial 
Products, Box BC-4, 1409 North Goodman Street, Rochester 1, N.Y. 
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As Future Vehicle Power Source .. . 


Auto Makers Study Fuel Cell 


(Continued from Page 16) for future cars, but we’re catching| last five years. Despite the fact 
up with most of the available| that the program has usually in- 
knowledge on the fuel ceil and I| volved only two persons, the com- 
expect a crisis in two or three| pany has been able to learn a good 
years, at which time there will be| deal about the fuel cell. No effort 
a decision on whether to continue| has been made to produce a com- 
or halt this work, unless some| mercial device. 

breakthroughs are made.” This work is being done under 

GM’s Allison Division has con- | Dr. Clayton Lewis, Chrysler Corp.’s 
centrated largely on liquid metal | chief engineer of basic sciences re- 
cells which may make possible | search. Dr. D. Max Teague, head of 
a powerful yet compact electrical | chemical research, is directly super- 
system for operating electrical | vising the program, and D. J. 
instruments in small satellites | Schindehette is the engineer-in- 
and other space vehicles. charge. 

Electricity is produced in this 
cell when two dissimilar metals in 
liquid form combine into a single 
alloy through electrochemical ac- 
tion. When heat is added, the two 
metals separate into their original 
form because of their different 
boiling points. The metals are then 
routed back to the fuel cell and 
the process is repeated. 

This fuel-cell system, invented by 
Dr. Bernard Agruss, chief of the 
Allison chemistry section, makes 
possible a thermally regenerative 
system—a sort of perpetual-motion 
fuel cell that requires only heat to 
keep operating. 

* 






















































































































a heat engine is limited to the 
maximum temperature reached 
minus the temperature of the ex- 
haust and divided by the maximum 
temperature. 

In addition, the fuel-cell power 
plant would be almost completely 
quiet; it would be vibration-free; 
it would require a minimum of 
maintenance because there are no 
moving parts; it would permit a 
revolution in car styling because 
the fuel cells could be scattered in 
small groups around the car; 
it would eliminate smog-producing 
exhaust; it would be independent 
of the weather, and it would need 
no oil or antifreeze. 

* * * 

ST imagine what this engine 

would do for a car manufacturer 
who had exclusive rights to it! 

Both in terms of experience and 
number of people, General Motors 
is the auto industry’s leader in fuel- 
cell research. 

GM began a small research 
program at the Tech Center in 
about 1954 and now has 35 to 40 
people working on three fuel-cell 
programs at the GM Research 
Laboratories in Warren, Mich., 
the Allison Division in Indian- 
apolis and the Delco-Remy Divi- 
sion in Anderson, Ind. 

The program at the Research 
Laboratories consists of about five 
people who are engaged in funda- 
mental fuel-cell research. This con- 
sists of taking each of the com- 
ponents of a fuel cell and trying 
to determine exactly what function 
they perform and why a certain 
type does a good job and another 
type of component does a poor job. 

After determining what the char- 
acteristics of a successful compo- 
nent are, they then seek out a 
material that has these character- 
istics in abundance. 

This approach is in contrast with 
the practical or Edisonian ap- 
proach which involves trying out 
a great many combinations of ma- 
terials until the best combination 
shows up. 
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3 Major Problems 


7 ADDITION, Chrysler’s Missile 
Division had a four-man re- 
search team on the fuel cell until| Fuel-Cell Talk at Delco-Remy— 

caehenes ee ae anne Three research leaders at GM's Delco-Remy Division, Anderson, Ind., hold a fuel-celj 
government financial support Mailed conference. From left are Dr. J. J. Lander, director of electrochemical research, and 
to materialize. two senior research engineers, W. R. Schilke and R. D. Weaver. 

Discussing the fuel cell’s future, 
Dr. Lewis said, “It’s too early to 
say whether it will be the coming 
power source for cars, but it’s a 
distinct possibility.” 

Asked about his company’s ap- 
proach to fuel-cell research, he 

said that Chrysler’s efforts have 
mainly involved the hydrogen- 
oxygen cell, not because it has 
any practical feasibility but be- 
cause it is a tool to learn with, 
like the single-cylinder engine is 
for the reciprocating engine. 

“Now,” he continued, “we’re fin- 
ished with this first step and we’re 
about to make an alcohol fuel cell.” 

Lewis said the major problems 
confronting the fuel-cell research- 
ers are (1) the development of an 
inexpensive, liquid fuel, (2) the de- 
velopment of a catalyst that would 
speed up the reaction time of hy- 
drocarbon fuels at normal temper- 
atures and (3) a number of engi- 
neering problems, mainly having to 
do with the fact that present fuel- 
cell systems are too big and heavy 
for mobile power plants. However, 
he said, nobody’s worrying about 
the latter problem. 

* * + 

ETURNING to the alcohol cell, 

he said, “There’s considerable 
difference of opinion in the com- 
pany as to whether we can success- 
fully use alcohol. I feel that an 
alcohol cell is potentially commer- 
cial, but a lot of people disagree 
with me. Alcohol is easier to han- 
dle and there is such a big gain 
in the efficiency of a fuel cell, you 
can afford to use a _ less-concen- 
trated fuel.” 

In response of other questions, 
Lewis said that Chrysler’s pri- 
mary interest in the fuel cell is 
for vehicular applications and 
that the arrival of the space age 
in 1957 generated much of the 
interest in energy-conversion de- 
vices such as the fuel cell, 

Summing up, he said, “There 
might be a breakthrough on the 
fuel cell in 10 years or so. Of all 
the new energy sources, the fuel 
cell is the closest to being used.” 

While Ford Motor Co. is ex- 
tremely active in many research 
fields, it has more or less “hedged” 
in fuel-cell research by joining 43 

‘*« * Ba 













































other United States companies in| years ago and now heads a staff 
financially supporting a pool re-| of three other doctors, a physicist, 
search program on the fuel cell| two graduate chemists and two 
at the Battelle Memorial Institute,| technicians, all of whom work 
Columbus, O. Chrysler Corp. and} full-time with fuel cells. 
Electric Autolite also participate in Included in the staff are two 
this program. former assistant professors from 
With an annual payment of $7,500} Michigan State University and the 
each, these companies support a/| University of Detroit, 
fuel-cell program carried on by| Shaw, who formerly headed the 
seven or eight full-time research-| fuel-cell programs at the Chrysler 
ers, about a dozen part-time men| Engineering and Missile divisions, 
and numerous other Battelle spe-| said that Autolite has experimented 
cialists on a sporadic basis. with fuel cells employing hydrogen, 
* *¢ * , hydrocarbons, alcohol, ammonia 
44 Share in Program and other fuels, and that the am- 


[X RETURN, each company keeps aha eee 


abreast of all current fuel cell eg 
knowledge and shares equally in - 
any discoveries made possible by Ammonia and Alcohol 
the annual budget of $330,000. Each E ASSERTED that the am- 
company receives a report each monia Cell requires only a tenth 
month on what work is being done,| as much hardware as the hydrogen 
and every six months there is 4| cell. In addition, it is cheap and 
meeting with all the sponsors. easily available and must be kept 

Although the Battelle group re-| at only 10 atmospheres of pressure, 
portedly began its work with little} compared with about 100 atmos- 
or no fuel-cell background, the} pheres for hydrogen. 
participating companies are moder-| The drawbacks of the ammonia 
ately pleased with the results. At/ cell are that it is only about half 
one recent meeting, three sponsors’ ag efficient as the hydrogen cell, 
representatives complained that} it does a poor job of releasing elec- 
Battelle was placing far too much| trons and there are no good cat- 
emphasis on developing working] alysts yet. 
fuel cells and not enough emphasis Commenting on his company’s 
on learning new fundamental experience with the alcohol fuel 
knowledge. cell, Shaw said that it has a 

The program director said he | rather low output and that it 
was happy that only three com- | doesn’t last too long before the 
— were — to oa ten catalyst is poisoned. 

e approach, because if i One of the arguments about the 
taken the approach advocated by | aicohol cell is whether the fuel cell 
these three companies, there |i, ripping the electrons out of the 
would have been 41 unhappy par- | aicohol, or whether the alcohol is 
ticipants. breaking down into hydrogen and 
_ When asked about Ford’s feel-| formaldehyde and the cell is mere 
ing on the fuel cell, a company! ly releasing the electron from the 
spokesman said that it considered| hydrogen molecules. 
several other energy-conversion He said one of the biggest prob- 
processes much better prospects aS8|jems with fuel cells that use either 
the power plant of the future than hydrogen, alcohol or ammonia is 
the fuel cell. what to do with the large amount 

Some time ago, Dr. Michael Fer-| of water produced by the combi- 
ence jr., executive director of| nation of the fue] and the oxidant. 
Ford’s Scientific Laboratory, was| Primarily, this water dilutes the 
asked about future energy convert-| electrolyte, greatly reducing its ef- 
ing processes, and he replied: fectiveness. 

“Our interest at the moment is . ¢ ¢ 
more on the principals underlying ie ADDITION, this water, which 
energy conversion and storage. For accumulates at a rather rapid 
example, we are not building fuel| rate, must be removed from the 
cells to put into a car, but rather| vehicle some way. Although this is 
are looking at fuel cells very at-| not an insurmountable problem, it 
tentively in terms of basic phenom-| may eventually be of considerable 
ena, such as catalytic activity, and| concern because the fuel cell does 
the structure and the thermody-| not have a hot exhaust to vaporize 
namics of surfaces. In much the/|the excess water, as does the re 
same way, we are investigating | ciprocating engine. 
other energy sources and energy Other major problems of the 
storage and conversion processes.”| fuel cell are the elimination of 

However, the physical research} the sludge that forms in an elec- 
department of Ford’s Aeronutronic| trolyte and the development of 
Division in Newport Beach, Calif.,| better porous electrodes that will 
is conducting a fuel-cell program.| allow the fuel and oxidant to es- 

ae cape without permitting the elec- 
GTUDEBAKER-PACKARD'S par-| trolyte to flood the electrode. 
ticipation in fuel-cell research An important fact about fuel-cell 
is through its Onan Division which| research in this country is that an 
opened up a fuel-cell lab some time! estimated 80 percent is sponsored 
ago. The lab is manned by two! by the government. Although none 
researchers whose job is to keep| of the automotive firms receive any 
abreast of the latest developments| U. S. assistance at present, most of 
in the field. them are hopeful of getting such 

Although Electric Autolite has| support in the future. 
not been in fuel cell research as Summing up the recent history 
a long as some companies, officials| of fuel-cell research, Shaw said, 
of the company feel that it is ex-| “Much has been learned about the 
pending as much effort in this field} fuel cell in the last few years, but 
as any company in the country. I don’t know how much of this is 

Dr. Manuel Shaw, manager of | practical knowledge. Very little has 
electrochemical research, estab- | been done to solve the basic prob- 
lished this fuel-cell program two | lems.” 



























* * 
Aan scientists expect to 
have an operational laboratory 
model of a liquid metal cell system 
of 100 to 200 watts by early next 
year. Prototypes should be avail- 
able by 1964, and special operational 
models will be ready by 1965. 

Starting its fuel-cell program 
more than two years ago, Delco- 
Remy has a fairly comprehensive 
program, requiring the greater part 
of the time of 19 people under Dr. 
J. J. Lander. The recently gathered 
staff includes many PhDs. 

In addition to doing much of 
the practical engineering on Al- 
lison’s military-oriented liquid- 
metal cell, Delco-Remy is doing 
a good deal of its own develop- 
ment work, seeking to determine 
the feasibility of an automotive 
fuel-cell power plant. 

Chrysler Corp.’s Engineering Di- 
vision has had a small research 


program on the fuel cell for the 
+ oe * 





















































































































































































































































































* * * 


Some Progress at GM 


HE GM Research Laboratories’ 
scientists, who also work on 
other energy-conversion processes, 
are particularly interested in learn- 
ing about catalysts, and they have 
worked on both low-temperature 
and high-temperature fuel cells. 
Some slight progress reportedly has 
been made in that an understand- 
ing of the major problems has been 
gained. 
One GM official said, “Some peo- 
ple out here are really enthusiastic 
about the potential of the fuel cell 


49 Pct. Gain Noted 
In Dealer Orders 
For Chryslers 


DETROIT. — Dealer orders 
through October for ’62 Chryslers 
were 49.4 percent higher than dur- 
ing the like period last year, ac- 
cording to C. E. Briggs, Chrysler- 
Plymouth general manager. 

Production schedules for Chrys- 
ler cars during November and De- 
cember have been set at the highest 
level since 1955, he said. Output 
will be up 70 percent over the same 
two months in 1960, he added. 

Sales are especially high for the 
Chrysler 300 Series, he continued, 
so November production of the 300 
will be 77 percent over October and 
an additional 20 percent increase 
is scheduled for December. 

“There is an exceptional demand 
for cars with bucket seats and 
other features which have a sports- 
car flavor,” Briggs said. “We find 
this to be true also in the case of 
Valiant. We have increased by 60 
percent our November production 
of the Valiant Signet 200, a bucket- 
seat, two-door hardtop.” 

Briggs said 75 percent of all or- 
ders for Chrysler 300 two-door 
hardtops call for leather bucket 


seats and more than 20 percent of Chrysler's Fuel-Cell Lab— 


them specify extra-high perform- 
Dr. Clayton Lewis, chief engineer of basic sciences research at Chrysler Corp., ex- 


ance engines. The standard engine 
for the Chrysler 300 is rated at 305| amines a small fuel cell in the company’s fuel-cell lab. At left is Don Schindehette, 
engineer-in-charge. 


horsepower. 








































































Allison Inventor— 


Dr. Bernard Agruss, chief of the chem- 
istry section of GM's Allison Division, in- 
vented a regenerative liquid metal fuel 
cell which will be suitable for space ve- 
hicles. 































































































There is nothing like a ‘Jeep’ franchise 
to boost your snowtime sales! Because 
of their famous 4-wheel drive traction, 
‘Jeep’ vehicle sales are at their mel 
during the winter months, when Sales of 
other vehicles are at their lowest! Year- 
around ‘Jeep’ vehicle sales are at an all 
time high and still climbing. As a result 
dealer profits have been outstanding... 
gross profits average over $400 per 
vehicle after washout! And you can 
add a ‘Jeep franchise to your present 


line with little increase in overhead. 


As a ‘Jeep’ dealer you are supported by 
unequalled commercial vehicle national 


television advertising. 


” 
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FIND OUT ABOUT A ‘JEEP’ FRANCHISE NOW! 
a a 


cep 


VEHICLES 


‘Jeep’ vehicles ...made only by Willys Motors one of the growing Kaiser Industries 


For complete information on how a ‘Jeep’ franchise can make your sales rise when snow flies, write: James Beattie, Jr., Vice President & 
General Sales Manager, Willys Motors, Inc., Toledo, Ohio. Or in Canada, write: Guy Campbell, Willys of Canada, Ltd., Windsor, Ontario, Canada. 
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and exceed Federal torque perform- 
ance specifications for steel ratchet 
wrenches. 


WASH GUN—Dual Wash Gun, a device 
for washing vehicles, has been introduced 
by Gasoilair Equipment Co., P. O. Box 
768, New Haven, Conn. Attached to a 
garden hose, the unit delivers a spray of 
water and shampoo. Plastic container at- 
tached to gun holds six ounces of soap. 

WHEEL BALANCER — The “Bombsight"’| same gun suds and rinses. 
wheel balancer, said to be the first unit +. * *# 
using both the bubble centering principle 
and a direct reading weight scale, has 
been announced by Lincoln Engineering 
Co., 4010 Goodfellow Bivd., St, Lovis 20, 
Mo. The balancer features a calibrated 
weight scale that is graduated in 14-ounce 
divisions from zero to eight ounces. By 
screwing down the knob above the scale, 
the scale indicator shows amount of weight 
required to balance the wheel and the 
plunger shows the location for attaching 
the weight, it is claimed. The system uses 
four weights—from one to four ounce— 
with each weight marked in 4-ounce divi- 


Controls Co. Engineers 


Motor for IBM Typewriter 


Controls Co. of America, 9555 
Soreng Ave., Schiller Park, Ill., has 
engineered a shaded-pole motor to 
power International Business Ma- 
chines Corp.’s new electric type- 
writer, the Selectric. 

Redmond Co., Owosso, Mich., a 
subsidiary of Controls Co.,, first 
began work three years ago to de- 
velop a special] motor which would 
meet the performance requirements 
of the Selectric, Operating at high 





STEAM CLEANER—Choldun Mfg. Corp., 
331 East St., New Haven, Conn., has in- 
troduced a high-efficiency, oil-fired steam 
cleaner, the Iron Horse Model No. 120. 
A specially designed twin-piston water 


pump enables the unit to deliver 120 be 


gallons of saturated team mixed with 
chemical solution at from 50-100 pounds 
of operating pressure, it is claimed. This 
unit is available with shut-off gun. A 
vortex pressure-type burner atomizes the 
fuel and delivers hot water in 20 seconds 
—steam in 30 seconds—and full working 
pressure in 60 seconds, it is said. Hot 


water rinse is a builtin feature. 
Cee 


Radio Antennas for ’62s 


Introduced by Motorola 


A complete line of Golden Beam 
auto antennas designed to fit most 
1962 automobiles has been announc- 
ed by the Parts and Accessories 
Division, Motorola, Inc., 9401 W. 
Grand Ave., Franklin Park, Il. 

The line also includes a wide 
variety of universal antennas for 
cowl mounting, rear mounting, side 
mounting, disappearing and re- 
placement mast applications, the 


sions so the last number showing indicates 


the weight when each end is cut at that 


point}. 
eo. i 


Alignment Gauge Set 


No. 27AC alignment gauge set 


features the Check-O-Matic system 
and No. 27 universal gauge in a 
red carrying case which provides 
protection, storage and easy trans- 
portation for gauge and accesso- 
ries, according to Bear Mfg. Co., 
2016 Fifth Ave., Rock Island, Ill. 


* * * 





THERMOSTAT TESTER — Borroughs Tool 
& Equipment Corp., 2429 N. Burdick St., 
Kalamazoo, Mich., has announced a low- 
priced thermostat tester. It consists of a 
transparent glass beaker, in a suitable 
frame, with a builtin thermometer pro- 
jecting at the top, At the bottom of the 
beaker is an electric heating unit with 
plugin cord. Inside the beaker is a re- 
movable wire stand with an arm at the 
top, from which hangs a detachable steel 
ribbon. In use, this wire stand is removed, 
the ribbon is detached, the thermostat is 
opened by pressing on opposite side and 
is made to “bite’’ and hang on the end 
of the ribbon, the ribbon is hung to the 
arm of the stand, the stand is replaced 
into the beaker, the beaker is filled with 
water and the heating element is plugged 
in. When the water gets hot enough, the 
thermostat opens, lets go of its “bite” 
and drops to the bottom of the beaker. 
The opening temperature is then noted 
on the thermometer, indicating whether 


the thermostat is faulty. 
ee. s 


Proto Tool Offers Line 


Made of Aluminum Alloy 


Proto Tool Co., 2209 Santa Fe 
Ave., Los Angeles 54, Calif., has an- 
nounced a line of lightweight, high- 
strength hand tools said to be made 
of an advanced heat-treated alloy 
of aluminum. First in the Protolite 
line are two ratchet wrenches. 

It is claimed that weights are 43 
percent less than steel wrenches, 
equal in strength to steel wrenches 








speed, the new typewriter is equip- | firm said. 


ped with a golfball-like typing ele- 
ment which eliminates conventional 
type bars and a moving carriage. 

* * as 


* * 


Business Cards 


Business cards showing the 1962 
models are available from Utley 
Bros., Inc., 17631 Filer, Detroit 12, 
Mich. These cards are printed in 
four colors and are available for 
all new-car dealers. 


* * 





FIN KiT—Centrofin, a fin kit for the 
Chevrolet Corvair, has been announced by 
Products Unlimited/Industrial Design, 734 
W. Bristol St., Elkhart, Ind. Molded of 
fiberglass, the fin installs without drilling. 
Forward edge clips over deck lid, and 
mounting is done with bolts through holes 


WINDSHIELD VISOR — An automobile | Provided by removal of the rear name 
plate. 


windshield visor that covers the full width ie oe 


. ; lid f . . 
of the front windshield, yet slides out o Wheel Cylinder Kit 


the way when not needed has been de- 

veloped by Vista-Visor, Inc., 6560 Cass Eis Automotive Corp., Middle- 

Ave., Detroit 2, Mich. Molded of tinted,| town, Conn, has marketed a rede- 
signed wheel cylinder kit, called 


transparent Plexiglas acrylic plastic and 
known as the Sliding Sunshield, the 54-|the GD-P, for replacement on 
1956-61 Chrysler cars. 
* 


inch-wide, 13-inch-high visor slides on 

stainless steel rails mounted on the inside - oe i 
of the car roof, When in the ‘‘in-use” po- : 
sition, the slotted lower half of the Visor 
slides down behind the car mirror to cover 


the top half of the windshield. 
oo eS 


For VW Owners 


Fisher Products, 21-10 44th Drive, 
Long Island City 1, N. Y., offers 
an electric reserve fuel warning 
system designed to eliminate the 
‘out-of-gas’ problem for Volks- 
wagens without gas gauges. The 
device is a product of -MotoMeter 
of Germany. It has a sensing unit 
that activates a red warning light 
on the dashboard when the fuel 
reaches the reserve level point. 


* * * 





IGNITION SWITCH CONTROL — Allen 
Electric & Equipment Co., 2101 N, Pitcher 
St., Kalamazoo, Mich., has announced a 
universal remote starter and ignition 
switch control, Model 26-12. It features 
a three-way universal switch that will 
start, stop or crank the engine. The me- 
chanic can now control the starting motor 
while working outside the car, which other- 
wise required an assistant to operate the 
vehicle starting switch, it is said. 
THERMOMETER—Fisher Products, 21-10 ae, Coa ee 


44th Drive, Long Island City 1, N. Y., has Ss ° 
pray for Melting Ice 


announced an indoor-outdoor thermometer 

with a warning light, Model 1004. A red A spray for melting ice and snow} 
light is illuminated when the temperature | On Car windows has been announc- 
drops to 32 degrees. The MotoMeter ther- | ed by Speco, Inc., Cleveland 9, O. 
mometer is 2% inches in diameter and | Called Ice Rem De-Icer, it thaws 
features an illuminated dial—red needle | ice at 20 degrees fahrenheit, it is 
indicates outdoor temperature and wane | Sane, In addition, it is said to 
needle indoor temperature. lengthen blade life and prevent any 
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NEW PRODUCTS 


chance of scratching by eliminating 
the need for heavy scraping. 
* * * 





CONVERTIBLE TOP SPRAY—Mar-Hyde, a 
coloring and recovering material for vinyl 
convertible tops, has been announced by 
H. Talbot Co., 125 Terrace Drive, Cincin- 
nati 5, O. Applied with a regular spray 
gun, the material is said to cover stains 
by penetrating the surface and becoming 
a new covering. Mar-Hyde also is said to 


waterproof the seams. 
eens es 


Automatic Battery Fillers 


Announced by Ken-Tool 


Automatic self-levelling battery 
fillers and testers have been an- 
nounced by Ken-Tool Mfg. Co., 
Akron 5, O. 

Ken B-70 is said to fill quickly to 
the correct level, and then auto- 
matically shut off, eliminating spills 
and dripping. Ken B-71 combines 
an automatic filler and tester into 
a single unit. It tests on either six 
or 12-volt systems and has a visual 
trouble indicator. 

* * ok 


Metal Cutter 


Fenway Machine Co., Inc., 1910 
N. Marshall St., Philadelphia 22, 
Pa., has announced the Mode] AMN 
Nibbler for cutting 14-gauge stain- 
less and 13-gauge mild steel at 
speeds of 70 inches a minute. 


* * * 





HYDRAULIC CYLINDER—A hydraulic cyl- 
inder, designed and built by Delco Prod- 
ucts Division, 329 E. First St., Dayton 1, O., 
is part of a pull-down device for rear 
compartment deck lids, available on 1962 
Cadillacs. Purpose of the pull-down device 
is to provide easy closing and, at the same 
time, assure a positive weather-tight seal 
on all edges of the extensive deck lid, it 
is said. With the device a driver can un- 
lock the lid from a push button control 
inside the glove compartment, or by in- 
serting a key in the deck lid lock. The 
pull-down mechanism operates only as the 
lid is being closed. 

re. eo 


International Parts Adds 


Five Winter Products 


International Parts Corp., 
W. 42nd Place, Chicago 32, Ill., has 
announced an expanded winter line 


by adding a de-icer, window wash- 
er antifreeze, reinforced heater 
| hose, a cold weather fuel additive 


and a line of butterfly valve therm- 
ostats. 

International is marketing Start, 
a water absorbing fuel additive; 
Windshield De-Icer; Windshield 
Washer AntiFreeze, and the therm- 
ostats. All five products carry the 
International label. 








4101 | 











OVERLOAD SPRING—An overload 
spring, called the Cambria Torsion-Loader, 
for Chevrolet and GMC trucks which are 
equipped with independent front suspen. 
sion, has been announced by the Trainor 
National Spring Co., New Castle, Ind. In 
this truck's independent front suspension 
design, the torsion bar on each wheel acts 
independently of the other. And to control 
the movement of the wheels, the Cambria 
overload leaf spring is mounted trans- 
verse across the front of the chassis so 
the ends of the bottom leaf clamp to the 
bottom of each lower A-arm and provide 
added support when the load on the front 
end is increased, it is said. 

CR Ce 


Walker Introduces 


No-Seam Muffler 


Walker Mfg. Co., 1201 Michigan 
Blvd., Racine, Wis., has introduced 
a straight-through, glass-pack muf- 
fler, called the Continental Mark 
ak. 

The muffler’s shell, heads and 
connections are said to be integra]- 
ly formed from a continuous tube 
of steel. There are no seams to 
blow, no welded or crimped heads 
or connections to crack or break, 
according to Walker. 

* * + 





DISCS—An improved pressure sensitive 
disc that will not slip off the pad at high 
speed has been announced for the auto 
body repair trade by Minnesota Mining & 
Mfg. Co., 900 Bush Ave., St. Paul 6, Minn. 
A stronger adhesive prevents slippage, it 
is claimed. A resin bond construction 
makes the discs cut faster and last up to 
three times longer than the previous type, 
3M said. The discs are for grinding hard- 
to-get-at spots and repairing small areas. 
Flexible rubber pad holders with a one- 
quarter inch shank also are available. 

ae 


No-Wax Cleaner 


A no-wax cleaner and spray-on, 
wipe-off, no-rub sealer, said to pro- 
tect car, chrome and other hard 
finishes for one year, has been in- 
troduced by Geyer Chemical Engi- 
neering Corp., 343 S. Dearborn St. 
Chicago 4, Il. 


Ed * * 





BRAKE BLEEDER— For small shops o 
service stations, Grey-Rock Division, Ray: 
bestos-Manhattan, Inc., Manheim, Pa., of 
fers the one-gallon capacity, brake bleedef 
shown above. Air pressure safety valve 
operates automatically, it is said. Chain 
with hook can be used to hang entire unit 
over job, while bleeding system. Master 
cylinder adaptors for General Motors, 
Ford and Chrysler cars are standard equip- 
ment. Other special features include 9 
carrying handle, adapter fitting and aif 
hose with quick coupling connector 
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Old joke. Farmer to county agent: “I ain’t farming half as 
well as I know how now.” The old joker, if he ever existed, 
today works in a factory, or is on relief. Because competition 
and high costs have forced out the half-way farmer. 

Farms are larger, represent a greater investment. Farming 
is steadily changing, requires new buildings, mechanization, 


efficient operation—and SucceEssFuL FARMING. 
Q \ \) SF is not only read, but studied, clipped, 


filed, consulted again and again. 

For the volume producer of field crops and livestock, 
SF is a work manual, crammed with case histories of 
planting, fertilizer applications, pest controls, silage and 
crop storage, breeding, feeding, materials 
handling, barn, pen, and feedlot layouts, 
marketing, housekeeping. It helps the 
farmer plan his plan, build and buy 
better, get better yields from every acre, 
every building unit, every working hour. 
It helps the farm family live better. 

And because SuccessFruL FarMinc has 
been helping the country’s best farmers 
for fifty-nine years, it has earned their 
confidence and respect—evident in the 
exceptional reception and response for 
the advertising in its pages. 

With 1,300,000 selected circulation, 
SF represents one of today’s best class 
markets. Its farm subscribers earn 70% 
more than the national farm average. 
And twelve regional: and state editions 
plus the national edition permit localized, 
seasonal, and special promotions, dealer 
support, product and copy testing. 

If you want more action from your 
advertising, use SUCCESSFUL FARMING. 
Details from any SF office. 





SUCCESSFUL FaRMING . . . Des Moines, New York, 
Chicago, Atlanta, Boston, Cleveland, Detroit, Los Angeles, 
Minneapolis, Philadelphia, St. Louis, San Francisco. 
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U. S. IMPORTER 
TRANSCONTINENTAL 
MOTORS, INC. 
230 Park Avenue 
New York 17, N. Y. 










Spare Parts Center: 
LUDWIG MOTOR CORP. 
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300 Makers Exhibit at ‘Best Auto Show Ever’... 









Japan’s 62s Displayed in Tokyo 


By Stuart Griffin 


Staff Correspondent 


TOKYO. — The eighth Tokyo 


Motor Show has been acclaimed 
as the “best auto exposition ever.” 

More than 300 makers of mini- 
ature cars, standard passenger 
sedans, sports cars, trucks, buses 

and auto parts exhibited their ’62 

models during the two-week pe- 

riod, 

The stars of the exposition wére 
Isuzu Motor Co.’s “Bellel” sedan, 
Toyota Motor Co.’s sports model 
and similar sports cars produced by 
both Nissan Motors and Fuji Heavy 
Industry. These sports models all 
are in the 400-425 cubic-centimeter 
displacement range. The various so- 
called “minicars,” whose engine dis- 
placements once about 360 cubic 
centimeters, recently have been 
souped up to 600. 

Auto makers are placing special 
significance on the imminent trade- 
liberalization activity, making all- 
out efforts to improve both designs 
and performance in preparation for 
competition in Japan with foreign 
makes after Japan liberalizes car 
imports, as she is being compelled 















421 East 91st Street 
New York 28, N. Y. 


to do despite much grumbling. 

Perhaps the most interesting 
feature of the show was the com- 
petition of new “high-class minia- 
turized vehicles, with engine dis- 
placements of between 600 and 
700 c. c.” 

This trend was started in July 
when Japan’s No. 1 manufacturer, 
Toyota, unveiled its “Publica 700 
ce. c.” It was shortly followed by 
new models from Fuji Heavy In- 
dustry and the Mitsubishi Heavy 
Industries, Reorganized, with their 
new 600 c. c. engines. 

With respect to the larger mod- 
els with engines displacing up to 
1,900 c. c.—carg that still are small- 
er than even the smallest U. S. 
car—improved external appearance 
and better road vision are the chief 
new features. 

Combined with the styling im- 
provements is a more funda- 
mental change in performance. 
Maximum speeds are rising fast 
and acceleration is showing a 
rapid upward climb. Special at- 
tention is being paid continuously 
to lowering fuel consumption and 
maintenance costs. 

Some experts called the sports 
models the “real stars of the show.” 

Chief of these is the Prince Sky- 
line sports convertible, a big four- 
seater with a 1,900 c. c. engine and 
a top speed of 100 miles per hour. 
The car will sell for about $5,250. 
Smaller but streamlined is the im- 
proved version of Nissan’s Datsun 
Fair Lady, a vehicle that carries 
up to four and has a 60-HP engine 
that can do well over 90 MPH. 

A “people’s car” was finally put 
on display, and will go on sale 
next spring. This is the Subaru 
Sports, made by Fuji Heavy Indus- 
tries. It is a tiny two-seater with 
detachable hood and side curtains. 

Nissan has come up with a 
custom-built model, a four-seat 
sedan with pushbutton controls 
for adjusting seats, moving win- 
dows up and down and regulating 
temperatures. At another but- 
ton’s touch, the back of the front 
seat reclines to form a bed. 

Nissan and Isuzu, the latter new 
to passenger-car manufacturing, 


Vehicle Sales 
Set Record for 


Year in Canada 


MONTREAL. — Record numbers 
of new motor vehicles were sold in 
Canada during 1960, the year’s total 
rising 4.1 percent to 523,188 units 
from the previous high of 502,626 
in 1959. 

Retail value of these sales also 
reached a new peak at $1,574,827,- 
000, larger by 2.2 percent than the 
preceding year’s total. 

The increase in new-vehicle sales 
was due entirely to sales of new 
cars, which increased 5.3 percent 
in number to 447,771 units from 
425,038 in 1959, and 3.9 percent in 
dollar value. 

On the other hand, the number 
of commercial vehicles sold de- 
creased 2.8 percent to 75,417 from 
77,588, while the value fell 4.5 per- 
cent. 


























FRANCHISES AVAILABLE IN OHIO 
Cincinnati, Columbus, Toledo, and Springfield 





Part of a nationwide franchising program servicing New 
Car Dealer warranty claim accounts. 


Franchised offices technically evaluate, process, type and 
record new car warranty claims. 


Capital requirement — $8500.00. 
Strong automotive background essential. 









NATIONAL AUTO DEALERS SERVICE, INC. 
6510 Pearl Rd. Cleveland 30, Ohio 
TUxedo 6-2766 
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have come out with diesel models. 

Nissan hag produced a “Cedric 
Standard,” a four-cylinder diesel 
with a top speed of 62 MPH, and 
Isuzu is displaying a similar four- 
cylinder sedan, the “Bellel Diesel,” 
with a top speed of 65 MPH. There 
also is an Isuzu “Bellel” gasoline- 
engine model. 

Models of two foreign cars pro- 

* * * 


duced here under license are the 
Hillman and the Renault. 

The big display in the commer. 
cial line was a 40-passenger, dou- 
ble-decker tourist bus built by 
Mitsubishi Nippon Heavy Industry 
Co. Driven by a diesel with exhaust 
gas supercharger, it has a maxi- 
mum speed of 00 MEH. 

* 
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New Minicars Star in Tokyo Show— 


New minicars with engines boasting cubic-centimeter displacements in the 600-700 
range, greater than ever for such small Japanese cars, were featured at the eighth 


Tokyo auto show. 


FTC Chief Speaks Softly 
But Sternly on Fraud in Ads 


WASHINGTON.—The iron hand 
in the velvet glove approach was 
taken by Federal Trade Commis- 
sion Chairman Paul Rand Dixon in 
a speech on advertising before, the 
Chicago Better Business Bureau. 


He asked for industry coopera- 
tion but left no doubt that FTC 
would take whatever action 
might be necessary to eliminate 
false and deceptive advertising. 

For the vast majority of offend- 
ers—the “snidgers” or the ones who 

try to breathe too much enthusiasm 
into a claim, education from agen- 
cies or FTC will help, especially if 
it’s backed up with enforcement, 
Dixon said. 

If an advertiser wonders about 
the “delicate shadings” of mean- 
ing, Dixon noted that “it is sur- 
prising how quickly the grey 
shades become black when he 
judges a competitor’s ad.” Dixon 
suggested that he judge “the shad- 
ings of his own advertising by the 
same standard.” 

Dixon recommended group ac- 
tions rather than the “whipping 
boy” approach. “Not only is there 
a large element of injustice in 
punishing one for doing no more 
than his competitors are doing, but 
the ‘whipping boy’ cases are likely 
to be so scattered and infrequent 
that the rest of the boys are will- 
ing to take their chances on not 
getting caught. 

“Thus, even in the use of for- 
mal adversary proceedings, we 
would do well to bring group, 
rather than individual, actions 
wherever possible. Their impact 
is greater, and they serve as a 
far more effective deterrent to 
others.” 

The FTC chairman appealed to 
advertising agencies and news 
media to cooperate in the “educa- 
tional” approach and he suggested 
using the new FTC publication, 
“Advertising Alert’—a summary of 
FTC actions—to keep informed of 
what the commission considers il- 
legal. 

Dixon also said FTC was going 
to be able to move faster. He said 








he was not talking about “miscel- 
laneous scattered complaints that 
bear little relationship to each 
other.” In referring to a “concert- 
ed attack on a particular business 
evil,” Dixon said: 

“We intend to use every legal 
power at our disposal to eliminate 
it and, if our legal authority is in- 
adequate, we certainly shall press 
for additional legislation. Partic- 
ularly do we need the right to issue 


temporary cease and desist orders, 
which, subject to court review, 
would empower the commission to 
strike immediately and effectively 
at business evils that imperil the 
public interest.” 
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NOW! ONE MECHANIC DOES 
THE ENGINE AND TRANSMISSION 
WORK OF TWO WITH THE NEW 








Motor Porter 


Transmission cradle with 
360° swivel 









Worm 
gear 
lifting 
Platform raises from action 
0” up to 34” 


LIFTING CAPACITY 
500 LBS. 


Complete with transmission cradle, 
and 2 interchangeable engine cra- 
dles, $199.50, F.O.B. BUFFALO, N. Y. 


Motor Porter Inc. 


3325 GENESEE STREET © BUFFALO 25, N.Y. 


MOTOR | 
MASTER 


DEFIANCE: OHIO l®@ 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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"Prices of ’61s added and '53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 14, It 
appears as if market is now levelling off. 
Plenty of action, Enthusiastic response by 
buyers. Sold 198 cars from 276 consign- 
ments. 

BUICK—’61 Special 4-dr., $1,490. 

160 LeSabre 4-dr. hardtop, $1,750* (ps). 

’59 LeSabre 4-dr. hardtop, $1,080* (ps), 
$950* (ps). 

58 Century conv., $750* (ps). 

57 Special conv., $670* (ps), $600* (ps); 
2-dr. Riviera, $440*; 2-dr., $260*; 4- 
dr., $380* (ps); RM 4-dr. Riviera, 
$550* (ps); Super 2-dr. Riviera, $510* 
(ps), $440* (ps). 


56 Century 4-dr, Riviera, $590* (ps), 
$180*. 

’55 Special 4-dr. Riviera, $165* (ps); 
4-dr., $160*; conv., $105*. 

CADILLAC—'60 de Ville 4-dr, hardtop, 
$3,300* (ps); (60) Special 4-dr, hard- 
top, $2,980* (ps). 

’58 (62) 4-dr. hardtop, $1,260* (ps). 
'57 (62) conv., $1,210* (ps), $1,100* 


(ps); Sedan de Ville, $610* (ps). 

’56 (62) 4-dr., $930* (ps); (75) Limou- 
sine, $800* (ps). 

’53 (62) 4-dr., $100* (ps). 

°52 (75) 4-dr., $100* (ps). 

CHEVROLET—’61 Impala (8) 2-dr., $2,- 
040* (ps); conv., $2,000* (ps); Bel Air 
(6) 2-dr., $1,670; Corvair (6) ‘700 sta- 
tion wagon 4-dr., $1,510; 2-dr., $1,390. 

60 Impala (8) sport coupe, $1,630*; 4- 
dr., $1,550*; Parkwood (8) 4-dr., $1,- 
550* (ps); Bel Air (8) 4-dr., $1,450* 
(ps), $1,430* (ps), $1,385* (ps), $1,- 
375*, $1,375* (ps), $1,365*, $1,350*, 
$1,295* (ps); Bel Air (6) 4-dr., $1,- 
350*, $1,330*, $1,325*, $1,235, $1,250, 
$1,230, $1,225; Brookwood (6) 4-dr., 


$1,250, $1,225. 
’59 Parkwood (6) 4-dr., $1,135, $1,100, 


$1,035* (ps), $1,025; Parkwood (8) 
4-dr., $1,150*, $1,085, $1,070*; Bel 
Air (8) 4-dr., $1,050* (ps), $1,000, 
$990; 2-dr., $900; Bel Air (6) 4-dr., 


$1,005*, $930; 2-dr., $900, $805*, $795; 
Impala (8) 4-dr., $1,020* (ps); Bis- 
cayne (8) 4-dr., $810. 

58 Bel Air (8) station wagon 4-dr., 
$685* (ps); Brookwood (6) 4-dr., $550. 

'57 Two-ten (8) 4-dr., $635* (ps); 2-dr., 
$590; Bel Air (6) 4-dr., $625*; Brook- 
wood (6) 4-dr., $600. 

’56 Bel Air (8) sport sedan, $470*, 
$360*; Bel Air (6) 2-dr., $350* (ps). 

"55 Bel Air (8) 4-dr., $260*, $165* (ps); 
Bel Air (6) conv., $230*, $220*; 4-dr., 
2 at $100. 

CHRYSLER—’60 NY 
800* (ps). 

‘59 Saratoga 4-dr., $1,100* (ps). 

56 NY 2-dr. hardtop, $500* (ps). 
DeSOTO—'54 Firedome 4-dr., $100* (ps). 
DODGE—’60 Dart (8) Seneca 4-dr., $970*. 

’59 Coronet (8) 2-dr, hardtop, $1,150* 
(ps). 

*57 Coronet (8) 4-dr., $400*, $320* (ps); 
Coronet (6) 4-dr., $285*. 

’55 Coronet (8) 2-dr. hardtop, 
$125*. 

FORD—'61 Galaxie (8) 4-dr., $1,825* (ps); 
Falcon (6) 2-dr., $1,570. 

’60 Galaxie (8) 4-dr. Victoria, $1,320* 
(ps), $1,300* (ps); Country Sedan (8) 
4-dr., $1,300* (ps); Fairlane (8) 2-dr., 
$1,140*; 4-dr., $1,000; Fairlane 500 
(8) 2-dr., $1,070* (ps). 

*59 Galaxie (8) 4-dr., $1,150* 
Fairlane (8) 2-dr., $890*, $850*; 
tom 300 (8) 2-dr., $635*, $625* 
$620. 

’58 Thunderbird (8) 2-dr, hardtop, $970* 
(ps). 

’57 Country Squire (8) 4-dr., $530* (ps); 
Country Sedan (8) 4-dr., $210*. 

’56 Fairlane (8) 2-dr. Victoria ,$320*, 
$230* (ps), $130*; Country Squire (8) 
4-dr., $300*; Custom (8) 4-dr., $205* 
(ps); Custom (6) 2-dr., $190*. 

"55 Fairlane (8) 2-dr. Victoria, 
4-dr., $210* (ps), $200*; Custom 
4-dr., $145*. 

IMPERIAL — ’59 Imperial 4-dr., $1,210* 
(ps). 

58 Imperial 2-dr, hardtop, $1,380* (ps). 
MERCURY—’59 Colony Park 4-dr., $1,235* 
(ps); Commuter 4-dr., $1,025* (ps). 

*58 Montclair 4-dr., $435* (ps). 

57 Commuter 2-dr., $440*. 

"56 Montclair 2-dr, hardtop, $230*, $200* 
(ps); 4-dr. hardtop, $240*. 

55 Monterey 2-dr., $145*. 

*54 Monterey 4-dr., $125*, $115*. 

OLDSMOBILE—’59 (88) Fiesta 4-dr., $1,- 
435* (ps); 4-dr., $1,290* (ps); 4-dr. 
Holiday, $1,240*. 

"ST (88) 2-dr. Holiday, $450* (ps), $445* 
(ps); 4-dr., $440* (ps), $430*, $425*; 
(S8) Super 4-dr, Holiday, $440* (ps); 
(98) conv., $420* (ps). 


4-dr. hardtop, $1,- 


$135*, 


(ps) ; 
Cus- 
(ps), 


$225°*; 
(8) 


’b6 (88) Super 4-dr. Holiday, $240* (ps). 
’55 (88) 4-dr., $235* (ps); 2-dr. Holiday, 


$160*. 
PACKARD—’55 Patrician 2-dr. hardtop, 
$125* (ps). 
PLYMOUTH—’61 Valiant (6) station wag- 
on 4-dr., $1,785* (ps). 
’60 Savoy (6) 4-dr., $900*, $795. 


’59 Belvedere (8) conv., $885; Suburban 
(8) Custom 4-dr., $700. 

"58 Savoy (8) 4-dr., $375*, 
burban (8) Custom 4-dr., 
Belvedere (8) 4-dr,. hardtop, $385*. 

’57 Belvedere (8) 4-dr. hardtop, $425*; 
Savoy (8) 4-dr, hardtop, $400*; Plaza 
(8) 4-dr., $190. 

’56 Belvedere (6) 4-dr. hardtop, $195* 
(ps); Plaza (8) 4-dr., $180*. 

’55 Savoy (8) 4-dr., 2 at $100*. 
PONTIAC—'60 Catalina Safari 4-dr., $1,- 
600* (ps); sport coupe, $1,590. 

’59 Bonneville 4-dr., $1,600* (ps). 

’58 Star Chief 2-dr. Catalina, $885* (ps); 
Chieftain 4-dr., $795* (ps); 4-dr. Cata- 
lina, $605* (ps). 

‘57 Star Chief 4-dr., 
4-dr., $410* (ps). 

’56 Chieftain 4-dr, Catalina, $495*. 

’55 Chieftain 4-dr. Catalina, $215*; 
Chieftain Safari 2-dr., $140*. 

’54 Star Chief 4-dr., $100*. 

RAMBLER—’60 Ambassador (8) Custom 
4-dr., $1,525* (ps); American (6) De- 
luxe 2-dr., $820. 

"59 American (6) 
4-dt., $1,035*. 

STUDEBAKER—’59 Lark (6) Regal sta- 
tion wagon 2-dr., $600. 
MISCELLANEOUS—’59 Ford (8) 
$210. 


$370*; Su- 
$525* (ps); 


$710*; Chieftain 


Super station wagon 


%-ton 
pickup, $850. 
’57 Ford (6) 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
sale of Nov, 14. 


BUICK—’60 Electra 225 4-dr. 
$2,490* (ps); Electra 2-dr, 
$2,375* (ps). 

’59 LeSabre 4-dr., $1,715* (ps). 

’58 Super 4-dr. Riviera, $1,065* (ps). 

’57 Special 2-dr. Riviera, $600*, $510*. 

56 Super 4-dr, Riviera, $370*; 2-dr. 
Riviera, $330* (ps). 

’55 RM 2-dr, Riviera, $375* 
cial 4-dr., $370*; 4-dr. Riviera, 2 at 
$255*; Century 2-dr,. Riviera, $285* 
(ps); Super 2-dr, Riviera, $250* (ps). 


Delivery, 


hardtop, 
hardtop, 


(ps); Spe- 


’54 Special 2-dr., $305*; 4-dr., $180*. 
CADILLAC—’61 de Ville 2-dr. hardtop, 
$4,850* (ps), $4,700* (ps), $4,685* 
(ps), $4,285* (ps); 4-dr. hardtop, 
$4,700* (ps), $4,585* (ps). 
°60 (62) 2-dr. hardtop, $3,600* (ps), 
$3,585* (ps), $3,450* (ps). 


*59 de Ville 2-dr. hardtop, $3,135* (ps); 


(62) 4-dr. hardtop, $2,840* (ps). 
’58 (62) Sedan de Ville, $1,765* (ps). 
56 (62) Coupe de Ville, $1,090* (ps); 

Sedan de Ville, $985* (ps); conv., 

$910* (ps), $865* (ps). 

’55 (62) 4-dr., $660* (ps). 

’54 Eldorado conv., $800* (ps); (62) 
4-dr., $600* (ps), $475* (ps); conv., 
$365* (ps). 

53 (60) Special 4-dr., $315* (ps). 

CHEVROLET—’61 Corvair Monza (6) 2- 
dr., $1,895; Corvair 500 (6) 4-dr., 


$1,365; Corvair 700 (6) 2-dr., $1,105. 

"60 Corvette (8) conv., $2,700; Impala 
(8) sport coupe, $2,020* (ps), $1,965* 
(ps), $1,955* (ps), 2 at $1,950* (ps), 
$1,940* (ps), $1,870* (ps); sport se- 
dan, $1,860* (ps); conv., $1,675*; 
Parkwood (8) 4-dr., $1,975* (ps), $1,- 
955* (ps); Brookwood (8) 4-dr., $1,- 
820* (ps); Bel Air (8) 4-dr., $1,700* 
(ps), $1,495*; Biscayne (8) 4-dr., $1,- 
420*; Biscayne (6) 2-dr., $1,190; Cor- 
vair 700 (6) 4-dr., $1,205. 

’59 Nomad (8) 4-dr., $1,650* (ps); 
pala (8) sport sedan, $1,410* 
Bel Air (8) 4-dr., $1,230*, $1,180, 
$1,135* (ps); Biscayne (8) 4-dr., $1,- 
080*; Biscayne (6) 2-dr., $1,030* (ps), 
$995*, $795. 

’58 Impala (8) conv., $1,080* (ps); Bis- 
cayne (8) 4-dr., $885*; Brookwood (8) 
4-dr., $885*; Bel Air (8) 4-dr., $850*; 
Delray (8) 2-dr., $700*. 

’57 Corvette (8) conv., $1,425; Bel Air 
(8) sport coupe, $950*; sport sedan, 
$910* (ps), $735*; Two-ten (8) sta- 
tion wagon, $735*; One-fifty (8) 4- 
dr., $690*; One-fifty (6) utility sedan, 
$425*. 

’56 Bel Air (8) sport sedan, $750* (ps); 
4-dr., $705*; sport coupe, $620*; conv., 
$585*, $550*, $535* (ps); Two-ten (8) 
sport sedan, $550*; One-fifty (6) 4-dr., 
$375. 

’55 Bel Air (8) sport coupe, $610, $605*, 
$590*, $465*; station wagon, $510*; 
4-dr., $500*; Bel Air (6) 2-dr., $450; 
Two-ten (8) 2-dr., $495, $360; sta- 
tion wagon, $400*, $350*; MTwo-ten 
(6) 4-dr., $495*, $365; sport coupe, 
$480; Two-ten (6) 4-dr., $365; sport 
coupe, $285; One-fifty (6) 2-dr., $410. 

’53 Bel Air 2-dr., $280*; 2-dr, hardtop, 
$165*. 

CHRYSLER—’60 NY 4-dr., $2,510* (ps). 


Im- 
(ps); 





°56 NY 2-dr. hardtop, $800*; Windsor 
2-dr, hardtop, $450*. 
55 NY 4-dr., $420* (ps). 
DeSOTO —'58 Firesweep 4-dr. hardtop, 


$500*. 
’57 Firesweep 4-dr., $485*, 
’56 Fireflite 2-dr, hardtop, $590* (ps). 
DODGE—’ 57 Custom Royal (8) 2-dr. hard- 
top, $705* (ps); Royal (8) 4-dr. hard- 
top, $500* (ps); Coronet (8) 4-dr., 
$450*. 

'55 Royal (8) 2-dr. hardtop, $325*; Cus- 
tom Royal (8) 4-dr., $325* (ps). 
EDSEL—’58 Villager 4-dr., $710* (ps). 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 

$2,830* (ps), $2,745* (ps), $2,640* 


© 1961, by Automotive News 


Galaxie 
$1,535* 


(8) Starliner, $1,585* 

(ps); 4-dr., $1,565*; 4- 
dr. Victoria, $1,550* (ps); Country 
Sedan (8) 4-dr., $1,475* (ps); Fair- 
lane 500 (8) 4-dr., $1,450* (ps), $1,- 
435* (ps), $1,410* (ps), $1,390*, $1,- 
385* (ps); Falcon (6) station wagon, 
$1,360; 2-dr., $1,235, $1,185, $1,175; 
4-dr., $1,180; Fairlane (8) 4-dr., $1,- 
200*, 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
450* (ps); conv., $1,885* (ps); Gal- 
axie (8) 4-dr., $1,160* (ps); Fairlane 
500 (8) 2-dr. Victoria, $1,085*; Cus- 
tom 300 (8) 2-dr., $1,035, $895; 4-dr., 
$1,010, $625*; Custom 300 (6) 2-dr., 


(ps); 
(ps), 
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$1,000. 

'58 Thunderbird (8) 2-dr. hardtop, 
645*; Fairlane 500 (8) skyliner, $1,- 
180* (ps); conv., $935* (ps), $875* 
(ps); 2-dr. Victoria, $900* (ps), $880* 
(ps); 4-dr., $580*; Country Sedan (8) 
4-dr. (9 pass.), $935* (ps); (6 pass.), 


$1,- 


$885* (ps); DelRio (8) 2-dr., $825*; 
Custom 300 (8) 4-dr., $775*; Fairlane 
(8) 4-dr., $685*; 2-dr., $635. 


‘57 Thunderbird (8) conv., $1,800* (ps); 
Fairlane 500 (8) skyliner, $835* (ps); 
4-dr., $535*; Fairlane 500 (6) conv., 
$550; Country Sedan (8) 4-dr., $800* 
(ps); (9 pass.), $735*; DelRio (8) 2- 
dr., $620*; Ranch Wagon (6) 2-dr., 
$585, $390*; Custom 300 (8) 4-dr., 
$535; 2-dr., $405*; Custom 300 (6) 2- 
dr., $470; 4-dr., $430*. 

56 Thunderbird (8) conv., $1,350; Fair- 
lane (8) 2-dr. Victoria, $490* (ps), 
$385*; 4-dr., $335* (ps); Custom (8) 
4-dr., $455*, $330*; Main (6) 4-dr., 
$365; Ranch Wagon (8) 2-dr., $275*. 

’55 Thunderbird (8) conv., $1,135* (ps); 
Fairlane (8) conv., $480* (ps); 2-dr., 
$400* (ps), $335*; Crown Victoria, 
$355* (ps); 4-dr., $235* (ps); Ranch 
Wagon (8) 2-dr., $415*, $300* (ps), 
$185; Main (6) 4-dr., $200. 

’54 Custom (8) 4-dr., $200; Crest (6) 2- 
dr, Victoria, $185*. 

’53 Crest (8) 2-dr. Victoria, $165*. 


IMPERIAL—’55 Imperial 2-dr. hardtop, 
$645. 
LINCOLN—’58 Continental Mark III conv., 


$1,685* (ps). 
‘57 Premiere 4-dr. hardtop, $930* (ps). 
’56 Premiere 4-dr., $680* (ps). 


MERCURY—’61 Comet (6) station wagon, 
. 


$2,000*. 

"60 Comet (6) 4-dr., $1,460*; 2-dr., $1,- 
330. 

’59 Monterey 4-dr., $1,160* (ps). 

’58 Monterey 2-dr. hardtop, $1,015* (ps). 

’57 Monterey conv., $635* (ps). 

’56 Montclair 2-dr. hardtop, $435* (ps); 
4-dr., $315*. 

’55 Monterey 2-dr. hardtop, $470*, $235*; 
4-dr., $305* (ps). 


OLDSMOBILE—’61 (88) conv., $2,505* 
(ps); F--S 4-dr., $1,925*. 
"60 (88) Super Fiesta 4-dr, (9 pass.), 


$2,725*; 2-dr. Holiday, $2,315, $2,310* 
(ps); (88) Fiesta 4-dr. (9 pass.), $2,- 
205* (ps). 

’59 (98) 2-dr. Holiday, $1,835* (ps). 

’57 (88) Super 2-dr. Holiday, $700* (ps); 
4-dr. Holiday, $685* (ps). 

’56 (88) 2-dr. Holiday, $500*; (88) Super 


(Continued on Page 30, Col. 1) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Neo Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782I 
SALE EVERY TUESDAY 
11:00 A.M. 

George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, nn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
big, quality auction. Thursdays. 
W. Palm Beach Fairgrounds. 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established. 1947 


3711 Western Road 


MICHIGAN 


ptco ero 


now 


DUAL 


Ptco ine 


ptco Tuespay 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ "DUAL RING" 2 lines running simultane- 
ously, 
© Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers, 
Fair management, 

MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
Phone CEdar 2-318! 








NEW JERSEY 


N-A-D-E 
Pm 
OVER 


600 CARS|..>.. 


EVERY WEEK LANES 


Junction of Penna ; Turnpikes 
oute 206 South. B 
aa 





AXminster 8-3400 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 


Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for 


the nation's top auto auctions. 





NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


Titles and Checks Guaranteed 


All 





LA FAYETTE—Syracuse Auto Auc- 


tion. Insured checks and titles. Noon 


Wednesdays. 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 


ALLENTOWN (in Kuhnsville) — 


“Metro,” near Turnpike. Insured 
checks & titles. Every Mon. at noon. 
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Used-Car Auction Prices 
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2-dr. Holiday, $465* (ps); (98) 4-dr. 
Holiday, $460* (ps). 

’5S (98) 2-dr. Holiday, $375* (ps); (88) 

2-dr, Holiday, $250*. 

’54 (88) 2-dr, Holiday, $285*; (98) 2-dr. 

Holiday, $260*. 
PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
$1,625* (ps); Belvedere (8) 4-dr., $1,- 
425* (ps); Valiant 100 (6) 4-dr., $1,- 
q 185. 
P| ’59 Suburban (8) Custom 4-dr. (9 pass.), 
H $1,550* (ps); (6 pass.), $1,285* (ps); 
\ Belvedere (8) 2-dr. hardtop, $825; Sa- 
: voy (8) 4-dr., $710. 
58 Belvedere (8) 2-dr. hardtop, $585°. 
I ’57 Belvedere (8) 4-dr. hardtop, $600* 
(ps); 4-dr., $525* (ps); Suburban (8) 
Sport 4-dr., $535* (ps); Savoy (8) 2- 
dr. hardtop, $365*; 4-dr., $335; Savoy 
(6) 4-dr., $350. 

’55 Savoy (8) 4-dr., $200*. 
PONTIAC—’61 Bonneville 4-dr. Vista, $3,- 
i 050* (ps); Tempest (4) 4-dr., $1,560. 
\ ’60 Bonneville 4-dr. Vista, $2,425* (ps); 
1 sport coupe, $2,355* (ps); conv., $2,- 
i 345* (ps); Ventura sport coupe, §$2,- 

050; Catalina conv., $2,010* (ps), $1,- 
900* (ps). 
’59 Bonneville conv., $1,710* (ps); Cata- 


| lina Safari 4-dr., $1,675* (ps); 4-dr. 
; Vista, $1,530* (ps). 
’57 Chieftain 4-dr, Catalina, $560*, 


450°. ; 

Star Chief conv., $400* (ps); Chief- 
tain 2-dr, Catalina, $365*, $275*. 

’55 Star Chief station wagon, $375* (ps); 
4-dr., $335*; Chieftain 2-dr. Catalina, 
$355* (ps). 

’54 Star Chief 4-dr., $140*. 

RAMBLER—’60 Custom (6) Cross Country, 
$1,600*; American (6) Super station 
wagon, $1,350*. 

"58 Custom (8) 4-dr., $765*. 

’55 Custom Cross Country, $370*, $350. 

STUDEBAKER—'56 Golden Hawk (8) 2- 
dr, hardtop, $595". 

’55 Commander (8) 2-dr. hardtop, $435. 

’53 Commander (8) 2-dr. hardtop, $175*; 
2-dr., $125*. 

MISCELLANEOUS—’60 Chevrolet (8) El 
Camino, $1,800, $1,720* (ps); (6) 
Fleetside %-ton a a o aars. Ford 
8) %-ton pickup, . m fe 

oo Chevrolet (8) El Camino, $1,600* 
(ps); Ford (8) %-ton pickup, $995. 

’58 Ford (8) %-ton camper, $885*; (6) 
%-ton pickup, $740; Chevrolet (8) 
Fleetside %-ton pickup, $845. 

’56 Dodge (6) %-ton pickup, ,$475; Ford 
(8) %-ton pickup, $450*, $425*. 
’55 Ford (6) %-ton pickup, $465; (8) 
%-ton pickup, $330; (8) %-ton pickup, 
$480; Chevrolet (8) ‘%-ton pickup, 

$410. 

’47 Dodge (6) %-ton pickup, $115. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov. 15. Sold 
137 cars from 227 consignments. 

$2,730* 


BUICK—’61 Electra 225 conv., 
hardtop, $2,635* 


(ps); Electra 2-dr. . 
(ps); LeSabre 4-dr, hardtop, $2,500 
(ps); Estate Wagon 4-dr., $2,470* 


(ps); Invicta conv., $2,400* (ps); Spe- 
cial 4-dr., $2,100* (ps). 

’60 LeSabre 4-dr. hardtop, $2,140* (ps), 
$1,985* (ps); 4-dr., $1,925* (ps); Elec- 
tra 4-dr. hardtop, $2,100* (ps); 4-dr., 
$1,900* (ps). 

59 Electra 4-dr. hardtop, $1,520* (ps); 
LeSabre Estate Wagon 4-dr., $1,450* 
(ps); 2-dr., $1,415* (ps); 2-dr, hard- 
top, $1,390* (ps); conv., $1,385* (ps), 
$1,350*; 4-dr., $1,025; Invicta 2-dr. 
hardtop, $1,445* (ps), $1,385*. 

’56 RM 2-dr., $535*; Super 2-dr., $425* 
(ps); Special 2-dr., $325*, $265*. 

CADILLAC—’61 (62) 4-dr. hardtop, $3,- 
910* (ps), $3,700* (ps). 

’60 (75) 4-dr., $3,405* (ps); (62) 4-dr. 
hardtop, $3,250* (ps), $3,070* (ps). 
CHEVROLET — ’61 Parkwood (8) 4-dr., 
$2,175* (ps); Impala (8) sport sedan, 
$2,140*, $2,120*, $2,100* (ps); 4-dr., 
$2,030* (ps); sport coupe, $2,080*, 
$2,055* (ps); 2-dr., $1,850; Corvair 
(6) Monza 2-dr., $1,800; Bel Air (8) 
2-dr., $1,775*; Corvair (6) 700 station 
wagon 4-dr., $1,645; 4-dr., $1,600*, 

$1,470. 

*60 Nomad (8) 4-dr., $1,860* (ps); Im- 
pala (8) 4-dr., $1,770* (ps); 2-dr., 
$1,700*; conv., $1,575* (ps); Bel Air 
(8) sport coupe, $1,600*; Biscayne (6) 
4-dr., $1,305* (ps); Parkwood (6) 4- 
dr., $1,305, 

’59 Nomad (8) 4-dr., $1,335* (ps); Im- 
pala (8) sport coupe, $1,285*; Park- 
wood (8) 4-dr., $1,280* (ps), $1,230* 
(ps); Bel Air (6) 2-dr., $1,015. 

’58 Bel Air (8) 4-dr., $900*; sport sedan, 
$875*; 2-dr., $745*; Impala (8) 2-dr., 


$845*. 
57 Bel Air (8) station wagon 4-dr., 
$740*; 2-dr., $605*; Two-ten (8) sta- 


tion wagon 4-dr., $600, $400*; 4-dr., 


$580*; Delray, $200. 
’56 One-fifty (6) 2-dr., $425. 
’54 Two-ten 4-dr., $155*. 
DODGE—’59 Coronet (8) 4-dr., $925* (ps). 


FORD—’61 Galaxie (8) 4-dr. Victoria, 
$2,075* (ps), $2,040* (ps). 
60 Falcon (6) 4-dr., $1,185, $1,100, 


$1,015, $1,005; Fairlane (6) 4-dr., $1,- 
115; 2-dr., $1,065*. 

59 Fairlane 500 (8) conv., $1,055*; 
Galaxie (8) 2-dr. Victoria, $1,030*; 
Ranch Wagon (6) 2-dr., $1,000; Fair- 
lane (6) 4-dr., $905*, $870* (ps); 
Custom 300 (6) 2-dr., $900, $765*. 


’58 Fairlane 500 (8) 4-dr., $435*. 
’57 Fairlane 500 (8) conv., $600* (ps); 
Custom 300 (8) 2-dr., $525; Fairlane 


(6) 2-dr., $345* (ps). 
56 Custom (6) 2-dr., $210, $180*. 
MERCURY—’61 Meteor 600 4-dr., $1,515; 
Comet (6) 2-dr., $1,440. 


’58 Monterey 2-dr., $785*. 
’57 Monterey 2-dr., $265* (ps). 
OLDSMOBILE—’62 Starfire 2-dr. Holiday, 
$3,700* (ps). 

’61 (98) 2-dr., $2,675*; (88) Super 4-dr., 
$2,450* (ps). 

’60 (88) Super Fiesta 4-dr., $2,120* (ps); 
(88) 2-dr. Holiday, $2,035* (ps). 

59 (98) 2-dr. Holiday, $1,630* (ps); 
(88) Super 4-dr., $1,520* (ps); 4-dr., 
$1,400* (ps); (88) 2-dr., $1,430* (ps). 

"58 (98) 4-dr., $1,030* (ps). 

"55 (98) 2-dr., $155* (ps). 

PLYMOUTH—’61 Valiant (6) V-200 4-dr., 
$1,405. 


60 Belvedere (8) 4-dr., $1,350*; Valiant 
(6) V-200 station wagon 4-dr., $1,230, 
$1,160, $1,100. 





















































*59 Fury (8) 4-dr, hardtop, $875* (ps). 
"58 Belvedere (8) conv., $505*, 
’57 Savoy (6) 2-dr. hardtop, $370*. 
PONTIAC—’61 Bonneville 4-dr., $2,575* 
(ps); Catalina 4-dr., $2,300* (ps), 
$2,250* (ps); sport coupe, $2,265* (ps). 
’60 Bonneville conv., $2,105* (ps); Star 
Chief 4-dr, Vista, $1,970* (ps). 
’59 Catalina 4-dr., $1,250*. 
*57 Chieftain 4-dr. Catalina, $575*; Star 
Chief 2-dr. Catalina, $490* (ps). 
RAMBLER—’60 American (6) Custom 4- 
dr., $1,300*. 
’59 American (6) Custom station wagon 
4-dr., $975*. 
’57 Super (6) Cross Country 4-dr., $300. 
STUDEBAKER—’60 Lark (6) Deluxe sta- 
tion wagon 2-dr., $865. 
MISCELLANEOUS ’56 Chevrolet (6) 
pickup, $445. 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day. Prices are for sale of Nov, 16, Late 
models getting better activity. Older mod- 
els selling strong. Sold 184 cars from 271 
consignments. 

BUICK—’61 Electra 4-dr, hardtop, $2,830* 
(ps). 

’60 Invicta 4-dr., $2,100* (ps). 

’59 Electra 2-dr. hardtop, $1,600* (ps). 

’58 Super 2-dr. Riviera, $780* (ps), 

‘57 Special 2-dr. Riviera, $580* (ps), 

* 


$555*. 

"56 Special 4-dr., $400*; 2-dr, Riviera, 
$3107. 

’55 Century 2-dr. Riviera, $385*. 

’54 Special 2-dr., $300". 


CADILLAC—’58 (60) Special 4-dr. 
top, $1,700* (ps). 

’57 Eldorado conv., $1,220* 

"56 (60) Special 4-dr., $510* (ps). 

’55 (62) 2-dr. hardtop, $660* (ps). 

CHEVROLET—’61 Corvette (8) conv., $2,- 
900; Corvair Monza (6) 2-dr., $1,800*; 
Corvair 500 (6) station wagon, $1,540*, 
$1,440. 

"60 Impala (8) sport coupe, $1,735, $1,- 
280* (ps); Brookwood (6) 4-dr., $1,- 
550; Biscayne (8) 4-dr,, $1,160*; Bel 
Air (8) 2-dr,, $1,120*. 

59 Impala (8) sport sedan, $1,360* 
(ps); conv., $1,210* (ps); Bel Air (8) 


hard- 


(ps). 


4-dr., $1,250*, $1,155*; Bel Air (6) 
2-dr., $1,025*, $1,000*; Brookwood (6) 
4-dr., $1,050*%; Biscayne (6) 2-dr., 


$1,010*, $900*, $825*. 

’58 Brookwood (6) 4-dr., $900; Impala 
(8) sport coupe, $850*; Biscayne (6) 
4-dr., $850*, $650*; Biscayne (8) 2-dr., 
$580*; Delray (8) 2-dr., $780*; 4-dr., 
$760*; Delray (6) 4-dr., $670*. 

’57 Two-ten (8) station wagon, $740*, 2 
at $730*; 4-dr., $500*; Two-ten (6) 
2-dr., $625*; station wagon, $420; Bel 
Air (8) sport coupe, $685*; conv., 
$580; One-fifty (6) station wagon, 
$590*; 4-dr,, $530*. 

’56 Bel Air (8) sport sedan, $500*; Two- 
ten (8) station wagon, $385. 

’55 Two-ten (8) 2-dr., $315*. 

*54 Bel Air 2-dr. hardtop, $315*, $300. 

’53 Two-ten 2-dr., $400*. 

DODGE—’61 Seneca (8) station wagon, 
$1,660* (ps). 

’57 Coronet (8) 4-dr., $470*; Royal (8) 
2-dr., $420*. 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,770* (ps); Country Sedan (8) 4- 
dr., $1,890* (ps); Fairlane (8) 4-dr., 
$1,570* (ps). 

’60 Thunderbird (8) 2-dr, hardtop, $2,- 
260* (ps), $2,130* (ps); Country Se- 
dan (8) 4-dr., $1,200* (ps); Falcon 
(6) 2-dr., $1,120; Custom 300 (6) 2- 
dr., $1,070*; Custom 300 (8) 2-dr., 
$1,035; Fairlane (6) 4-dr., $990. 

’59 Galaxie (8) 4-dr., $1,215* (ps); 2- 
dr., $1,195*; 2-dr, Victoria, $1,170*; 
Country Sedan (8) 4-dr., $1,090* (ps), 
$1,040*; Country Sedan (6) 4-dr., $1,- 
050* (ps); Fairlane (8) 4-dr., $1,050*; 
Ranch Wagon (6) 2-dr., $930*. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
750* (ps); Fairlane (8) 4-dr., $750*; 
2-dr. Victoria, $530*; Fairlane (6) 
2-dr., $660* (ps); Custom (6) 2-dr., 
$675. 

’57 Thunderbird (8) conv., $1,460*; 
Ranch Wagon (8) 2-dr., $470*; Cus- 
tom (8) 4-dr., $455*; Custom (6) 4- 


dr., $395*. 
’56 Fairlane (8) 2-dr. Victoria, $425; 
4-dr., $400*; 2-dr.. $385*; Country 


Sedan (8) 4-dr., $320; Custom (6) 4- 
dr., $265; 2-dr., $245. 
’55 Ranch Wagon (8) 2-dr., $320*, 
$300*; Custom (8) 2-dr., $230. 
MERCURY—’61 Comet (6) 4-dr., $1,690". 
*60 Monterey 4-dr., $1,600* (ps), $1,505*. 
"59 Montclair 4-dr., $1,150* (ps). 
’58 Monterey 4-dr., $655*. 
*56 Montclair 2-dr. hardtop, $425*; 4-dr. 
hardtop, $275* (ps); Monterey 4-dr. 


hardtop, $285* (ps). 
NASH—’56 Statesman (6) 2-dr., $275*. 


OLDSMOBILE — ’61 (88) 4-dr. Holiday, 
$2,360* (ps). 

= (98) 4-dr., $2,125* (ps), $1,800* 
Ps). 


’58 (88) 4-dr. Holiday, $835* (ps); 2-dr. 
Holiday, $780* (ps). 

’57 (88) 2-dr., $700. 

’56 (88) 2-dr, Holiday, $450*; 4-dr. Holi- 
day, $335*; (92) 2-dr. Holiday, $450*. 

’55 (98) 4-dr. Holiday, $380* (ps); (88) 
4-dr., $280*. 

PLYMOUTH—’60 Belvedere (8) 4-dr, hard- 
top, $1,200* (ps); Valiant (6) 4-dr., 
$1,120, 

*59 Savoy (6) 4-dr., $720*. 
’58 Suburban (6) Deluxe 2-dr., $420*. 


’57 Belvedere (8) 4-dr., $490* (ps). 

’56 Savoy (6) 4-dr, hardtop, $275. 

'55 Savoy (6) 2-dr., $280*. 

PONTIAC—’61 Catalina 4-dr, Vista, $2,- 

330* (ps). 

"60 Catalina 4-dr., $1,650*; 2-dr., $1,- 
625* (ps). 

’59 Bonneville 4-dr. Vista, $1,700* (ps); 
Star Chief sport coupe, $1,390*, $1,- 


385*. 
"58 Chieftain 2-dr. Catalina, $710*. 
’56 Star Chief 4-dr. Catalina, $410*; 
Chieftain 4-dr., $285* (ps). 
RAMBLER—’61 Classic (6) Custom 4-dr., 


$1,690*; Super station wagon, $1,600. 

"60 Super (6) station wagon, $1,445*; 
Super (8) station wagon, $1,440, $1,- 
300; 4-dr., $1,295, $1,040*. 

’59 Custom (6) 4-dr., $1,065*; Super 
(8) 4-dr., $860*. 

’58 Custom (6) Cross Country, $820* 


(ps); Custom (8) 4-dr., $805* (ps). 
’57 Custom (6) Cross Country, $580. 
*55 Custom Cross Country, $385. 


STUDEBAKER—’60 Lark (6) 2-dr., $790. 


CHEV ROLET—’62 Impala (8) sport coupe, 


CHRYSLER—’57 NY 4-dr, hardtop, $825* 


DeSOTO—’55 Fireflite 4-dr., 
DODGE—’60 Seneca (6) 4-dr., $1,165; Pio- 


EDSEL—’58 Citation 4-dr, hardtop, $570* 


(ps). 330* (ps); conv., $1,330* (ps); 4-dr., 
FORD — '61 Galaxie (8) 4-dr. Victoria, $1,300*; sport coupe, $1,285* (ps); 
$2,180* (ps); 4-dr., $2,090* (ps). Parkwood (6) 4-dr., $1,170*; Bel Air 
60 Falcon (6) station wagon, $1,500; (8) sport sedan, $1,150* (ps); 4-dr., 
2-dr., $1,245", $1,085; 4-dr., $1,195; $1,075", $1,040* (ps); 2-dr., $965*; 
Country Sedan (8) 4-dr., $1,300*, $1,- Bel Air (6) sport sedan, $920*; Bis- 


LINCOLN—’57 Capri 4-dr. hardtop, $815* 
MERCURY—’60 Park Lane 4-dr. hardtop, 


OLDSMOBILE—’60 (88) Super Fiesta 4- 


PLYMOUTH—’60 Fury (8) conv., $1,420* 


PONTIAC—’60 Bonneville Safari 4-dr., $2,- 


RAMBLER—’60 Super (6) station wagon, 


* ota 4-dr., $815; Super (6) Custom 300 (6) 2-dr., $360. 
-ar., . ’57 Fairlane 500 (8) 4-dr., $760*; Sky- 
STUDEBAKER—'59 Lark (6) station wag- liner, $320°: Fe gy a ice 
on, $800; 4-dr., $695. $625*; 2-dr., $330*; Country Sedan 
MISCELLANEOUS—’60 Ford (6) %-ton (8) 4-dr., $550*; Custom (8) 4-dr., 
: pickup, $1,190. $375; Custom. 300 (8) 4-dr., $340*. 
58 Chevrolet (6) %-ton pickup, $730. 56 Fairlane (8) 4-dr. Victoria, $550* 
’56 Ford (8) %-ton pickup, $570, $440; (ps) ° 
(6) %-ton pickup, $560; International aes 3 
%-ton pickup, $460*. re seat peg Imperial 4-dr, hardtop, 
LINCOLN—’60 Lincoln 4-dr, hardtop, $2,- 
CHICAGO OE 
. ontinental ar -dr, hardtop, 
Arena Auto Auction. Sale every Tuesday. * z 2 . 
Prices are for sale of Nov. 14, Market Sue Capri 4-dr, hardtop, $1, 
steady. Sold 407 cars from 681 consign- MERCURY—’58 Monterey 2-dr. hardtop, 
ane. $730* (ps). 


BUICK—’61 LeSabre conv., $2,240* (ps). 


(ps); 2-dr, Riviera, $630* (ps), $625* $330* (ps); (88) Super conv., $320* 
(ps); Special 4-dr. Riviera, $710* (ps), (ps). 
$650*, $590* (ps); 2-dr. Riviera, $545*, | PLYMOUTH—’60 Fury (8) 4-dr., $1,400*; 
$535* (ps), $350* (ps); 2-dr., $490*; Suburban (6) Custom 4-dr., $1,285*; 
4-dr., $450*; Century 4-dr. Riviera, Belvedere (6) 4-dr., $1,165*, $1,030; 
$675* (ps). Savoy (6) 4-dr., $1,050*. 
’55 Special 4-dr., $300*. . ’59 Fury (8) 2-dr. hardtop, $895* (ps); 
CADILLAC—’61 (62) conv., $4,245* (ps), Savoy (8) 4-dr., $805*; Belvedere (8) 
$4,160* (ps); 2-dr. hardtop, $3,800* 4-dr., $660*, 
(ps); de Ville 2-dr. hardtop, $4,030* ’58 Suburban (8) Custom 4-dr., $740*. 
(ps). ’57 Savoy (8) 4-dr., $325*; Belvedere 
’60 de Ville 4-dr. hardtop, $3,445* (ps), (6) 2-dr., $310*, 
$3,335* (ps);. 2-dr. hardtop, $3,400*| PONTIAC — ’61 Bonneville conv., $2,600* 
(ps); (62) conv., $3,440* (ps); 4-dr. (ps); Catalina Safari 4-dr., $2,465* 
hardtop, $2,995* (ps); 2-dr. hardtop, (ps); conv., $2,425* (ps); sport coupe, 
$2,995* (ps). $2,195* (ps), $2,190* (ps). 
























































’56 President (8) 4-dr., $355*. 





MISCELLANE p - 
ata. Model Breakdown 
ee Of Auction Averages 
Nov., 1961 Oct., Sept., 
Cont a aeons _ Model To Date 1961 1961 
ntra es Auto Auction. Sale every 
Wednesday. Prices are for sale of Nov, 15. $2,221 $2,384 $2,291 
Good brisk bidding on a lot of nice, sharp 1,711 1,704 1,829 
cars. Sold 73 percent of 184 consignments. 1,292 1,374 1,417 
BUICK—’59 LeSabre conv., $1,360* (ps); 829 904 956 
4-dr., $1,340*; 2-dr, hardtop, $1,115*. 
58 RM 4-dr, Riviera, $960* (ps): 2-dr. 563 609 612 
Epa i (ps). J 387 400 432 
, uper 2-dr,. Riviera, $550* (ps). 
’55 Special conv., $320*. oak can o- 
CADILLAC—’59 (62) 4-dr. hardtop, $2,- Overall 
400* (ps). a oe ee | 
’58 (62) Coupe de Ville, $1,650* (ps); Average $ 939 $ 988 $1,008 


Sedan de Ville, $1,640* (ps). 
’57 (62) 4-dr, hardtop, $1,075* 
’56 (62) 4-dr., $800* (ps). 





( ps) ‘ 


(62) 2-dr. hardtop, $2,690* (ps): 4-dr. 
hardtop, $2,550* (ps), $2,375* (ps). 
’58 (60) Special 4-dr. hardtop, $1,740* 
(ps); (62) 4-dr. hardtop, $1,480* (ps); 

2-dr. hardtop, $1,455* (ps). 

’57 (60) Special 4-dr, hardtop, $1,220* 
(ps); (62) 2-dr. hardtop, $1,210* 
(ps); 4-dr. hardtop, $1,145* (ps); 
conv., $1,050* (ps). 

CHEVROLET—’61 Impala (8) conv., §$2,- 
240* (ps), $2,050* (ps); sport sedan, 


$2,710* (ps). 

61 Bel Air (8) 4-dr., $1,875*; 
Monza (6) 2-dr., $1,820. 

’60 Impala (8) sport coupe, $1,820, $1,- 
750; sport sedan, $1,775* (ps); Park- 
wood (6) 4-dr,, $1,545* (ps); Bel Air 

4-dr., $1,500*; sport coupe, $1,- 

445*; Bel Air (6) 4-dr., $1,300; Brook- 

wood (6) 4-dr., $1,500, $1,495; Cor- 

vair 700 (6) 4-dr., $1,000. 


Corvair 


59 Impala (8) 4-dr., $1,345* (ps); sport $2,185* (ps); 4-dr., $2,125* (ps), $2,- 
sedan, $1,300*; Parkwood (8) 4-dr., 065* (ps); Nomad (8) 4-dr. (9 pass.), 
$1,200* (ps); Bel Air (8) 4-dr., $1,- $2,190; Parkwood (8) 4-dr., $2,085* 
140*; Brookwood (6) 4-dr., $1,090; (ps), $2,035* (ps); Bel Air (8) sport 
Biscayne (6) 2-dr., $975. sedan, $2,020* (ps); 4-dr., $1,775* 

’58 Biscayne (8) 4-dr., $935*, $700* (ps); 2-dr., $1,750* (ps); Bel Air (6) 
(ps); 2-dr., $830*; Bel Air (8) 4-dr., 4-dr., $1,725*; 2-dr., $1,655*, $1,610*; 
$860*; Delray (6) 2-dr., $770; 4-dr., Corvair Monza (6) 2-dr., $1,855*, $1,- 


810*, $1,690*; Corvair 700 (6) station 


$700. 
wagon, $1,625*; Corvair 500 (6) 4-dr., 


’57 Bel Air (8) 4-dr., $860*, $840* (ps); 


Two-ten (6) 4-dr., $550. $1,545*; Biscayne (8) 4-dr., $1,770* 
"56 Bel Air (8) 4-dr., $550*; Bel Air (ps). 

(6) 4-dr., $530*. 60 Impala (8) conv., $1,760* (ps), $1,- 
55 Bel Air (6) 4-dr., $490*; Two-ten 580* (ps); sport sedan, $1,740* (ps), 


$1,685* (ps); sport coupe, $1,650*; Im- 
pala (6) sport sedan, $1,685*, $1,550", 
$1,410; Bel Air (8) sport coupe, $1,- 
600*, $1,425*; 4-dr., $1,420* (ps); Bel 
Air (6) 4-dr., $1,360, $1,355*, $1,345*, 
$1,260*; 2-dr., $1,335*, $1,275; Brook- 
wood (6) 2-dr., $1,290*; Biscayne (6) 
2-dr., $1,185* (ps); 4-dr., $1,165, $1,- 
100*; Corvair 500 (6) 4-dr., $1,085. 
’59 Impala (8) sport sedan, $1,370*, $1,- 


(8) station wagon, $400. 
’54 Bel Air 4-dr., $195. 


(ps); Saratoga 4-dr., $745* (ps). 
$230* (ps). 


neer (8) 2-dr., $1,085*. 
’57 Custom Royal (8) 4-dr., $490*. 
"56 Coronet (8) 4-dr., $280*. 






































275; Galaxie (8) 4-dr., $1,290*; 


lane (8) 4-dr., $1,175*; Ranch Wagon cayne (6) 2-dr., 9910. 


’58 Bel Air (8) 2-dr., $960* (ps); sport 


(6) 4-dr., $1,165; Fairlane 500 (6) coupe, $830*; Bel Air (6) 2-dr., $850* 
2-dr., $1,140; Fairlane 500 (8) 4-dr., (ps) . Impala (8) conv. : $910* (ps); 
$1,000 sport coupe, $875* (ps); Biscayne (8) 


’59 Country Sedan (8) 4-dr., $1,135, $1,- 
110* (ps); Fairlane (8) 4-dr., $1,090* 
(ps); 2-dr., $890*; Galaxie (8) 4-dr., 
$1,075; Ranch Wagon (6) 2-dr., $1,030. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
625* (ps); Custom 300 (8) 2-dr., 
$690*, $645; Fairlane (8) 4-dr., $640. 

’57 Fairlane 500 (8) 4-dr., $565, $425*; 
Country Sedan (8) 4-dr., $550*; Fair- 
lane (8) 2-dr., $540*; Custom 300 (8) 
4-dr., $485*. 

56 Country Sedan (8) 4-dr. (9 pass.), 
$405". 

’55 Fairlane (8) 4-dr., $345*. 


4-dr., $860*, $830*; 2-dr., $810*, $770*; 
Biscayne (6) 2-dr., $625*; Yeoman (8) 
4-dr., $860*; Delray (8) 4-dr., $775; 
2-dr., $685. 

’57 Two-ten (8) station wagon, $740*; 
sport sedan, $715*; 4-dr., $635*; Two- 
ten (6) station wagon, $685*; 4-dr., 
$575, $520*; Bel Air (8) sport sedan, 
$610*; One-fifty (6) 2-dr., $390. 

’56 Bel Air (8) 2-dr., $690* (ps)> 4-dr., 
$490*; sport coupe, $300*; Bel Air (6) 
4-dr., $390*, $320. 

CHRYSLER — ’61 Newport 4-dr., 
(ps). 

’59 Saratoga 4-dr. hardtop, $1,450* (ps); 
4-dr., $1,125* (ps); NY conv., $1,380* 
(ps). 

’57 NY 4-dr. hardtop, $785* (ps); 4-dr., 
$755*, $715*; Windsor 2-dr. hardtop, 
$585*. 

DODGE — ’61 Seneca (6) station wagon, 
$1,795* (ps). 

"60 Pioneer (6) 4-dr., $1,135*. 

’59 Coronet (8) 4-dr. hardtop, 


$2,120* 


(ps) 


$1,870* (ps); Montclair 4-dr., $1,525* 
(ps); Comet (6) 4-dr., $1,365*. 
’59 Monterey 4-dr., $1,070* (ps). 
’58 Monterey 4-dr., $645*. 
’57 Montérey 4-dr., $405*. 
°56 Montclair 2-dr, hardtop, $290* (ps). 
$1,250* 


dr., $1,900* (ps); (88) 4-dr., $1,850* 


(ps). (ps). 
°59 (98) 4-dr., $1,390* (ps); (88) 4-dr., ’57 Coronet (6) 4-dr., $440*, 


EDSEL—’58 Ranger 2-dr. hardtop, $380*. 


$1,350". 
’57 (88) 4-dr, Holiday, $600*; (98) 4-dr., | FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$595* (ps). $3,045* (ps); Galaxie (6) 2-dr. Vic- 


toria, $1,600* (ps); Fairlane 500 (6) 
2-dr., $1,475*. 

60 Thunderbird (8) 2-dr. hardtop, $2,- 
500* (ps); Galaxie (8) Starliner, $1,- 
390*; conv., $1,355* (ps), $1,235* (ps); 
Fairlane 500 (8) 2-dr., $1,150*; Fair- 
lane 500 (6) 4-dr., $1,140*, $1,135; 
2-dr., $855; Fairlane (8) 2-dr., $1,- 
140*; Fairlane (6) 2-dr., $1,060; 4-dr., 
$985*; Falcon (6) 4-dr., $1,105. 

*59 Thunderbird (8) 2-dr. hardtop, $1,- 
450* (ps); Galaxie (8) 4-dr. Victoria, 
$1,345*; Galaxie (6) 2-dr. Victoria, 
$925*; Fairlane 500 (8) 2-dr. Victoria, 


’55 (88) Super 4-dr., $375*. 


(ps); Valiant 200 (6) 4-dr., $1,200*. 

59 Belvedere (8) 4-dr., $920*; Subur- 
ban (6) Custom 4-dr., $735. 

’58 Suburban (8) Custom 4-dr. (9 pass.), 
$800* (ps); (6 pass.), $735* (ps); 
Plaza (6) 2-dr., $380. 

’56 Belvedere (8) 2-dr. hardtop, $325*; 
Savoy (8) 4-dr., $295*. 


360* (ps); Catalina 2-dr., $1,645* (ps). 
’59 Bonneville sport coupe, $1,690* (ps); 
Star Chief 4-dr, Vista, $1,675* (ps); 


Catalina 4-dr, Vista, $1,450* (ps); $1,135*, $1,100* (ps); Ranch Wagon 
2-dr., $1,320*%; 4-dr., $1,220*. (8) 2-dr., $955*; Fairlane (6) 4-dr., 
’58 Super Chief 4-dr. Catalina, $850* $830*; Custom 300 (6) 2-dr., $650, 
(ps). $530* 


"58 Fairlane 500 (8) 4-dr. Victoria, $785* 
(ps); Fairlane 500 (6) 2-dr. Victoria, 
$665* (ps); Biscayne (6) 2-dr., $730; 


’57 Chieftain 4-dr., $455*. 
$1,240; 4-dr., $1,130. 


’57 Monterey 4-dr., $335*. 


60 Electra 225 4-dr. Riviera, $2,035* | OLDSMOBILE—’61 (98) 4-dr. Holiday, $2,- 
(ps); LeSabre conv., $1,855* (ps); 4- 690* (ps); (88) Super 2-dr, Holiday, 
dr. hardtop, $1,800*, $1,690* (ps). $2,360* (ps). 

’59 Electra 4-dr., $1,495* (ps); LeSabre "60 (98) 4-dr. Holiday, $2,150* (ps); 
4-dr. hardtop, $1,455* (ps), $1,385* (88) Super 4-dr. Holiday, $2,000* (ps), 
(ps), $1,375* (ps); 4-dr., $1,360* (ps), $1,905* (ps); (88) 2-dr., $1,650* (ps). 
$1,210* (ps); 2-dr. hardtop, $1,230* ’59 (88) 4-dr, Holiday, $1,500* (ps); 2- 
(ps), $1,175* (ps). dr, Holiday, $1,375*; 4-dr., $1,300*. 

°58 Special 4-dr. Riviera, $920* (ps); ’58 (98) 2-dr. Holiday, $980* (ps); (88) 


4-dr,. Holiday, $890* (ps), 


2-dr., $915* (ps). 
’56 (88) 4-dr., $355*; (98) 2-dr. Holiday, 


’57 Super 4-dr. Riviera, $800* (ps), $765* 


’59 de Ville 2-dr. hardtop, $2,735* (ps); ’60 Bonneville 4-dr. Vista, $2,040* (ps); 


—— 


sport coupe, $1,755*; Star Chief 4-dr. 
Vista, $1,845* (ps), $1,830* (Pps); 4-dr 7 


$1,795*; Chieftain Safari 4-dr $1,775¢ 
(ps); conv., $1,620* (ps); 4-ar. "$1 
300* (ps). * on 


’59 Catalina sport coupe, $1,23)+ 
Bonneville sport coupe, $1,220 
’57 Star Chief 4-dr., $475*. 
RAMBLER—’60 Custom (6) 4-dr.. $1,255. 
Super (6) 4-dr., $1,150*, $1'1498. 
American (6) 4-dr., $775, ee 
58 Ambassador (8) Super Cross Count 
$895*; Super (8) Cross Country, $7856 


(ps). 
STUDEBAKER—'59 Lark (6) 2-cr., $495 


MISCELLANEOUS—’61 Internatio 
up, $1,600. a 

’58 Chevrolet pickup, $505; Dodg 
$400. ocge panel, 


(ps); 
(ps), 


DYER, IND. 


Dyer Auto Auction, Sale every Frida 
Prices are for sale of Nov, 17 Weathy 
cold but still had a good sale. Market 
little soft on '59, ’60 and ’61 models 58 
and older very strong. Sold 255 cars from 
365 consignments, 


BUICK—'61 Electra 225 2-dr. h 
$2,300. ardtop, 
"60 Electra 225 4-dr. hardtop, $2 045* 
(ps). j 
’59 Electra 4-dr., $1,490* (ps). 
‘58 Super 4-dr. Riviera, $§s90* (ps); 


Special 2-dr, Riviera, $790* (ps): i‘ 
dr., $740*. : 
’57 Super 4-dr. Riviera, $715* (ps); Spe- 


cial Estate Wagon, $625*; 2-dr., $475*: 
4-dr., $235*; Century 2-dr. Riviera’ 
$615* (ps), $605*. : 
’56 Special 2-dr., $165*; conv., $165*: 
4-dr., $160*. : 


’55 Special 4-dr., $145*. 

’53 Special 4-dr., $110*. 
CADILLAC—’62 (62) 2-dr. hardtop, §3,- 
890* (ps). " 
’60 (62) 2-dr, hardtop, $3,267* (ps); de 


Ville 4-dr, hardtop, $3,190* (ps). 
"59 (62) 2-dr. hardtop, $2,685* (ps) 
$2,600* (ps). r 
"58 (62) 4-dr. hardtop, $1,585* (ps), 
"57 (62) 2-dr, hardtop, $1,205* (ps) 
$875* (ps). ; 
"56 (62) 4-dr., $675*; 2-dr. hardtop, 
$670* (ps). 
"55 (62) 2-dr. hardtop, $425*, $295, 


"54 (62) 2-dr, hardtop, $305* (ps); 4-dr., 
$195* (ps). 

CHEVROLET—’62 Impala (8) sport coupe, 

$2,700* (ps); Bel Air (8) 4-dr., $2,- 


305*. 

’61 Impala (8) sport coupe, §$2,190* 
(ps); sport sedan, $2,135* (ps); Bel 
Air (8) 2-dr., $1,890* (ps); 4-dr., 
$1,825* (ps). 

"60 Impala (8) sport coupe, $1,900* 


(ps), $1,870* (ps), $1,645* (ps); sport 
sedan, $1,640* (ps); conv., $1,775* 
(ps); Bel Air (8) 4-dr., $1,450* (ps), 
$1,385*; Biscayne (6) 4-dr., $1,385*. 

’59 Impala (8) sport coupe, $1,380* (ps); 
sport sedan, $1,245* (ps); Bel Air (8) 
4-dr., $1,140*, $1,130*, $1,090* (ps); 
Biscayne (6) 4-dr., $895*; 2-dr., $570*; 
Brookwood (8) 4-dr., $795*. 

’58 Impala (8) sport coupe, $1,085* 
(ps); Bel Air (8) sport sedan, $960*; 
4-dr., $910*; Biscayne (8) 4-dr., $780*; 
Delray (8) 4-dr., $690*; Delray (6) 
4-dr., $600*. 

’57 Bel Air (8) 2-dr., $875* (ps); sport 
coupe, $650*; 4-dr., $590*; Bel Air (6) 
4-dr., $600*; 2-dr., $575*; One-fifty 
(8) 4-dr., $530*; 2-dr., $460*; One- 
fifty (6) 2-dr., $405*. 

"56 Bel Air (8) sport coupe, $555*; 
Bel Air (6) 2-dr., $500*; Two-ten (8) 
4-dr., $410; One-fifty (8) 4-dr., $285*, 


$225*. 

55 Bel Air (6) 4-dr., $330*; 2-dr., 
$300*; Two-ten (6) 4-dr., $275. 

’54 Corvette conv., $630*; One-fifty 4- 
dr., $100*. 

53 Bel Air 4-dr., $160; conv., $155*; 
Two-ten 2-dr., $135*; One-fifty 4-dr., 


$103. 
’51 Deluxe 2-dr., $130. 
= NY 2-dr. hardtop, $805* 
ps). 
’56 Windsor 4-dr., $280*. 
DeSOTO—’57 Firedome 4-dr., $475* (ps); 
Firesweep 2-dr. hardtop, $300* (ps). 
’55 Fireflite 2-dr. hardtop, $255*. 
DODGE—’58 Coronet (8) conv., $685* 


(ps). 

’57 Royal (8) 4-dr., $485*; Coronet (6) 
2-dr., $300*. 

’56 Coronet (6) 4-dr., $150*. 

’55 Coronet (8) 4-dr., $185*. 

FORD—’61 Fairlane 500 (8) 4-dr., $1- 
835* (ps); Galaxie (8) 4-dr. Victoria, 
$1,605* (ps). 

’60 Galaxie (8) 2-dr. Victoria, $1,575* 
(ps); Country Sedan (8) 4-dr., $1,- 
410*; Custom 300 (6) 4-dr., ; 
Fairlane (8) 4-dr., $1,200*, 
(ps); Falcon (6) 2-dr., $1,090. 

759 Galaxie (8) 2-dr., $1,420* (ps); 2 
dr. Victoria, $1,255*; conv., $800* 
(ps); Fairlane 500 (8) 4-dr. Victoria, 
$1,055* (ps); 2-dr., $990*; 2-dr. Vic- 
toria, $860* (ps), $705*; Fairlane (8) 
4-dr., $940*. 

’5S8 Fairlane 500 (8) 2-dr. Victoria, 
$770* (ps); 4-dr., $735*; Fairlane (8) 
4-dr., $690*; 2-dr., $645*; Custom 300 
(6) 4-dr., $470*; Custom 300 (8) 2-dr., 
$340*; 4-dr., 2 at $300*. 

’57 Fairlane (8) 2-dr. Victoria, $530*, 
$480*, $310*; Fairlane (6) 2-dr. Vic 


toria, $225*; Country Sedan (8) 4-dr., 
$450°; 


$525*; Custom 300 (8) 4-dr., 
Ranch Wagon (8) 2-dr., $320; Fairlane 
500 (8) conv., $290*; Custom (6) 2 
dr., $280*. 

’56 Fairlane (8) 2-dr., $425*; Custom 
(8) 2-dr. Victoria, $415*, 2 at $250', 
$180*; Ranch Wagon (8) 2-dr., $290, 
$165*. 

’55 Fairlane (8) 4-dr.. $290*; 2-dr. 


$270*; Country Sedan (8) 4-dr., $290°; 
Country Sedan (6) 4-dr., $255; Custom 
(6) 2-dr., $175; Ranch Wagon (6) > 
dr., $155*; Ranch Wagon (8) 2-dr., 
$125*; Main (8) 2-dr., $150*; Main (6) 
2-dr., $140*. 

’54 Main (6) 4-dr.; $100*. 


MERCURY—’59 Montclair 2-dr. hardtop, 
$1,200*. 

’57 Monterey 4-dr., $375*, $375;* 2-dt., 
$195". 


’56 Custom 4-dr., $295*; Medalist 2-dr. 
hardtop, $290*, $220*. 

’55 Custom station wagon, $170*. 

’*53 Monterey conv., $205*. 


NASH—’56 Ambassador (8) 2-dr, hardtop, 
$170*. 

OLDSMOBILE—’ 59 (88) 2-dr. Holiday, $1 
375*. 

’57 (88) 2-dr. Holiday, $590* (ps), $425* 
4-dr. Holiday, $540*; 4-dr., $480", 
$285*; 2-dr., $385*. 

’56 (88) 4-dr. Holiday, $275*; 2-d:. Holl 
day, $200*. 

’55 (88) 2-dr. Holiday, $300* (ps): 4-d¥ 
$140°*. 
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154 (98) 2-dr. Holiday, $240* (ps); (88) 

Super 2-dr. Holiday, $200*. 
pLY MOUTH—’58 Plaza (8) 4-dr., $425*; 
2-dr., $325*, $250°. 

157 Belvedere (8) 4-dr., $500*; Savoy 
(8) 2-dr. hardtop, $300*; Plaza (6) 4- 
dr., 2 at $200*, $170*. 

156 Plaza (6) 4-dr., $160*; Savoy (8) 2- 
dr. hardtop, $135*. 

65 Belvedere (8) 2-dr. hardtop, $235*; 
Belvedere (6) 2-dr. hardtop, $150*. 


PpONTIAC—’57 Star Chief conv., $350* 


iS). 

sg Chieftain 4-dr., $150*%; 2-dr., $120*. 

55 Chieftain 2-dr. Catalina, 2 at $220*; 

station wagon, $150*. 

54 Chieftain 4-dr., $170*. 
RAMBLER—’56 Deluxe (6) 4-dr., $120. 
STUDEBAKER—’'56 Commander (8) 2- 

dr., $245°*. 

152 4-dr., $125. 

MISCELLANEOUS—’57 Chevrolet (6) %- 
ton, $575; %-ton panel, $195, $150; 
GMC %-ton, $345. 

56 Ford %-ton, $155. 

53 International truck, $170. 

52 Ford (8) %-ton, $295; Dodge %-ton 

truck, $125. 

50 Chevrolet %-ton panel, $130. 

46 Willys Jeep, $305. 


KANSAS CITY, MO. 


K. C. Automobile Auction Co. Sale every 
Wednesday. Prices are for sale of Nov. 15. 
BUICK—’60 Electra 4-dr. hardtop, $2,- 

065* (ps). 

’59 Invicta 4-dr., $1,460* (ps); LeSabre 
conv., $1,445* (ps). 

57 RM 4-dr. Riviera, $722* (ps); Spe- 
cial 2-dr., $622*; 4-dr., $455*; Century 
2-dr. Riviera, $420* (ps). 

'55 Special 2-dr., $465*, $325*. 

54 Special 4-dr., $210*. 

’53 Super 2-dr. Riviera, $202*. 

'52 Special 2-dr., $105*. 
CADILLAC—’61 de Ville 2-dr. 

$4,425* (ps). 

'55 (62) 2-dr. hardtop, $710* (ps). 

54 (62) conv., $425* (ps). 

'53 (62) 4-dr., $150*. 
CHEVROLET—’61 Impala (8) sport sedan, 

$2,215* (ps), $2,160* (ps); 4-dr., $2,- 
185* (ps); conv., $2,135* (ps), $2,- 
035* (ps); sport coupe, $2,117* (ps); 
Corvair (6) Monza 2-dr., $1,795*. 

*60 Impala (8) sport sedan, $1,860* (ps), 
$1,580* (ps); 4-dr., $1,630* (ps); Im- 
pala (6) 4-dr., $1,550*; Biscayne (8) 
4-dr., $1,460*; Brookwood (8) 4-dr., 
$1,435*; Bel Air (8) 4-dr., $1,345", 
$1,295*; Bel Air (6) 4-dr., $1,300*; 
Corvair (6) 500 4-dr., $1,035; 2-dr., 
$962. 

’59 Impala (8) conv., $1,400* (ps), $1,- 
275*; sport sedan, $1,210*; Bel Air (8) 
4-dr., $1,320*%; 2-dr., $1,225*; Brook- 
wood (6) 4-dr., $1,280; Brookwood (8) 
4-dr., $1,200*; Biscayne (8) 4-dr., $1,- 


hardtop, 


035*. 

’58 Brookwood (8) 4-dr., $965* (ps); 
Bel Air (8) 4-dr., $965*, $835*, $727*; 
sport sedan, $750*; Bel Air (6) 2-dr., 
$810*; sport coupe, $665; Impala (8) 
sport coupe, $920*. 

’57 Bel Air (8) conv., $915*; 

(8) 4-dr., $785* (ps); 4-dr., 
Two-ten (6) 4-dr., $655. 

56 Bel Air (8) 4-dr., $602*, $517*; Two- 
ten (8) 2-dr., $462*%; 4-dr., $367*; 
Two-ten (6) 2-dr., $362, 

’55 Two-ten (8) 2-dr., $337*. 

54 Two-ten 4-dr., $200, $165. 

53 Bel Air 4-dr., $275; Two-ten 2-dr., 
$195; 4-dr., $165*. 

CHRYSLER—’55 Windsor 4-dr., $365* 


Two-ten 
$705*; 


(ps). 

DeSOTO — ’'58 Firedome 4-dr. hardtop, 
$765* (ps). 

DODGE—’60 Dart (8) Seneca 4-dr., $1,- 
007*. 


’57 Coronet (8) 2-dr., $545*. 
’55 Coronet (8) 2-dr., $320*. 

FORD—’61 Fairlane 500 (8) 4-dr., $1,570*. 
’60 Galaxie (8) 4-dr., $1,335*; Fairlane 
500 (8) 4-dr., $1,325* (ps), $1,125*; | 
2-dr., $1,135*; Fairlane 500 (6) 4-dr., 
$1,085; Falcon (6) 2-dr., $1,045. 
’59 Thunderbird (8) 2-dr. hardtop, $1,- 
950* (ps); Country Sedan (8) 4-dr., 
$1,385* (ps); Galaxie (8) 4-dr, Vic- 
toria, $1,325* (ps); conv., $1,170*; 
Custom 300 (6) 2-dr., $1,005; 4-dr., 
$977; Fairlane 500 :(8) 4-dr., $965*. 
’58 Fairlane (8) 2-dr. Victoria, $820*; 4- 


dr., $625*; Fairlane 500 (8) 4-dr., 
$670*. 
’57 Fairlane 500 (8) 2-dr. Victoria, 


$595*; Ranch Wagon (8) 2-dr., $555*. 
’56 Custom (8) 2-dr., $440*, $165. 
‘65 Fairlane (8) 2-dr., $402*; Custom 
(8) 2-dr., $307, $235; 4-dr., $257*. 
’54 Custom (8) 4-dr., $147*. 
53 Crest (8) 2-dr., $205. 
‘52 Custom (8) 4-dr., $107. 
MERCURY—’57 Monterey 2-dr. 
$620*. 
’56 Monterey 4-dr., $285*. 
’52 Monterey 2-dr. hardtop, $112. 
OLDSMOBILE — ’60 (88) conv., 
(ps); 4-dr., $1,785* (ps). 
"55 (88) 4-dr., $287*. 
54 (88) 4-dr., $220*. 
PLYMOUTH—’59 Savoy (6) 2-dr., $712. 
*58 Belvedere (8) 4-dr., $685*; Savoy 
(6) 2-dr., $585*. 
"53 2-dr., $102. 
52 4-dr., $200. 
PONTIAC—’61 Ventura sport coupe, 


hardtop, 


$1,957* 


$2,- 





80 Larks Are Ordered 


For Camp Mercury 

SOUTH BEND. — They'll be 
driving Studebaker Larks at 
Camp Mercury, Nev. The General 
Services Administration has 
awarded a contract for 80 Lark 
six-cylinder four-door sedans to 
Studebaker-Packard Corp. 

The contract, for $125,723, 
brings the amount of government 
and defense contracts awarded to 
Studebaker this year to more 
than $32 million. 


—, 




































400* (ps), $2,232* (ps), 

’60 Bonneville 4-dr, Vista, $2,075* (ps); 
conv., $2,030* (ps). 

"59 Bonneville 4-dr. Vista, $1,667* (ps), 
$1,505* (ps); Catalina 4-dr., $1,075*, 
$1,035*. 

"56 Star Chief 4-dr., $455*. 

’55 Chieftain 2-dr., $340*. 

’54 Chieftain 2-dr, Catalina, $215*. 


RAMBLER—’59 American (6) Super 4-dr., 
$1,130, $820; station wagon 4-dr., $1,- 
110*; Ambassador (8) Custom 4-dr., 
$692. 

*58 Super (6) 4-dr., $730*. 
"57 Super (6) 4-dr., $415*, $565*. 

STUDEBAKER—’59 Lark (6) Deluxe 2- 
dr., $645*. 


WILLYS—’53 Ace (6) 4-dr., $129. 


MISCELLANEOUS—’61 Chevrolet (6) %- 
ton pickup, $1,385. 
’56 Chevrolet (8) %-ton pickup, $650. 
’55 International (6) %-ton pickup, $300; 
Chevrolet panel, $215. : 
’51 Ford (8) 1-ton pickup, $260, 


DETROIT 


Aptco Auto Auction. Sale every Tuesday. 
Prices are for sale of Nov. 14. 


BUICK—’60 Electra 225 4-dr. hardtop, $2,- 
130* (ps); Electra 4-dr, hardtop, §$2,- 
080* (ps); LeSabre 2-dr. hardtop, $2,- 
060* (ps); conv., $1,970* (ps); Invicta 
4-dr. hardtop, $2,000*. 

’59 LeSabre 2-dr, hardtop, $1,525* (ps), 


$1,225* (ps); conv., $1,265* (ps); 4- 
dr., $1,215*; Invicta 4-dr., $1,350* 
(ps). 


58 Century 2-dr. Riviera, $825* 
Special 4-dr., $730* (ps). 
CADILLAC—’60 de Ville 4-dr. 

$3,200* (ps). 

’57 (62) Sedan de Ville, $1,320* (ps). 

CHEVROLET—’62 Corvair Monza (6) 2- 
dr., $2,200. 

"61 Impala (8) conv., $2,200* (ps), $2,- 
050*; sport sedan, $2,165* (ps), §$2,- 
130* (ps); sport coupe, $2,120* (ps), 
$2,095* (ps), $2,060* (ps), $2,050*; 
Parkwood (8) 4-dr. (9 pass.), $2,030*; 
Corvair Monza (6) 2-dr., $1,860*, $1,- 
825*, $1,810; Corvair 700 (6) station 
wagon, $1,760*; 2-dr., $1,605*; Corvair 
500 (6) 2-dr., $1,410*. 

"60 Impala (8) sport sedan, $1,805* 
(ps), $1,625*; Bel Air (6) sport sedan, 
$1,455*; Bel Air (8) 2-dr., $1,275*; 
Parkwood (8) 4-dr., $1,440*; Biscayne 
(6) 2-dr., $1,110*, $1,080*; Corvair 700 
(6) 4-dr., $1,075*. 

’59 Impala (8) sport coupe, $1,525* (ps), 
$1,360*, $1,335*, $1,310; sport sedan, 
$1,330* (ps); Impala (6) 4-dr., $1.- 
150*; Parkwood (8) 4-dr., $1,470* 
(ps); Bel Air (8) 2-dr., $1,160*, $1,- 
075*, $710*; Bel Air (6) 2-dr., $1,- 
015*, $965; Brookwood (6) 4-dr., $1,- 
045; Biscayne (6) 2-dr., $895*. 

"57 One-fifty (6) 2-dr., $490*. 


(ps) ; 
hardtop, 


CHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,430* (ps); Windsor conv., $1,275* 
(ps). 

DeSOTO—’57 Firesweep 4-dr., $435*. 

DODGE—’61 Lancer 770 (6) 4-dr., $1,- 
460. 

"60 Matador (8) 2-dr. hardtop, $1,440* 


ae Seneca (6) station wagon, $1,- 
0°. 

’59 Custom Royal (8) 2-dr. hardtop, $1,- 
120* (ps); Coronet (8) 2-dr. hardtop, 
$910* (ps); Coronet (6) 2-dr. hardtop, 
$700*. 

’58 Coronet (8) conv., $500* (ps). 

’57 Custom Royal (8) 4-dr. hardtop, 
$415*; Coronet (6) 2-dr., $415*. 
EDSEL—’58 Corsair 2-dr. hardtop, $365*. 
FORD—’61 Country Sedan (8) 4-dr., $1,- 
930* (ps); Falcon (6) 2-dr., $1,400; 
Fairlane (6) 2-dr., 2 at $1,300, $1,- 


200. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
375* (ps), $2,360* (ps), $2,350* (ps), 
$2,100* (ps); Galaxie (8) 2-dr. Vic- 
toria, 2 at $1,470*; conv., $1,450; 4- 
dr., $1,425* (ps); 2-dr., $1,390*, $1,- 
375*, $1,240*; Galaxie (6) 4-dr. Vic- 
toria, $1,405*; Country Sedan (8) 4- 
dr., $1,465*, $1,370* (ps); Fairlane 
500 (8) 4-dr., $1,350* (ps), $1,300*; 
2-dr., $1,215*; Ranch Wagon (8) 4-dr., 
$1,300*; Falcon (6) station wagon, 
$1,230*; Custom 300 (6) 4-dr., $1,140*; 
Custom 300 (6) 2-dr., $1,050*; Fair- 
lane (6) 2-dr., $1,100. 

’59 Thunderbird (8) 2-dr. hardtop, §$1,- 
825* (ps); Galaxie (8) 4-dr., $1,440* 
(ps); Country Sedan (8) 4-dr, (9 
Pass.), $1,200*%; (6 pass.), $1,075*; 
Fairlane 500 (8) 4-dr., $1,150*; 2-dr. 
Victoria, $1,075*; Custom 300 (8) 2- 
dr., $960*, $920*; Ranch Wagon (6) 
2-dr., $955*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
600*; Fairlane 500 (8) 4-dr. Victoria, 
$520* (ps). 

’57 Fairlane 500 (8) 2-dr., $495*; Cus- 
tom (6) 2-dr., $415*. 

’56 Thunderbird (8) conv., $1,155* (ps); 
Country Squire (8) 4-dr., $490*; Fair- 
lane (8) 4-dr., $390*; 4-dr. Victoria, 
$385* (ps); 2-dr., $375*. 


IMPERIAL—’59 Imperial 2-dr. hardtop, 
$1,910* (ps). 
LINCOLN—’58 Premiere 2-dr. hardtop, 


—— (ps); 4-dr, hardtop, $1,400* 

Pps). 

MERCURY—’61 Comet (6) 2-dr., $1,565, 
$1,500. 

"60 Comet (6) 4-dr., $1,300. 

’59 Monterey 4-dr., $1,050* 
$1,035*. 

’58 Montclair 2-dr. hardtop, $615* (ps). 

’57 Monterey 4-dr., $450*; 2-dr. hardtop, 
$470*. 

’56 Monterey 4-dr., $270*; Custom 2-dr. 
hardtop, $345*. 

OLDSMOBILE — ’61 (98) 4-dr. Holiday, 
$2,610* (ps); 2-dr. Holiday, $2,545* 
(ps); (88) 2-dr. Holiday, $2,280* (ps). 

’60 (88) 2-dr. Holiday, $1,875* (ps), $1,- 
665*; 4-dr., $1,850* (ps); 4-dr. Holi- 
day, $1,670*. 

"59 (88) conv., $1,450* (ps). 

"58 (88) 2-dr. Holiday, $1,095* (ps); 4- 
dr. Holiday, $925* (ps). 

’57 (88) Super 4-dr. Holiday, $700* (ps). 

PLYMOUTH—’61 Fury (8) conv., $1,875* 
(ps); Suburban (8) Custom 4-dr., $1,- 
850*. 

60 Valiant 200 (6) station wagon 4-dr. 
(9 pass.), $1,320* (ps); Belvedere (8) 
2-dr. hardtop, $1,230*; Suburban (8) 
Deluxe 4-dr., $1,225*. 

‘59 Suburban (8) Deluxe 2-dr., $850; 
Suburban (6) Deluxe 2-dr., $795; Sa- 
voy (6) 4-dr., $625. 


(ps); 2-dr., 


’58 Belvedere (6) 2-dr., $465. 
‘57 Suburban (8) Deluxe 2-dr., $370*. 
PONTIAC—’61 Bonneville sport coupe, $2,- 
430* (ps); Tempest (4) 4-dr., $1,660*. 
’60 Bonneville sport coupe, $2,145* (ps); 
Catalina sport coupe, $1,835* (ps). 
*59 Catalina 4-dr, Vista, $1,580* (ps); 
Star Chief 4-dr., $1,485* (ps); Bonne- 
ville Safari 4-dr., $1,410* (ps). 
’57 Star Chief 2-dr. Catalina, $710* (ps). 
MISCELLANEOUS—’59 Chevrolet (8) El 
Camino pickup, $1,100*. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday, Prices are for sale of 
Nov. 15. Pattern remains the same, Earlier 
models remain strong and later models 
were firm with the right cars still bringing 
top dollar. Sold 423 cars from 571 consign- 
ments. 

BUICK—’60 Electra conv., $2,050* (ps). 

’59 Electra 2-dr, hardtop, $1,500* (ps), 

$1,430* (ps); Invicta conv., $1,400* 
(ps); 4-dr,, $1,100* (ps); LeSabre 2- 
dr. hardtop, $1,260*. 

’57 RM 4-dr. hardtop, $795* (ps); conv., 

$615* (ps); Special Estate Wagon 4- 
dr., $575* (ps). 


56 Special 4-dr. Riviera, $400* (ps); 
Century 4-dr. Riviera, $245* (ps). 
’55 Special 2-dr. Riviera, $160*. 
’54 Special 2-dr. Riviera, $135* (ps). 
CADILLAC—’61 (62) 2-dr. hardtop, $3,- 
775* (ps). 
60 (62) 4-dr. hardtop, $3,360* (ps). 


’59 de Ville 2-dr, hardtop, $2,935* (ps), 
$2,900* (ps); 4-dr. hardtop, $2,600* 
(ps); (62) conv,, $2,510* (ps). 

’58 (62) 4-dr. hardtop, $2.100* (ps). 

CHEVROLET—’ 61 Impala (8) sport sedan, 
$2,190* (ps), $2,180*, $2,070* (ps), 
$2,060* (ps); sport coupe, $2,025: 
conv., $2,150* (ps), $1,970* (ps); Bis- 
cayne (6) 2-dr., $1,635, $1,585. 

60 Impala (8) sport sedan, $1,790* (ps), 
$1,650* (ps); Nomad (8) 4-dr., $1,- 
785*, $1,600*; Parkwood (8) 4-dr., $1,- 
735, $1,720* (ps), $1,665, $1.600*, $1.- 
590* (ps), $1,565* (ps); Biscayne (8) 


4-dr., $1,490* (ps), $1,450*, $1,300, 
$1,170; Bel Air (8) 4-dr., $1,460*, 2 at 
$1,450*. 


’°59 Impala (8) conv., $1,360* (ps), $1,- 
200* (ps); sport coupe, $1,340* (ps); 
sport sedan, $1,300*; Bel Air (8) sport 
sedan, $1,235* (ps); 4-dr., $1,210*, 
$1,040; 2-dr., $1,075; Bel Air (6) 4- 
dr., $1,150* (ps), $1,135, $1,025*; Bis- 
cayne (6) 4-dr., $950*; 2-dr.. $845. 

’58 Biscayne (8) 4-dr., $950*%; 2-dr., 
$750*; Bel Air (8) sport coupe, $895*. 

’57 Bel Air (8) sport sedan, $830*; 2-dr., 
$715; Two-ten (6) 2-dr., $690. 

56 Two-ten (6) station wagon 4-dr., 
$570; Bel Air (8) sport sedan, $490*, 
$330*; 2-dr., $250*. 

CHRYSLER—’61 Windsor 4-dr. 
$2,060*. 

’59 Windsor 4-dr. hardtop, $1,400* (ps). 

’58 Windsor Town & Country 4-dr., 
$840* (ps). 

DeSOTO—’59 Firedome 2-dr., $950* (ps). 
’58 Firedome 4-dr, hardtop, $715* (ps); 
Fireflite 2-dr. hardtop, $680* (ps). 

’57 Fireflite 4-dr. hardtop, $585* (ps); 

Firedome 2-dr., $565* (ps). 


DODGE—’61 Phoenix (8) 2-dr., 
Lancer (6) 2-dr., $1,320. 

60 Phoenix (8) 2-dr, hardtop, $1,220* 
(ps); Phoenix (6) 2-dr, hardtop, $1,- 
135*. 

’59 Coronet (6) 2-dr., $860; 4-dr., $795. 


FORD—’61 Thunderbird (8) conv., §$3,- 
200* (ps); 2-dr. hardtop, $3,175* (ps), 
$3,050* (ps); Galaxie (8) 2-dr, Vic- 
toria, $1,725* (ps); Falcon (6) 4-dr., 
$1,555*; Fairlane (8) 4-dr., $1,460. 

60 Galaxie (8) 4-dr. Victoria, $1,470* 
(ps); Country Sedan (8) 4-dr., $1,325*, 
$1,320 (ps); Fairlane (8) 4-dr., $1,- 
105*; 2-dr., $1,030*; Falcon (6) 4-dr., 
$1,090; Custom 300 (6) 2-dr., $985. 

"59 Galaxie (8) 2-dr. Victoria, $1,300*; 


hardtop, 


$1,500; 


conv., $890; Fairlane (8) 2-dr., $1,- 
025*, $955*; Ranch Wagon (6) 2-dr., 
$675. 


’58 Thunderbird (8) 2-dr. hardtop, $1,- 
730* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $900* (ps). 

’57 Fairlane (8) 2-dr, Victoria, 2 at 
$650*; Ranch Wagon (8) 2-dr., $460, 
$370*; Country Sedan (8) 4-dr., $450*. 

’56 Custom (8) 4-dr., $325; Fairlane (8) 
conv., $240* (ps); 2-dr., $110. 

’55 Country Sedan (8) 4-dr., $355* (ps); 
Fairlane (8) 4-dr., $175*; conv., $130*; 
Custom (8) 4-dr., $140. 

°54 Custom 4-dr., $150*; 
4-dr., $100. 

’53 Custom (8) 4-dr., $105*. 


Country Sedan 


IMPERIAL—’59 Imperial 4-dr. hardtop, 
$1,560* (ps), 
’56 Imperial 4-dr., $200* (ps). 
LINCOLN—’61 Continental 4-dr., $4,000* 


(ps). 
60 Continental V 2-dr. hardtop, $2,500* 
(ps). 





AWDA Honors Bickel— 


J. E. Bickel, left, merchandising vice- 
president of Monroe Auto Equipment Co., 
Monroe, Mich., received the “Automotive 
Man of the Year" award from the Auto- 
motive Warehouse Distributors Assn. Pre- 
senting the trophy at the AWDA conven- 


tion in Kansas City was Phil Rizzuto, right, 


former New York Yankee shortstop. Look- 
ing on is Robert S. Weber, AWDA presi- 
dent, Bickel was honored for his ‘‘bold 
ideas" in the merchandising of automo- 
tive parts to dealers and consumers. 





a 


Veteran Dealer's New Plant— 


Merrell Chevrolet Co., Sulphur Springs, Tex., has opened this plant which comprises 
a total of over 100,000 square feet of space. A 4,000-square-foot shop just behind the 
main building is equipped with the latest tools. An 88,200-square-foot paved area 
at the right is for used-car and truck display, customer parking and new unit storage. 
Mack Merrell, president, has been a Chevrolet dealer in Sulphur Springs for 34 years. 





59 Continental IV 2-dr. hardtop, §$1,- 


995* (ps); conv., $1,700* (ps). 
MERCURY—’60 Monterey 2-dr. hardtop, 
$1,395* (ps). 

"58 Monterey 4-dr. hardtop, $670* (ps); 
2-dr. hardtop, $650* (ps). 

’57 Monterey 2-dr. hardtop, $500*; 4-dr. 
hardtop, $450* (ps), $310* (ps); Mont- 
clair 4-dr, hardtop, $310*, 

’56 Monterey 4-dr., $490* (ps); Montclair 
4-dr. hardtop, $450* (ps). 


OLDSMOBILE—’60 (88) conv., $1,950* 
(ps); 4-dr. Holiday, $1,800* (ps). 

"59 (98) 4-dr. Holiday, $1,640* (ps); 
(88) 4-dr., $1,560* (ps), $1,360* (ps); 
4-dr, Holiday, $1,465* (ps), $1,320* 
(ps). 

’58 (88) 4-dr., $1,025* (ps); 4-dr. Holi- 
day, $935* (ps); 2-dr. Holiday, $955* 
(ps), $875* (ps). 

’57 (98) 4-dr, Holiday, $800* 
dr., $650* (ps). 


PLYMOUTH—’61 Fury (8) 4-dr. hardtop, 


(ps); 4- 


$1,760* (ps); Valiant (6) 2-dr., $1,- 
610*; 4-dr., $1,500; Suburban 4-dr., 
$1,490. 


°60 Suburban (8) Custom 4-dr., $1,430; 
Valiant (6) 4-dr., $1,160* (ps); Belve- 
dere (8) 2-dr. hardtop, $1,080*; Savoy 
(8) 2-dr., $875. 

’*59 Suburban (8) Custom 4-dr., $940; 
Belvedere (8) conv., $865*; Savoy (6) 
4-dr., $840* (ps); Savoy (8) 4-dr., 
$700. 

'58 Savoy (6) 2-dr. hardtop, $545*; 4-dr., 
$335; Savoy (8) 2-dr., $540*. 

’57 Belvedere (8) 4-dr, hardtop, $400*, 
$400* (ps); 2-dr. hardtop, $325*; Sub- 
urban (6) Deluxe 2-dr., $300, 

56 Suburban (8) 2-dr., $150*. 

PONTIAC—’61 Ventura 4-dr. Vista, $2,- 
325* (ps); Bonneville 4-dr. Vista, $2,- 
270* (ps). 

’60 Star Chief 4-dr. Vista, $1,900* (ps); 
Catalina conv., $1,815* (ps). 

"59 Bonneville 4-dr. Vista, $1,700* (ps), 
$1,610* (ps), $1,450* (ps); Catalina 
4-dr, Vista, $1,450* (ps), $1,280* (ps); 
Safari 4-dr., $1,370*; 2-dr., $1,275*. 

’58 Star Chief 2-dr. Catalina, $955* (ps); 
Chieftain 4-dr., $740*. 

RAMBLER—’61 Classic (6) Custom 4-dr., 
$1,950* (ps). 

°60 Super (6) 4-dr., $1,285*; Super (6) 
4-dr., $1,020; American (6) Deluxe 2- 
dr., $900. 

’59 Super (6) 4-dr., $1,040, $935*. 

’57 Super (6) Cross Country 4-dr., $555*. 

STUDEBAKER—’60 Lark 2-dr., $895*. 

’55 Lark 4-dr., $135*. 

MISCELLANEOUS—’58 International one- 
ton pickup, $570. 


ALBANY 


Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Nov, 13. 
Today's car market reflected a mild tempo 
except for cars of first quality, Old cars 
are difficult to sell even for iron prices. 
Had a nice turnout of buyers who were 
looking for certain models only, Large 
wholesale concerns were gentle because 
they have large inventories and buying only 
cars they have an immediate order for. 
Sold 66 cars from 110 consignments. 
BUICK—’58 Special 2-dr. Riviera, $875* 

(ps); Super 2-dr., $750* (ps). 

’56 Special 4-dr., $225*. 


CADILLAC—’61 de Ville 4-dr. hardtop, 
$3,860* (ps). 
CHEVROLET — '61 Parkwood (6) 4-dr., 


$2,010*; Impala (8) sport sedan, §$1,- 
900* (ps); Corvair (6) 4-dr., $1,600; 


2-dr., $1,330. 

"60 Bel Air (8) 2-dr., $1,580*; Bel Air 
(6) 4-dr., $1,200; 2-dr., $1,190; Bis- 
cayne (6) 2-dr., $1,275. 


’58 Bel Air (8) 4-dr., $950*; Nomad (8) 


4-dr., $925* (ps); Brookwood (8) 4- 
dr., $840*. 

57 Bel Air (8) conv., $530*; 4-dr., 
$510*. 

"56 Two-ten (8) station wagon 4-dr., 
$475. 

55 Two-ten (6) station wagon 4-dr., 


$400, $325*; 2-dr., $290; One-fifty (6) 
2-dr., $308; Bel Air (6) 4-dr., $300*. 
’54 Bel Air (6) 2-dr., $240*. 

CHRYSLER—’59 Windsor 2-dr., 
(ps). 

DODGE—’ 57 Custom Royal (8) 4-dr, hard- 
top, $560* (ps); Coronet (6) 2-dr., 
$425* (ps). 

FORD—’61 Fairlane (8) 4-dr., $1,540*. 
’60 Fairlane 500 (8) 4-dr., $1,225* (ps); 
Fairlane 500 (6) 2-dr., $950, $875. 

’*59 Country Sedan (8) 4-dr., $1,250*; 
Galaxie (8) conv., $1,125*; Custom (8) 


$1,280* 


4-dr., $930. 
’58 Fairlane 500 (8) conv., $800*; Cus- 
tom 300 (8) 4-dr., $550; Custom 300 


(6) 2-dr., $500. 

’'57 Custom 300 (8) 4-dr., $520*; 2-dr., 
$300*; Fairlane 500 (8) 4-dr. Victoria, 
$485* (ps), $470* (ps). 


56 Fairlane (8) 4-dr., $375*; Country 
Squire (8) 4-dr., $240*. 
’55 Custom (6) 2-dr., $230. 
MERCURY—’60 Monterey 4-dr., $1,225*. 


’56 Custom station wagon 4-dr., $250. 
’°55 Monterey 2-dr., $125*. 


OLDSMOBILE — ’58 (88) 4-dr. Holiday, 
$970* (ps). 
’57 (88) 2-dr. Holiday, $600* (ps); 4-dr., 
$475*. 


56 (88) Super 4-dr. Holiday, $485* (ps), 
$390* (ps), $250*. 
PLYMOUTH—’61 Valiant $1,- 

480*. 
59 Savoy (8) 2-dr., $699*. 
’57 Savoy (8) 4-dr., $375*, $230°*. 
PONTIAC— 60 Bonneville Safari 4-dr., $1,- 
450* (ps); Star Chief 4-dr., $1,435* 
(ps). 
’58 Super Chief 4-dr., $875*. 
RAMBLER—’59 Custom (6) 4-dr., $800. 


(6) 4-dr., 





’58 Ambassador (8) 4-dr., $650* (ps). 
’57 Super (6) Cross Country 4-dr., $350 
(ps). 
MISCELLANEOUS—’56 Dodge %-ton pick- 
up, $350. 





— Auctions in Brief — 
CHICAGO 


Greater Chicago Auto Auction Sale every 
Thursday (Nov. 16). Plenty of cars, sharp 
ones still bring top dollar, big percentage 
sold, Sold 391 cars from 643 consignments. 

* * * 


DOTHAN, ALA. 

The Auto Auction, Sale every Wednes- 
day (Nov. 15). The sale of cars this week 
was slow, Sold 61 cars from 95 consign- 
ments. 

* + + 


MANHEIM, PA, 

Manheim Auto Auction, Sale every Fri- 
day (Nov. 17). Weather: Clear, Sold 76 
percent of 814 consignments. 

* * * 


Minneapolis Auto Auction, Inc, Sale 
every Wednesday (Nov, 15), Supply of 
clean cars still short, prices weak. Retail 
sold 51 cars from 112 consignments. 


Used Imported 


Cars 


Bordentown, N. J. 

Austin-Healey—’60 conv., $612. 
Ford (English)—’'59 Anglia 2-dr., $470. 
Hillman—’60 Minx conv., $470. 
Morris—’61 conv., $1,950* (ps). 
Renault—’'59 4-dr., $340. 

'58 4-dr., $275, $275*. 
Taunus—’61 Combi 2-dr., $885. 


Caldwell, N. J. 
MG—’60 2-dr., $1,800. 
Opel—’58 station wagon, $640. 
Renault—’59 Dauphine 4-dr., $425. 
Triumph—’59 roadster, $1,000, $955. 


Chicago 
Hillman—’59 conv., $425. 
Mercedes-Benz—’59 4-dr., $1,300. 
Triumph—’61 TR-3 2-dr., $1,500. 
Volvo—’ 57 2-dr., $410. 


Daytona Beach, Fla. 
Borgward—’60 station wagon 2-dr., $670*. 
Fiat—’59 4-dr., $450; 2-dr., $365. 
Renault—’58 4-dr., $310. 

Triumph—’60 TR-3 2-dr., $1,225, $1,030. 
Volkswagen—’60 Karmann-Ghia conv., $1,- 
500. 
"59 conv., $765. 


Detroit 
Hillman—’57 station wagon, $160. 
MG—’61 roadster, $1,750. 


Fontana, Wis. 
Mercedes-Benz—’ 57 4-dr., $1,000. 
Skoda—’60 conv., $165. 


Mason City, Ia. 
Opel—’60 station wagon, $850. 
Renault-—-’61 Caravelle, $1,550. 
Simeca—’59 2-dr., $275. 
Volkswagen—’60 Karmann-Ghia conv., $1,- 





370. 
Volvo—’ 60 2-dr., $950. 


Los Angeles 
Austin-Healey—’60 Sprite roadster, $1,000. 
’59 Sprite, $885. 
’58 roadster, $1,300. 
Fiat—’58 2-dr., $290. 
Hiliman—’55 2-dr., $185. 
Opel—’58 2-dr., $400. 
Peugeot—’59 4-dr., $725. 
Renault—’60 Dauphine 4-dr., $645. 

’59 Dauphine 4-dr., $460. 

’58 Dauphine 4-dr, sunroof, $295, 
Taunus—’60 4-dr., $575. 
Volkswagen—’58 2-dr., 
Volvo—’58 2-dr., $700. 


Manheim, Pa. 
Austin-Healey—’56 conv., $675. 
DKW—’59 2-dr., $475. 

Hillman—’61 station wagon, $1,075. 
Jaguar—'62 XKE roadster, $5,400. 
’60 4-dr., $1,600. 
’58 2-dr., $1,290. 
MG—’57, $630. 
Mercedes-Benz—’56 4-dr., $450. 
Metropolitan—’59 2-dr., $400. 
’57 conv., $420. 
Opel—’59 station wagon, $850, $550; 2-dr., 
$265. 
Peugeot—’5S sunroof 4-dr., $715. 
Porsche—’60 Super 2-dr., $1,700. 
Prinz—’61 2-dr., $360. 


Renault—’58 Dauphine 4-dr., $350. 
Simea—’59 4-dr., $450. 

Skoda—’60 4-dr., $300. 

Triumph—’59 TR-3 roadster, $1,060. 


Volkswagen—’61 conv., $1,650; 4-dr., $1,- 
510; 2-dr., $1,480. 
"60 2-dr., $1,350, $1,310, $1,125. 
"58 2-dr., $750. 
’57 Microbus, $565; Karmann-Ghia, $550. 


Minneapolis 
Mercedes-Benz—’'55 4-dr., $705. 
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TV Ratings Rapped... 





Auto Advertising 


The elimination of commercial 
ratings services for television and 
the creation of a nonpartisan, in- 
dustry-sponsored scale of audience 
measurement comparable to the 
Audit Bureau of Circulation was 
suggested by Charles F. Rosen, ex- 
ecutive vice-president, W. B. Doner 
& Co. 

Addressing the annual meeting 
of the Television Bureau of Ad- 
vertising, Rosen said it would 
“certainly be less costly than the 
tribute we are now all paying 
to all of the commercial services; 
it would end a tremendous 
amount of confusion. 

“Moreover, it would standardize 
criteria and put ratings in their 
proper frame of reference,” Rosen 
said. “Ultimately, it would give the 
TV industry more stature.” 

Rosen also pointed out that no 
government control “can replace 
the thumb and forefinger of Mr. & 
Mrs. Joe Public.” He said they are 
the greatest regulators of the media 
that has ever been invented. 

“As they switch from channel to 
channel, or turn the set off en- 
tirely, they are expressing their 
acceptance or rejection of your sta- 
tion or programming,” Rosen told 
the representatives of advertising 
and the television industry. “Sta- 
tions, advertisers and agencies will 
respond much quicker to this type 
of control than some bureaucratic 
bombast.” 

Thomas B. Adams, president, 
Campbell-E w ald Co., compared 
the growth and problems of the 
television industry with those of 
the automobile industry. 

“Detroit, advertising and automo- 
biles have three general things in 
common,” he told the meeting. 

“They have multiple natures, they 
have changing natures and they 
suffer a confused public image be- 
cause of their changing natures,” 
Adams said. 

Three truths apply to TV’s prob- 
lems, he said. “One truth is en- 
couraging, one is critical and one 
is instructive. 

“The encouraging truth is that 


the American automobile has been| 


criticized just as severely as tele- 
vision. Too big, too gaudy, too pow- 
erful . . . all these phrases have 
been hurled at American cars,’ he 
said. 

The encouraging thing about 
this, he said, is that the auto in- 
dustry is still going strong. 
“Therefore, you may expect tele- 
vision to survive despite certain 
signs in the air today that every- 
thing will ‘go to black.’ ” 

The critical truth in the auto in- 
dustry is the diversity it has 
achieved in the last two years, 
Adams said. 

“With all the sizes and kinds of 
cars available today, it is a plain 
fact and not an unsupported claim 
that there is something for every- 
one in the American car market,” 
Adams said. “And each product 
which makes this choice possible 
is a carefully conceived product 
built and promoted as though its 
purchasers were important.” 

Adams said the auto makers have 
“responded to public needs and de- 
sires more democratically than tele- 
vision has.” 

The third truth in the auto indus- 
try, Adams said, is that while it 


K9 Guards 


Trained Dogs ‘Hired’ 
To Protect Deals 


MIAMI.—Several dealers, plagued 
by a series of thefts of cars and ac- 
cessories, have resorted to the use 
of trained watchdogs in their build- 
ings and fenced lots here. 

The dogs are hired out at 40 
cents an hour by W. G. Paige, a 
local policeman who operates a “K9 
training center” in his off time. He 
has 22 German shepherds and Dob- 
erman Pinschers trained for obedi- 
ence and attack. 

When a dealer hires a dog for 
guard duty, Paige delivers the ani- 
mal before the dealership closes 
and leaves it with a supply of 
water. The dog is picked up the 
next morning. All dogs are house- 
broken. 

None of the dealers has had any 
thefts since the K9 guards took 
over. 





always tries to follow and satisfy 
the public taste, the industry also 
tries to lead the public taste. 

“The criticism TV is now un- 
dergoing is similar to the public’s 
vague general desire for improve- 
ment in cars. The critics and the 
public cannot say exactly what 
they would like to see, 

“Like the auto people,’ Adams 
said, “TV people have to lead the 
public to new things while still 
satisfying the appetites that pres- 
ently exist.” 

Other speakers included Glenn 
Marshall jr., bureau chairman, who 
called for a united effort for great- 
er industry growth; Norman E. 
Cash, bureau president, who urged 
greater promotion of television, 
and William B. Lewis, chairman, 
Kenyon & Eckhardt, Inc., who 
praised the accomplishments of the 
TV industry. 

oe 


Sim-At Picks Meltzer 


Sim-At Corp., Chrysler’s New 
York key Simca dealership, has 
appointed the New York office of 
Richard N. Meltzer Advertising, 
Inc., as its advertising agency. 

Sim-At acts as a modified dis- 
tributor for about 50 dealers 
throughout the New York metro- 
politan area (New York, New Jer- 
sey and Connecticut), 

* * * 


Duophoto Moves 


Duophoto Corp., Eastern Division 
of Photorapid Corp., manufacturer 
and distributor of photocopying 
equipment and supplies, has moved 
to 126 Fifth Ave., New York. Duo- 
photo is Operated by Irving Jaffe, 
Saul Jaffe and Mitchell Antman. 

* * * 


Personnel Changes 

L. C. (Slim) Barnard from auto- 
motive editor of the Los Angeles 
EHxaminer to retirement effec- 
tive Dec. 


1. Barnard had held 
that post since 
1936. He was also 
manager of auto- 
motive advertis- 
ing for Hearst 
Advertising Serv- 
ice and Los An- 
geles correspond- 
ent for AvuTomo- 
TIVE News since 
1936. His place 
will be taken by 
Dan Boone, Bar- 
nard’s assistant 





L. C. Barnard 


for the past seven years. Boone’s 


Dealership Sues 
To Wrap Up Sale 
Of $21,160 Rolls 


PITTSBURGH.—The question of 
a woman’s right to change her mind 
is involved in a $17,160 suit filed by 
Motorfair, a Pittsburgh foreign-car 
dealership, in Common Pleas Court 
here. 

The legal action centers on the 
refusal of Mrs. Ben Moreell to ac- 
cept delivery of a Rolls-Royce Sil- 
ver Cloud II, built to her specifica- 
tions in England. 

Mrs. Moreell is the wife of Ben 
Moreell, retired board chairman of 
Jones & Laughlin Steel Corp. 

The foreign-car firm said it took 
Mrs. Moreell’s order for the custom- 
made auto last January and prom- 
ised delivery by October. 

The contract called for such ac- 
cessories as a three-way loudspeak- 
er system between the chauffeur’s 
seat and the rear seats and full air 
conditioning. 

Actually, the Rolls-Royce was 
ready long before the deadline date 
and driven to Mrs. Moreell’s home 
here on July 24, But she refused to 
accept the car or pay the balance 
due, the Motorfair suit charged. 

The full cost of the imported auto 
was $21,160 but Mrs. Moreell re- 
ceived a $4,000 allowance by trad- 
ing in a 1958 Chrysler Imperial. 

In addition to seeking the $17,160 
remaining, Motorfair also asked to 
be reimbursed for financing and in- 
surance charges totalling $99 a 
month. 

Mrs. Moreell said she refused to 
accept the Rolls-Royce because it 
failed to meet her specifications in 
several respects. Among other 
things, she said, the air-condition- 
ing system was unsatisfactory. 


assistant will be Larry Barnard, 
Slim Barnard’s son. 
* * oe 

Sanford Maizel from account 
supervisor at Curtis Advertising to 
account executive and creative co- 
ordinator for Richard N. Meltzer 
Advertising, Inc.. New York . 
Jules Hoffman from advertising 
promotion manager to promotion 
director of TV Guide. 

* * * 

Harry Cushing, from administra- 
tive assistant to the executive vice- 
president of Jaguar Cars, Inc., to 
public relations director of D. P. 
Brother & Co., succeeding Bill 
Adams, who has joined GM’s De- 
troit news section .. . Thomas’ W. 
Jipson, from advertising account 
executive for AC Spark Plug to ac- 
count supervisor for GM Defense 
Systems at D. P. Brother... Wal- 
ter L. Belson, public relations di- 
rector of the American Trucking 
Assns., elected president of the 
Public Relations Society of Amer- 
ica. 





Capsule Reports .. . 


Auto News in Brief 


BONN, West Germany. — Volks- 
wagen has announced that Ger- 
mans who invested money in Hit- 
ler’s prewar “peoples car” saving 
plan will be allowed to buy a VW 
for as much as $150 less than retail 
price. 

The settlement, proposed by VW 
Managing Director Heinz Nordhoff, 
was the result of a court action 
Started in 1950 by two subscribers 
to the Hitler plan, which was de- 
signed to provide a car for every 
German family for about $400. 

* * * 


D’ Addario Named President 


Of Body Refinishers Group 

CHESIRE, Conn.—Mario D’Ad- 
dario of Mario’s Body Shop, Bridge- 
port, has been elected president 
of the Auto Body Refinishers Di- 
vision of the Connecticut Automo- 
tive Trades Assn. 

He succeeds James Karl, Stam- 
ford. Lou Szivos, Darien, was elect- 
ed vice-president and Harold Shaw, 
New Haven, was reelected secre- 
tary. 


* * * 


Chrysler Has Big Role 
In Saturn Development 


DETROIT.—Chrysler Corp. Mis- 
sile Division played an important 
role in the development of the Sa- 
turn space vehicle launched from 
Cape Canaveral, Fla. 

Chrysler engineers and technici- 
ans have participated in nearly 
every aspect of the Saturn program 
in the last two years. Chrysler has 
provided more than two million 
man-hours of engineering, testing 
and fabrication support in the de- 
velopment of the Saturn space ve- 
hicle, as Well as the Saturn launch 


complex at Cape Canaveral. This 





Lovelier Interiors— 


New cars are placing added emphasis 
on interiors, as is evidenced by this ex- 
perimental Pontiac, the Monte Carlo. N. G. 
Zink, right, and Bob Kelly, left, of Howard 
Zink Corp., inspected the Monte Carlo at 
the Los Angeles International Auto Show 
and said they were impressed by this 
turn toward luxury. “It is apparent to us,” 
Zink said, “that the replacement industry 
as well as the auto makers will benefit.” 
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Experts Discuss Truck Leasing— 


One hundred and forty years of experience in the truck rental and leasing business 
qualified the ‘‘Ask the Experts” panel at the closing session of the 17th annual meet- 
ing of National Truck Leasing System. On the panel, from left, were F. R. Gaylord 
American Truck Rental, New Orleans and Fort Worth; Carl Carson, Carson Co., Min. 
phis; Frank Max jr., Truck Rental Co., Baltimore; Howard Amor, Trucklease, Inc., Cleve- 


land, and Jack Keating, Willett Truck Leasing Co., Chicago. 
aaa 


dent, will continue in their same 
capacities. 
* * * 


Fuel Additives Used in L. 4, 


No Health Peril, Group Told 


LOS ANGELES.—Motor-fue] ad- 
ditives now in use in Los Angeles 
do not constitute a health hazard 
and altering the fuel would have 
little effect on eye irritating smog, 
Dr. Stephen Nicksic, California Re- 
search Corp., and Harry Morrison, 
Western Oil & Gag Assn., told the 
Subcommittee on Air Pollution and 
Radiation Protection of the Cali- 
fornia Assembly Interim Committee 
on Public Health. 

Nicksic said a study had con- 
cluded that additional olefin con- 
trols “would not be readily per- 
ceived by the public,” and a control 
of other composition factors could 
not be justified. Morrison testified 
that proposed reductions in the 
sulphur content of gasoline and 
diesel fuels would be “insignificant 
in the air pollution control picture 
but costly to the motorists.” 

* * * 


St. Louis Dealers Back 


Fight for Sunday Closing 

ST. LOUIS.—Samuel Liberman 
appeared as friend of the court in 
behalf of the Greater St. Louis 
Automotive Dealers Assn. and the 
St. Louis Labor Council in an ap- 
pellate Sunday sales case before 
the Missouri Supreme Court. 

Liberman challenged defense at- 
torney, Orville Richardson, that the 
language of the law was too vague 
to be constitutional. All the words 
in the law, and specifically the term 
“necessity,” are ordinary terms com- 
monly used, Liberman said. They 
should be interpreted by the courts 
to mean what they are generally 
determined to mean, he said. To 
have the Legislature spell out what 
specific items could and could not 
be sold on Sunday would be too 
burdensome, he said. 

* * * 


Low Bid in Washington 


Is $1,706 on Plymouths 


OLYMPIA, Wash.—From 26 bid- 
ders on cars and trucks for the 
state, Savidge, Inc., Seattle, was the 
apparent low bidder at $1,706.75 
each for two-door, six-cylinder 
Plymouths. 

Robert, Nesbit, state purchasing 
chief, said the state probably will 
buy some 325 cars before April for 
all agencies except the State Patrol. 
Savidge also was apparent low bid- 
der for half-ton trucks at $1,693.90, 
while Reigel-Becker, Spokane, was 
low on pickup trucks at $1,554.15 
and on %-ton pickups at $1,743.95. 


* eg * 
























effort presently involves over 1,100 
engineers and technicians, working 
on the Saturn program in Detroit; 
Huntsville, Ala. and Cape Cana- 
veral. 
aa * * 

Engine-Rebuilding Firm 
Established in Kentucky 


OWENSBORO, Ky. — Southern 
Automotive Engines, Inc., a newly 
organized company which will re- 
manufacture internal combustion 
engines, expects to be in operation 
here before the end of the year. 

The firm is constructing a 9,500- 
square-foot plant, according to Nel- 
son C, Walker, president. Paul A 
Walker is vice-president and con- 
troller, and Milton S. Yunker, sec- 
retary-treasurer, 

* * o* 


Rheem to Halt Production 
Of Bumpers, Springs in West 

LOS ANGELES. — Rheem Mfg. 
Co. will discontinue production of 
auto bumpers and springs in Jan- 
uary and will sell its Fullerton 
(Calif.) plant, according to O. W. 
Carrico, general manager. 

The firm’s products went to Ford 
Motor Co., General Motors and 
Chrysler Corp. for use in cars as- 
sembled on the West Coast. Car- 
rico said the shutdown is due to 
“declining sales volume brought 
on by high labor and steel costs” 
and to a “growing trend of auto 
manufacturers to make their own 
parts and accessories.” 

* * ck 
Electric Autolite to Produce 


Alternators in Other Lands 


TOLEDO. — Worldwide produc- 
tion of Prestolite automotive alter- 
nators is scheduled for the first 
quarter of 1962, according to J. J. 
Bohmrich, international operations 
vice-president of Electric Autolite 
Co. 

Already in production in the 
United States, the Prestolite alter- 
nator will also initially be manu- 
factured in Argentina, Brazil, Can- 
ada, Mexico and France. Prestolite 
is manufacturing three basic alter- 
nators. 

*« * * 
Former U. C. Dealer 


Sentenced in Alabama 

BIRMINGHAM, Ala.—William F. 
Bailey, a former used-car dealer 
was sentenced to prison terms 
totalling 10 years after pleading 
guilty to eight counts of selling 
mortgaged property and buying, 
selling and receiving stolen prop- 
erty. 

Bailey applied for probation, and 
Circuit Judge Alta King scheduled 
a hearing on the request for Dec. 8. 

* * cg 


Artnell Purchases 


National Seating 


CHICAGO.—Artnell Co. has an- 
nounced the purchase of National 


Gas-Tax Hike Fails 
To Cut Pennsylvania Travel 


HARRISBURG, Pa. — Despite 4 
2-cent increase in the Pennsylvania 
gasoline tax, there has been n0 
great decrease of motor vehicles on 
state highways, according to State 
Highways Secretary Park H. Mar- 
tin. 

To the contrary, Martin deciared, 
since the tax was increased from 
5 to 7 cents April 1, Pennsy!vania 


Seating Co., Mansfield, O., manu- 
facturer of transportation seat- 
ing. 

Artnell officials said National 
Seating will operate as a separate 
division of Artnell. R. G, Brooks, 
president of National Seating, 
and Dan Cross, sales vice-presi- 





highways are being used more. He 
said this refutes the petroleum in- 
dustry’s claim that the increase 
would result in a “disastrous de 
cline in the sale of gasoline” He 
said there was a slight drop in gal- 
lons sold but he traced this to use 
of smaller cars and other fact rs. 












Now, more than ever, the Post 
is urgent reading for millions 
of families. It’s a magazine 
of words, meant to be read, 
bought by people who like to 
read. And the brilliant new 
design of the Post puts these 


the new 
Post—exciting 
setting for 
auto selling 


eee, ee 





words on showcase display on 
every surprising page. Post 
families respond to this natural 
editorial vitality...and to your 
advertising in the Post. They’re 
your best new-car prospects, 
too. Nine out of ten Post 








family readers live in house- 


holds that own one or more 
automobiles. And they also 
have the highest median income 
in the general weekly-biweekly 
field! What a wonderful setting 
for selling your 1962 models! 
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Jamaica Subsidiary Defended .. . 








Ford Denies Dumping Charge 


TORONTO.—A Ford of Canada 
official says the government of 
Canada knew about and approved 
every step of a move by the Cana- 
dian automaker to import cars 
and parts via Jamaica. 

Ford is now having discussions 
with Ottawa officials over the sta- 
tus of imports via its Jamaica sub- 
sidiary with respect to dumping 
duty. 

The issue arose after the Cana- 
dian office of United Auto Work- 
ers complained last summer that 
a three-man Ford of Jamaica 
staff, armed with rubber stamps 
and a batch of invoice forms, 
was depriving Canada of “hun- 
dreds of thousands of dollars in 
import duties.” 

The Ford official said the UAW 
statement is misleading. Such of- 
fices are common and the govern- 


commented: “I think everyone was 
aware... that this was for the 
purpose of improving the competi- 
tive position of Canadian vehicles 
by increasing the retail prices of 
imports rather than for the pur- 
pose of collecting dumping duties.” 

Since collecting dumping duties 
didn’t seem to be the point of the 
new regulations, Ford looked for a 
way to save money. : 

Ford set up Ford of Canada (Ja- 
maica) and established a small of- 
fice in downtown Kingston. Ottawa 
was aware of the details, and ap- 
proved the move in law, Ford main- 
tains. 

Ford of England sent cars di- 
rectly to Canada. But the paper 
work went by way of Jamaica. The| 
invoices said that England had gold 
the cars to Jamaica and Jamaica 
had sold them to Canada. 


Under this system, English 


ment knew about and approved 
Ford’s, he said. 

But now Ottawa has reversed an 
earlier stand and has ordered Ford 
to pay dumping duties on some or- 
ders handled by Jamaica, Ford is 
questioning the new ruling. 

Here’s what the talk is all about: 

In 1960 Ottawa became concern- 
ed Canadian manufacturers might 
be hurt by mounting imports. The 
government took action last De- 
cember. 

Foreign cars coming into Can- 
ada had been valued for duty 
purposes at 30 percent off list 
price. The percentage was reduc- 
ed to 20 percent. It meant that 
if a car had a list price of $1,000, 
duty would be based on $800, 
rather than $700. 

In a statement last summer Ford 
of Canada President Karl E. Scott 








Philadelphia Proclaims Show Week— 


































Edward C. Swirsding, left, vice-president of the Automobile Trade Assn. of Greater 
Philadelphia, holds a proclamation signed by City Managing Director Donald C, 
Wagner, right, designating Nov. 11-18 as “Auto Show Week." Wagner is receiving 
miniature gold cars from the Auto Show twins, Janet and Louise Arters. 


Ford sold a $1,000 car to Jamaica 
for $700, which was the value for 
duty before the 1960 revision. 





Dodge Council in Session . . . 







Chrysler Lands Space Order 


(Continued from Page 4) 


million pounds of thrust, was re- 
cently successfully tested at Cape 
Canaveral, Fla. It will be used in 
the Apollo program, whose eventual 
goal is an American astronaut on 
the moon. 


thing, this group isn’t packed with 
guys who'll be ‘yes’ men.” 

The Chrysler-Plymouth dealer 
“consultants” are Charles C. Freed, 
Salt Lake City, for three years; 
Fenner Tubbs, Lubbock, Tex., two 
years, and Harry Heiman, Utica, 
N. Y., one year. Freed, a former 
NADA president, and Tubbs, are 
members of the Chrysler-Plymouth 
National Dealer Council. 

Townsend has defended his de- 
cision to appoint the “consultants” 
on the ground that the confidential 
nature of the discussions militates 
against an elective process, How- 
ever, he insisted that the consult- 
ants will be urged to speak freely 
without fear of any pressures from 
the sales department. 

The new Chrysler president is 
scheduled to appear before the 
Utah Automobile Dealers Assn. 
convention next Monday as guest 
speaker. He addressed the New 
York State dealers in October 
and was heartened by response to 
a talk on the two-way responsi- 
bilities between the factory and 
its dealers. 

Townsend and Chrysler Board 
Chairman George H. Love wrapped 
up the rocket-booster contract in 
Washington shortly before it was 
announced by NASA Nov. 17. 
Chrysler will build the booster 
stage of the Saturn rocket. 

The booster, which produces 1% 


* * * 


Chrysler to Cut Back 
At Marysville Depot 


DETROIT.—Chrysler Corp.’s 
Service Parts and Accessory Divi- 
sion will transfer domestic and 
overseas shipping operations at the 
Marysville plant 
to newer facili- 
ties at Center 
Line, Mich., and 
Newark, Del. 

The Marysville 
Plant will con- 
tinue to perform 
sheet-metal prim- 
ing, interior-trim 
work and govern- 
ment packing op- 

ow! erations, 
L. I. Woolson L. I. Woolson, 
Chrysler Corp. general manager of 
the division, said the transfer will 
begin early next year with the 
major part completed by June 1. 

Woolson said overseas shipping 
operations will be integrated into 
the Newark plant. The modern 
facility at Center Line will provide 
more efficient and speedier delivery 
of parts and accessories, he added. 

The Marysville parts depot has 
been operated by Chrysler since 
1936 when it purchased the build- 
ings from Wills-St, Clair Automo- 
bile Co. 








4 Investors Sue 
Firm Set Up to 
Build ‘Radical Car’ 





Jamaica sold the car to Canada 
for $800, which was the new value 
for duty. 

Left behind in Jamaica: $100 
profit for Ford of Canada. It would 
be taxed at the lower Jamaica in- 
come-tax rates. 

Canada was in a dilemma. The 
Department of National Revenue 
might have liked to see the com- 
pany paying more taxes. But the 
company could not be accused of 
dumping because it was bringing 
the cars into Canada at what the 
customs department said was a 
fair price, 

The union charges (and the com- 
pany doesn’t deny) that Ford is 
using a similar system to bring in 
parts for older cars. 

The union says 336 Ford suppliers 
in the United States ship 2,690 dif- 
ferent parts for models sold in 
Canada to Detroit’s Bondy Trans- 
fer warehouse. From there the 
parts are sent across the border 
to Canada. 

But they are accompanied by 
order forms which show the U. S. 
dealers sold the parts to Jamaica 
and Jamaica in turn sold the 
parts to Canada at a profit in 
some cases. 

Again, some profits are legally 
left in Jamaica. 

The union says the system allows 
Ford to get around a 50 percent 
dumping duty because the parts 
(on paper) come from Jamaica. 

Ford replies that no company 
asks for a dumping duty. If the 
government feels the price is too 
low, it will apply one. 

Last month the government did 
make the company pay dumping 
duties on some orders handled by 
Jamaica. But the case isn’t closed 
and it may even go to the courts. 

























































Ps Pe he I 





CHARLOTTE, N. C.—Hydramo- 
tive Mfg. Corp., a company formed 
here to produce a radically new 
type of automobile, has been sued 
by four local men who allege they 
have yet to receive stock for which 
they ‘paid $25,000. 

The plaintiffs, Dr. Paul W. 
Sanger, Charlotte; Gene E. Chap- 
man and Charles A. Reeves, At- 
lanta, and Lewis Winter, Hunts- 
ville, Ala., in a complaint filed in 
Mecklenburg County Superior 
Court, allege that the company vio- 
lated Federal laws by offering se- 
curties for sale which were not 
registered with the Securities & 
Exchange Commission, that com- 
pany representatives “made untrue 
oral statements” about the securi- 
ties and that “facts relating to the sr) 
character and ability of the pro- 
moters” were withheld from the 
investors. 
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Sales Managers Attend Ford Clinic— 





































Car Spur Hawaii Growth, 


HONOLULU.—The auto industry 
is playing a large part in the grow- 
ing economy of Hawaii and the 
state is becoming increasingly more 
important as an auto market, ac- 
cording to a Ford Division execu- 
tive. 

Walter J. Cooper, Western re- 
gional sales manager, and James 
A. King, the division’s San Jose 
district sales manager, visited the 
Islands for meetings with local 
Ford dealers and to attend the 
annual convention of the Hawaii 
State Auto Dealers Assn. in Kona. 
Hawaii is part of the Western re- 
gion. 

“While total United States auto 

sales for August were approximate- 
ly 10 percent lower than for the 


Indiana Probes 
Misuse of Plates 
In U.C. Deals 


INDIANAPOLIS. — The Indiana 
Bureau of Motor Vehicles is in- 
vestigating complaints of alleged 
illegal use of dealer license plates 
in used-car transactions. 

Commissioner Alan Nutting said 
the probe may result in the recov- 
ery of thousands of dollars in gross 
income tax which is being evaded 
by those who misuse dealer plates. 


According to Marion County 
Prosecutor Phillip L. Bayt, some 
fly-by-night operators give used-car 
buyers a dealer plate instead of a 
title certificate. The following year, 


|| the owner is unable to get license 


plates because he does not have a 
title. 

Bayt said that even when the 
buyer gets his title, there usually 
is no record of the dealer ever 
having had possession of the car. 
He has merely transferred it from 
one owner to another and thus 
escaped paying tax on his profit, 
Bayt said. 





Funds Sought to Build 


Memorial to Cooper 


FORT COLLINS, Colo.—A cap- 
ital gifts campaign is under way 
to build a $25,000 memorial tower 
in memory of Walter B. Cooper, 
who was president of the Nation- 
al Automobile Dealers Assn. at 





They seek return of their money 
together with interest and attorney 
fees. 

Named defendants along with the 
company are three of its represent- 
atives, D. E. Willis, John S. Poapst 
and Anthony A. Mrous. Willis is 
quoted as saying on Aug. 27 that 
the company, which has established 
offices here, plans to build a factory 
in North Carolina to manufacture 
a new type automobile. 

The suit says Dr. Sanger invested 
$10,000 in the venture here, Chap- 
man and Winter $5,000 each and 
Reeves $8,000. 








Ford dealership sales managers, Ford officials and instructors at the Ford Motor Co. 
Chicago Marketing Institute get together following a sales management and solicita- 
tion seminar held at the institute's headquarters. The seminar is a cooperative, dealer- 
company program established as an aid for sales managers. The two-day course covers 
the training and directing of salesmen, practice in planning and conducting sales 
meetings, and shows how to apply basic sales meeting techniques to remedy current 
problems. From left are Leslie Baker, Collins Motor Co., Streator, Ill.; Ronald Chevalier, 
Riverside Motor Sales, Ottawa, Ill.; Ralph Prost, West Suburban Motors, Cicero, Ill.; 
Harold A. Hafemann, Dah! Motors Oshkosh, Oshkosh, Wis.; Vaughn Rodelius, Minar 
Rodelius Co., Willmar, Minn.; Edwin L. Erickson, Syvrud Motor Co., Alexandria, Minn.; 
H. K. Hiller, Hiller Ford, Inc., Hales Corners, Wis.; Allen W. Wiig of Ford's Fargo 
(N. D.) sales district; A. O. Hellerud of Minneapolis sales district; Charles Kortier of 
Rockford (Ill.) sales district; A. E. Stark, Ford Motor Co. of Australia; Allen A. Hoffman, 
Rogers Park Ford, Chicago; Walter Olson, instructor; Jameson 1. James, Pullman Trust & 
Savings Bank, Chicago; Bill Chandler, instructor; Harry C. Steen, Minneapolis sales 
district; Thomas J. Drake, Ford International, and George Pond, Ford Motor Co. 






the time of his death May 11. 
Cooper was also board president 
of Colorado State University here. 

The 120-foot campanile, to be 
named the Walter B. Cooper Me- 
morial Tower, will be erected on 
the plaza of the university’s new 
student center, now under con- 
struction. The NADA will ask for 
contributions from its 20,500 
members and the CSU Develop- 
ment Fund will seek contribu- 
tions among the university’s 13,- 
000 alumni. 






















Ford Aide Tells Dealers 





like month a year ago, automotive 
sales in the Islands were up almost 
5 percent,” Cooper said. 

“Total Ford sales in the Islands 
during the first eight months of 
this year were almost 8 percent 
ahead of those for the like period 
in 1960,” he added. 

Cooper said latest available fig- 
ures indicate that automotive op- 
erations in Hawaii generate more 
than $200 million in business activy- 
ity annually. Sales of automotive 
products and services account for 
almost 18 percent of the total sales 
and service business in the state, 
he added. 

Island auto registrations in 1960 
totalled 199,925, an increase of 8.6 
over 1959. Truck registrations 
totalled 31,133, an increase of 3.9 
percent over 1959. New-car and 
truck registrations for 1960 total- 
led 20,892, compared with 16,727 
for 1959. 

The Islands are “an especially 
good market for Ford,” King said. 

“Since 1954 Ford’s share of the 
car market in the total district has 
increased from 19 to 22.9 percent 
of the industry,” he added. “In the 
Islands it has increased from 19 to 
23.6 percent of the industry.” 

Island sales have increased 67 
percent and Ford sales in Hono- 
lulu this year were second only to 
those in San Francisco among cities 
in hig district, King said. 

James Zukerkorn, president of 
Kapiolani Motors, Ltd., Honolulu, 
was elected president of the as- 
sociation. He succeeds Robert M. 
Maxey, Honolulu Ford Auto Cen- 
ter, who was named a director. 

Other new officers are G. C. Schu- 
man, Schuman Carriage Co., Ltd, 
vice-president; Vernon L. Smith, 
Castner Ford Sales Corp., Wahiawa, 
treasurer, and Edward Eu, Univer- 
sal Motor Co., Ltd., Honolulu, sec- 
retary. 


D.C. Sets Hearing 


In License Case 


WASHINGTON. — Clark King, 
assistant corporation counsel, said 
he will hold a hearing tomorrow 
(Nov. 28) to decide whether to 
prosecute Lee Ford Motors (used 
cars) for violating auto sales regu: 
lations. 

The Division of Licenses and 
Permits is checking reports that 
the company offered cars for sale 
without a license. Gerald Colbaugh 
is president of Lee Ford Motors. 


Ban on Dealerships Asked 


PHILADELPHIA —tThe City 
Planning Commission recommend- 
ed for adoption by City Council 
legislation banning construction of 
new automobile sales lots and 
showrooms on Chestnut, Walnut 
and Market streets, in downtown? 
Philadelphia. New parking lots also 
will be forbidden. 
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DEALERS-GET ABOARD NOW! 





IMPROVED PROFIT OPPORTUNITY 
The New FLAT model 600/D 


1. Over 20% more piston displacement _ 5. Bosch electrical system 
2.12% more horsepower 6. Higher power-to-weight ratio 
3. 10% increase in speed _ 7. Livelier pick-up 
4. Reduced fuel consumption 8. Smoother acceleration 
9. No increase in size 


BIG NEW 
SALES POINTS 


Here is a leading import, one of the world’s big names, with really new values and 
a lively new and better sales story. You will be quick to see the new competitive edge 
in the new Fiat 600/p—a famous-name car at $1249, suggested price p.o.e., N. Y. 


Where in the world can an automobile buyer get more for his money? These are PHONE 
days when people love sensible, sound economy. It’s time to be a Fiat dealer. WIRE 
WRITE 


Improved ventilation and silencing. New air filter. Perfect filtration of 
lubricating oil. Solenoid-operated starter. Forced lubrication by gear 
pump. Integral construction body. Every one a money saver for the owner. convenient coupon. 


riAl 


500 fifth avenue, new york 36, n. y. 


or use this 


= ee ee ee ee es es es ee es ee ee ee ee ee ee 


With reasonably good salesman- 
FIAT MOTOR COMPANY, INC. 


ship, you can use the Fiat 600/p 500 Fifth Avenue, New York 36, N. Y. 


t ; : 
0 build both profit and prestige Please provide us with more information on Fiat’s 


for you. You can offer the best dealer availabilities and the 600/b. 


value in your area. NAME 





COMPANY 


STREET 


CITY ZONE STATE 


HERE'S A DEAL THAT PERFECTLY FITS THE TIMES incnennncucsunsmanmeninnll 
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9-Month Boost of 7 Pct. Reported... 





MEMA Notes Gains 
In Aftermarket Sales 


NEW YORK.—Manufacturers in 
the automotive aftermarket report- 
ed sales in the first nine months of 
1961 averaged 7.58 percent higher 
than those in the like period a year 
ago, according to the Motor & 
Equipment Manufacturers Assn. 

In the quarterly survey, mem- 
ber manufacturers showing in- 
creased sales again outnumbered 
those with a drop in sales by 
2 to 1, the MEMA said, repeating 
the performance of the previous 
quarter. 

“The vast majority reporting 
gains over last year averaged a 15.9 
_percent rise for the three quarters, 
while those with lower sales had an 
average drop of 86 percent,” an 
association spokesman said. 

The third quarter topped the sec- 
ond by 5.88 percent, but the second 
exceeded the first by 7.3, he con- 
tinued. 

“Manufacturers whose sales in- 


Letterbox 


(Continued from Page 12) 





whistle for any service. Think it 
over. 


Wanted by FBI 


Theodore Alfred Baldwin, who 
has used many aliases, is being 
sought by the Federal Bureau of 
Investigation as 
a conditional re- 
lease violator. 

He has been 
twice convicted 
for the interstate 
transportation of 
stolen motor ve- 
hicles. Baldwin 
may have close 
association with 
new or used-car 
sales operations. 

Baldwin is de- 


* 





T. A. Baldwin 
scribed as follows: Age, 62; height, 
5 feet 8 inches; weight, 165 to 175 


pounds; build, medium stocky; 
hair, reddish gray and balding; 
eyes, blue; complexion, ruddy; scars 
and marks, three-inch scar on up- 
per left arm, quarter-inch mole in 
front of right ear and freckled 
hands.—FrEpeRAL BurEAU oF INVESTI- 
GATION. 


* * * 
Caught in Spyder Web 

You published a photo of our 
Spyder RS 61 Le Mang version. 
One of your editors, most prob- 
ably not so familiar with motor 
sport, named this Le Mans proto- 
type, “Porsche’s new Grand Prix 
Formula I racer.”’ 

This sentence is definitely wrong. 
First of all, the forementioned car 
is a normal Spyder in Coupe ver- 
sion with a 1,700-c. c. Spyder en- 
gine, 

The eight-cylinder engine which 
your editor mentions is supposed 
to be used in the 1962 Formula I 
cars ... The new Formula I car 
does not exist as to this moment, 
while the engine is already on the 
test bench. Whether or not this 
new engine will have 200 horse- 
power is a question only the future 
will answer.—PRESS DEPARTMENT, 
Dr.-Ing. h. c. F. Porsche K.-G., 
Stuttgart-Zuffenhausen, Germany. 


Minnesota Dealers 
Plan State Panel 


MINNEAPOLIS.—A “State Serv- 
ices Workshop” dealing with the 


creased for this quarter over the 
previous three months averaged a 
gain of 14.76 percent, and the com- 
panies reporting lower sales were 
off an average 10.24 percent,” the 
spokesman said. 

“The ratio of manufacturers 
with higher sales for the quarter 
versus those who were down was 
5 to 3,” he added. 

The biggest gains were noted by 
manufacturers of paints, finishes, 
petroleum products, antifreezes and 
similar chemically based products, 
the survey showed. 

Their nine-month sales were up 
22 percent over the like period a 
year ago, the spokesman said, 

The smallest average gain—0.9 
percent—was reported by makers 
of shop equipment, service tools 
and related products. 

“The group was divided about 
evenly between those reporting 
gains and those with losses,” the 
MEMA aide said. “The gainers 
averaged 10.6 percent above the 
nine months of last year; those 
with lower sales 9.8 percent off.” 


The nine-month increase in the 
accessories group averaged 2.35 
percent, while replacement-parts 
makers noted an average gain of 
8.8 percent, the spokesman said. 


Cincinnati Assn. 
Installs Albers 
As 62 President 


CINCINNATI.—Joseph C. Albers, 
J. H. Albers Co., has been installed 
as president of the Cincinnati Auto- 
mobile Dealers Assn. for 1962. 

Other new officers installed in- 
clude James Adams, Adams Olds- 
mobile, vice-president; Clifford 
Jacobs, Clifford Jacobs Motors, 
treasurer, and Mrs. Erdie Turner, 
secretary. 

Trustees and the divisions they 
represent are: John Borcherding, 
Schott-Lippert (Buick); George 
Schuster, Schuster Dodge, Inc. 
(Dodge); Herbert P. Gardner, 
Reading Garage, Inc. (Ford); O. A. 
Bove, Bove’s Valley Rambler 
(Rambler), and C. D. Thompson, 
Thompson Bros., Inc. (Cadillac). 

C, R. Hassan, Hassan Motors, 
Inc. (imported cars); Robert 
Schenke, Schenke Motors, Inc. 
(Mercury); Melvin Brown, Hage- 
man Pontiac (Pontiac); G. G. Rus- 
sell, Russell Motors, Inc. (Stude- 
baker), and John Matthews, Mat- 
thews Motors (used cars). 


Brosts Honored Again 


BUF FALOW—Chester J. Brost 
and his son, Robert F., operators 
of Brost Motors, Inc. (Dodge), 1285 
Main St., have received their sec- 
ond Quality Dealer Award from 
Chrysler Corp. 


Consumer Protection Unit will] 


highlight the Minnesota Automo- 

bile Dealers Assn. 42nd annual con- 

vention here Dec. 4-5. 
Representatives of the State At- 


torney General’s Office and Motor|® 


Vehicle and Business Development 
departments will answer questions 
on the unit’s function and how it 
affects dealers. 

Other speakers will 
James C. Moore, 
president of the National Automo- 
bile Dealers Assn., and Warren 
King of Life magazine. Officers of 
the Iowa association will explain 
the Iowa guaranteed - warranty 
used-car plan. 


include 


executive vice-|* 


Japanese Truck Eats Smoke— 





Southside Rambler Opens in Jacksonville— 5 

This is the all-new, $280,000 home of Southside Rambler, Inc., which was opened 
recently at 5415 Philips Highway, Jacksonville, Fla., by Don Grace and Bill Phillips. 
Used cars also receive a good display, the firm said. 


Romney Exhorts AMC Men 
To Upgrade Efficiency 


(Continued from Page 3) 


problems,” said Cushman. That is 
all he would say. 

“We discussed methods of cutting 
down the clogging of the repair de- 
partment and the equalizing of 
hours of work,” Speth said. 

Rank and file discontent with the 
new contract has been reported at 
AMC plants. Reports indicate that 
many workers are upset over the 
loss of a five-minute washup period 
and restrictions on the exercise of 
plantwide seniority to change jobs. 
The union gave up both to gain 
profit sharing. 

* * * 
N OTHER labor developments in- 
volving auto makers, the UAW 
announced a contract reached with 
Chrysler Corp. had been ratified by 
workers and is Officially in effect. 
In South Bend, members of 
UAW Local 5 voted to approve a 
strike against Studebaker-Pack- 
ard if negotiators fail to arrive 
at the new contract by the Nov. 
30 expiration date. 

The company has claimed that 
union demands, at the present rate 
of Studebaker automobile produc- 
tion, would increase labor costs by 
more than $10 million a year. 

* * * 


ie THE supplier field, Budd Co. 
and the UAW reached a three- 
year national contract early last 
Monday after a marathon bargain- 
ing session which ran 5% hours 
past the strike deadline. 

The contracts, covering 12,300 
workers, provides economic bene- 
fits similar to those in the union’s 
new contracts with the auto mak- 
ers. 

Budd, a major supplier of parts 
and stampings to the auto industry, 
has plants in Detroit, Philadelphia 
and Gary, Ind. 

The union also reached local 
agreements with Bendix Corp. cov- 
ering seven of eight plants. Talks 
were continuing at an eighth plant, 
Zenith Carburetor, in Detroit. 

The local settlements averted a 
major strike at Bendix, an auto 
parts supplier. Agreement had been 
reached earlier on a new national 







A revolutionary vehicle, designed to eliminate the smoke billowing around a blaze 


and thus aid fire-fighters, has been developed by Nissan Motors Co., Yokohama, 
Japan. The truck sucks in smoke, then compresses and exhales it. 


contract, patterned after the 
union’s contract with the Big Three 
auto manufacturers. 

The UAW also reached agree- 
ment on a new three-year contract 
with the Detroit Tooling Assn., rep- 
resenting 57 tool and die concerns 
in the Detroit area. 

Details of the pact, covering some 
7,000 employes, were not made pub- 
lic pending the ratification meeting. 


Record 800,000 , 
Eyed for Chicago 
Show in February 


(Continued from Page 4) 


50 parts, accessories and special 
displays. 
ok oa K 

RECORD turnout of 110,860 

was reported for the seven-day 
Philadelphia Auto Show, up 2 per- 
cent over the previous high of 108,- 
720 established in 1957 and 9.7 per- 
cent higher than last year’s $101,071. 

“Both the exhibitors and the 
visitors agreed that this was the 
greatest show we’ve ever had,” 
said Julie C. Driscoll, executive 
secretary of the sponsoring Auto- 
mobile Trade Assn. of Greater 
Philadelphia. 

“One exhibitor who had been re- 
luctant to participate told us he 
was so pleased with the results 
that he will enter the show next 
year, and another said he had 
moved more cars during this show 
than during any of the previous 
four.” 

She said another dealer reported 
that his salesmen were surprised 
by the great enthusiasm of the vis- 
itors and were eager to be assigned 
duty at his exhibit, which he called 
an unusual experience. 

Paid attendance at the fifth 
Pacific International Automobile 
Show in Vancouver, B. C., was esti- 
mated at more than 100,000. Forty 
members of the Automobile Deal- 
ers Assn. of Greater Vancouver 
displayed 153 domestic and import- 
ed cars and trucks. 

Clarke Simpkins, an imported-car 
dealer, displayed a “special family 
package” for $27,500. It included 
a Rolls-Royce sedan, a Rover, Hum- 
ber or Rambler sedan, and a sports 
car. 

* ES * 

BROwenr GERMAIN, a partner 

in Germain, Inc., was named 
chairman of the six-day show to 
be staged by the Columbus Auto 
Dealers Assn. Jan. 19-24 in the 
Buckeye Building on the Ohio 
State Fairgrounds. 

The general manager will be 
John B. Barton, CADA executive 
secretary, who said both domes- 
tic and imported cars will be on 
display. 

Seven used cars were given away 
by seven members of the Mount 
Vernon Automobile Dealers Assn. 
who participated in a “Family 
Value Night” promotion. 

The first auto show in Norfolk, 
Va., has been set for Jan. 12-14 in 
the Norfolk Arena. Called the Nor- 
folk Auto Circus, it will be spon- 
sored by the Norfolk-Portsmouth- 
Virginia Beach Automobile Dealers 


Assn. 


Buchanan sg u c- 


—e 


Nine Promotions 
In Engineering 
Listed by Pontiac 


PONTIAC.—A number of organ. 
izational changes within the Pop. 
tiac engineering department haye 
been announced by John Z, De. 
Lorean, newly ap- 
pointed chief en- 
gineer. 

Herman S&S. 
Kaiser hag been 
named an assist- 
ant chief engi- 
neer, with Robert 


ceeding him as 
body engineer, a 
position held by 
Kaiser since 1955. 
Kaiser came to 





Herman S. Kaiser 
Pontiac in 1928 as a chassis design- 
ner. Buchanan joined Pontiac in 
1937. 

Clayton B. Leach, with Pontiac 
since 1937, has been elevated to the 
newly created post of executive en- 





M. R. McKellar 


E. L. Windeler 


gineer in charge of all chassis de- 
velopment, including chassis draft- 
ing. Stephen P. Malone becomes 
chassis engineer after having 
served as assistant chassis engineer 
since 1960. He joined General Mo- 
tors in 1940 and came to Pontiac 
in 1956. 

Edmund L. Windeler, who has 
Served since 1954 as Pontiac’s ex- 
perimental engineer, has been 





¢ 


Clayton B. Leach 


named to a new position as an ex- 
ecutive engineer responsible for en- 
gine and transmission development. 
He has been with Pontiac since 
1936. 

Malcolm R. McKellar, an assist- 


Stephen P. Malone 





Norman L. Cheal Wayne A. Brooks 


ant motor engineer since 1955, is 
now the assistant motor engineer 
in charge of both design and de- 
velopment. A 1941 graduate of Gen- 
eral Motors Institute, he worked as 
a draftsman, designer and group 
leader in the engine design group. 

Norman L. Cheal has been ap- 
pointed experimental engineer, re 
porting to Mark Garlick, executive 





Robert Buchanan Fred F. Timpner 


engineer for quality and experi 
mental. He joined the division in 
1947. 

Fred F, Timpner, who joined 
Pontiac in 1956, was named to the 
newly created post of engineer-in- 
charge of special problems. Wayne 
A. Brooks has heen appointed chief 
chassis draftsman, succeeding the 
late Nathan Weingarden. He came 
to Pontiac in 1947. 
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630,000 Cars Seen This Month... 





Dec. Output Due to Trail Nov. 


(Continued from Page 1) 


ers. 

The object is to eliminate as far 
as possible the production peaks 
and valleys of the past which have 


Car, Truck Output Estimates 


By Automotive News | 
U. S. PRODUCTION—CARS 





Week Week 
Ended Same Ended 
Nov. 25, Week, Nov. 18, 
1961 1960* 1961 
AMERICAN MOTORS 
MRATTRDIOR «....06000000.scscceeee. 9,000 6,031 9,565 
CHRYSLER CORP.** .. 13,325 7,908 19,030 
Chrysler-Plymouth 
Division. .................. 8,125 5,458 11,761 
RIE Vik csestcssvacesess 2,150 1,436 2,910 
BEOREML 0 0sssssevsesssessce 400 237 127 
| 3,400 2,874 5,202 
EE LE Lvonscss csccteues 2,175 911 2,922 
Dodge Division. ........... 5,200 2,264 1,269 
Dart-Polara............. 4,000 1,662 4,347 
NE isiessiverveeineesens 1,200 602 2,922 
FORD MOTOR. ............... 36,982 28,667 43,204 
Ford Division. ............ 27,0382 23,158 33,395 
SING x sc dakscaseysasensicves 6,368 7,261 8,542 
Ford Fairlane ........ Ee: exaeass 4,465 
Ford Galaxie .......... 14,942 14,372 17,999 
Thunderbird ............ 1,898 1,525 2,389 
L-M Division ............... 9,950 5,509 9,809 
LS ia 3cs spstncqusecsseus 894 595 1,125 
Mercury Comet ...... 3,990 3,367 4,310 
Mercury Meteor .... 2,086 _.......... 916 
Mercury Monterey .... 2,980 1,547 3,458 
GENERAL MOTORS .. 64,455 66,898 79,188 
Buick Division. .......... 8,131 7,984 9,259 
ES 2 5s savesass vawsdsuiese 5,633 6,035 
Special 2,351 3,224 
Cadillac 2,704 3,805 
Chevrolet Division .... 36,500 38,270 45,110 
MUD. TE. scisectsseisssesere WOE: | adtapeins 6,735 
Chevrolet. .................. 26,700 32,304 31,791 
i cn 4,800 5,966 6,584 
Oldsmobile Division .. 8,500 8,994 10,611 
Re col aiasscevaisteveces 1,800 2,212 2,266 
Oldsmobile _.............. 6,700 6,782 8,345 
Pontiac Division ........ 8,300 8,946 10,403 
IID casyoyckudtpecmecacse 6,100 5,798‘! 9,617 
IIIT «<i cscvsiuiseccorsene 2,200 3,153 2,786 
8-P CORP. 
ND Ss séccssdsvduesibsvavccscuets 2,048 1,587 3,243 
CHECKER. .................00004 100 90 136 











Total Cars, U. S.** ....125,910 111,181 154,366 
**Totals for 1960 include DeSoto production. 


U. S$. PRODUCTION—TRUCKS 
Week Week 











Ended Same Ended 
Nov. 25, Week, Nov, 18, 

1961 1960* 1961 
MTEDOAED « osnsessssccesessescese 20 16 25 
CHEVROLET. ................ 7,600 5,466 8,727 
DIAMOND T ................... 34 24 42 
2s i. oca¥ si vs ihdcsainactendes* cantesseaae TO, wo Sveceiben 
I 800 cS Easansicedsiaessice 1,250 243 1,492 
dao fos cates beccadnscace 6,448 7,716 7,616 
FREIGHTLINER ........ 10 7 14 
aa ci ins cis ss acoysosoadsssce 1,364 987 1,581 
INTERNATIONAL. ...... 2,260 563 2,750 
I 56h cS vtedy sh cebsie, sbacive,“ s}acyeraie Be” Seesvoat 
Ee, celsal, caus asevoveccesceoen Bos P seiacasest 4 
RSE eee 105 16 130 
STUDEBAKER ............: 96 155 163 
END sc cyecccesssctssovessosasnee 185 83 229 
a 1,500 1,626 2,094 
MISCELLANEOUS ...... 80 12 100 
Total Trucks, U.S. .... 20,955 17,077 24,967 

Total Cars, Trucks, 

Se. pre 146,865 128,258 179,333 


***PDQ production figures not reported in 1960. 


Jan. 1 

Output To 
To Date, Nov. 26, 
November 1960* 
34,291 436,467 
62,135 960,350 
38,826 547,272 
9,544 18,556 
2,278 15,319 
17,501 234,813 
9,503 218,584 
23,309 393,714 
16,808 347,360 
6,501 46,354 
150,459 1,722,300 
117,086 1,375,624 
31,792 464,964 
BERG xeianctns 
62,187 832,635 
8,281 718,025 
33,373 346,676 
3,895 15,935 
15,191 183,589 
ED ~..sernskeas 
11,114 147,152 
271,622 2,877,105 
33,697 271,685 
20,789 245,087 
12,908 26,598 
13,682 142,762 
154,330 1,699,565 
EE. manetstns 
110,707 1,469,787 
22,640 229,778 
34,399 360,290 
7,498 28,270 
26,901 332,020 
35,514 402,803 
25,623 385,836 
9,891 16,967 
10,524 99,228 
402 6,441 





caused widespread unemployment 


tracts with the United Auto Work- when inventory buildups ran far 
ahead of sales. 


Under the new contracts, the 
manufacturers face greater pen- 
alties when large numbers of 


dan. 1 
To 
Nov. 25, 
1961 


322,269 
566,164 


374,266 
86,685 
10,089 

168,504 

108,988 

191,898 

142,674 
49,224 

1,464,496 
1,169,549 

447,203 
18,716 

625,635 
77,995 

294,947 
28,458 

167,159 

3,173 
96,157 
2,352,048 

245,640 

162,224 
83,416 

130,144 

1,394,293 
45,943 
1,062,055 

286,295 

272,895 
58,642 

214,253 

309,076 

208,131 

100,945 


66,570 
5,295 


529,433 6,101,891 4,776,842 





dan, 1 

Output To 
To Date, Nov. 26, 
November 1960* 
85 1,187 
29,577 361,063 
151 2,359 
pasaasina 3,197 
5,194 64,886 
27,140 301,357 
15 904 
6,153 95,651 
9,312 111,171 
aetaeuiya 13,381 
RR <. somaseers 
451 4,175 
586 11,896 
584 8,244 
6,870 114,923 
280 4,231 
86,470 1,098,625 
615,903 7,200,516 


CANADIAN PRODUCTION—CARS 











Week Week 
Ended Same Ended 
Nov. 25, Week, Nov. 18, 

1961 1960* 1961 
CHRYSLER CORP. .... 1,200 1,201 1,419 
FORD MOTOR. .............. 2,500 1,881 2,339 
GENERAL MOTORS .. 4,955 3,807 4,829 
AMERICAN MOTORS BM) Aiidessans 270 
BM OORRP, on. ..cscscossesecseose 180 160 216 
Total Cars, Canada.... 9,171 7,049 9,073 





dan. 1 
Output To 

To Date, Nov. 26, 
November 1960* 
4,531 45,833 
8,818 83,832 
17,119 157,015 
Se. vscncaecse 
681 5,129 
32,342 291,809 


CANADIAN PRODUCTION—TRUCKS 














Week Week dan. 1 
Ended Same Ended Output To 
Nov. 25, Week, Nov. 18, To Date, Nov. 26, 
1961 1960* 1961 November 1960* 
CHRYSLER CORP. .... 120 135 120 390 5,363 
FORD MOTOR .............. 300 255 279 987 17,280 
GENERAL MOTORS .. 587 559 577 2,088 31,656 
INTERNATIONAL. ...... 175 96 167 561 9,947 
Total Trucks, Canada 1,182 1,045 1,143 4,026 64,246 
Total Cars, Trucks, 
___Canada pris gueris Nh edis vests 10,353 8,094 10,216 36,368 356,055 
Grand Total, 


Cars and Trucks, 
___U. S. and Canada....157,218 136,352 189,549 
*Revised. 


101,975 
4,686 


999,001 
5,775,843 


dan. 1 
To 
Nov. 25, 
1961 
41,065 
84,607 
147,369 
7,137 
5,369 


285,547 


Jan. 1 
To 
Nov. 25, 
1961 
5,920 
15,280 
26,024 
9,793 


57,017 


342,564 


652,271 7,556,571 6,118,407 


their workers are laid off or are 
on short work weeks. 


Laid-off workers and those on 
short weeks will receive extended 
benefits under the new three-year 
pacts. These benefits are financed 
by the SUB funds which are main- 
tained by the manufacturer. 


Thus, the industry can keep its 
SUB costs down by maintaining 
production schedules more in line 
with sales, holding dealer inven- 
tories at reasonable levels and 
keeping its workers on the job. 

oe * of 


pEANUrscrunans apparently 
are willing to gamble on some 
loss in sales to buyers who are not 
able to get a particular model at 
the time they want it, feeling it 
will cost them less in the long run 
than the extended SUB payments. 

Although record sales and re- 
duced inventories are being re- 
ported by dealers, production has 
continued at a relatively stable 
pace. 

In October, the daily rate aver- 
aged 21,454 units. It rose slightly 
to 25,211 this month, and probably 
will drop back to about 23,100 in 
December. 

After the Thanksgiving layoff, 
most assembly plants were back in 


Production Friday and many 


worked Saturday. 

All Chevrolet plants were in op- 
eration except car lines in Balti- 
more, St. Louis, Janesville, Wis., 
and Tarrytown, N. Y., and truck 
assemblies in Baltimore, Flint, 
Janesville, Kansas City, St. Louis 
and Norwood, O. 

x aK * 


igo lines were down Saturday 
in Atlanta, Dearborn, Kansas 
City, St. Louis, Louisville, Mahwah, 
N. J., and San Jose, Calif. The Kan- 
sas City plant turned out trucks, 
however, while the truck lines in 
Louisville also were idle. 

American Motors worked two 
shifts Saturday, and all Buick lines 
were busy except those in Wilming- 
ton, Del.; Linden, N. J., and the 
standard-car lines in Flint: 

Pontiac, Cadillac, Oldsmobile, 
and Studebaker-Packard facili- 

ties were on a four-day schedule. 

The Dodge truck plant and the 
Hamtramck and Chrysler-Imperial 
assembly lines in Detroit worked 
four days. The Plymouth plant in 
Detroit and facilities in St. Louis, 
Los Angeles and Newark, Del., 
were on a three-day schedule. 

A highlight of this week’s pro- 
duction will be the installation of 
the millionth aluminum engine in 
one of the seven makes using such 
power plants. 

The milestone is scheduled to be 
reached Wednesday (Nov. 29). The 
seven makes using aluminum en- 
gines are Rambler, Buick Special, 
Oldsmobile F-85, Tempest, Corvair, 
Valiant and Lancer. 

aK * * 


To industry produced an esti- 
mated 41,990 compacts last week 
and 13,310 intermediate cars, ac- 
counting for 43.9 percent of the 
total output. 

For the first time since its in- 
troduction this fall, production 
of the Chevy II has topped that 
of its sister compact, the Corvair. 

In the week ending Nov. 18 Chev- 
rolet turned out 6,735 Chevy IIs and 
6,584 Corvairs. The estimated out- 
put of these two cars last week was 
5,000 Chevy IIs and 4,800 Corvairs. 


* * * 


RODUCTION of ’62 models pass- 
ed the 1.5-million mark in the 
week ending Nov. 25. The total now 
is an estimated 1,584,524 units. The 
breakdown by company follows: 
General Motors, 776,329; Ford 
Motor, 439,088; Chrysler Corp., 225,- 
919; American Motors, 104,759; 
Studebaker-Packard, 36,924, and 
Checker Motors, 1,505. 


Draper to Conduct Rally 
For Profit in Kentucky 


LOUISVILLE.—Harold D. Drap- 
er, retired Saginaw (Mich.) Chev- 
rolet dealer, will conduct a “Rally 
Day for Profits’ Thursday (Nov. 
30) under sponsorship of the Ken- 
tucky Automobile Dealers Assn. 

A KADA spokesman said the 
meeting is designed especially for 
dealers, sales managers, office man- 
agers, parts and service managers. 





This Little Car Is Big in Toronto— 

It's not the parking lot at the Wolfsburg plant—it's the receiving area at the Port 
of Toronto after 1,300 Volkswagens were unloaded. This was the largest shipment of 
VWs ever landed in Toronto. Volkswagen currently is accounting for about 32 percent 


of the imported-car market in Toronto. 


Millionth Engine... 


Aluminum Milestone 


7 aluminum engine is sched- 
uled to mark another milestone 
Wednesday (Nov. 29) when the 
one-millionth unit will be installed 
in one of the seven domestic makes 
using such power plants. 

The milestone vehicle will be 
either a Corvair, Buick Special, 
Pontiac Tempest, Oldsmobile 
F-85, Rambler, Valiant or a 
Lancer. 

After a number of earlier experi- 
mental ventures, the aluminum en- 
gine became a volume number with 


Dealer Forum 


(Continued from Page 3) 


not particularly interested in talk- 
ing deal. 

The Rambler dealer was ap- 
proached again. He graciously 
provided a car to drive. My 
neighbor was impressed with the 
quality of the car, and the way it 
handled. A going-in price of 
$2,000 difference was quoted on 
the American. My neighbor in- 
formed the dealer he was out of 
reason on the price. The dealer 
concluded that he was sorry but 
that was the best he could do, 
and terminated the conversation. 

The Lancer salesman called back 
and offered to negotiate his $1,850 
to somewhere in the vicinity of 
$1,800 difference. 

The salesman my neighbor had 
bought from previously was not in- 
terested in selling him a new car. 

The salesman recommended by 2 
friend demonstrated a car but was 
not particularly eager and did not 
offer to negotiate or call back later. 

I might add that during this 
negotiation, my neighbor was al- 
ways accompanied by his wife and 
baby and, during part of the nego- 
tiation also, by my wife and me. 

* cs x 


Buys on Third Day 

WOULD like to add, too, that 

the third day after he started 
looking he bought a car. This car 
was the cheapest two-door stand- 
ard shift sedan, exactly what he 
wanted. It cost him $1,725 and his 
werthless old Ford. The salesman 
included a radio in this deal. When 
he called to pick up his new car it 
was ready, washed and waxed, and 
with a full tank of gas. 

What did he buy? A Studebak- 
er Lark. It is his first Studebaker. 
No one in his family has ever 

owned a Studebaker. What sold 
him? He says it was the obvious 
quality of the car, the price, and 
the dealer and salesman’s atti- 
tude in that order. 

I’m inclined to believe the order 
should be reversed. I doubt that 
the dealer could have made a profit 
on that deal. 





the introduction of the rear-engine 
Corvair in the 1960 model year. 

The use of this metal in power 
plants has grown steadily since 
Chevrolet produced its first Corvair 
engine in 1959 with aluminum from 
the Reynolds Metals Co. reduction 
plant in Massena, N. Y. 

Corvair was the only ’60 model to 
use an aluminum engine, and 250,- 
007 of Chevrolet’s first compact 
car were built during the model 
run. 

K * * 
N THE ’61 model year, use of 
aluminum engines soared 126.6 
percent to 566,558 installations as 
seven more makes offered the new 
power plants for the first time. 
All ’61 model Specials and F-85s 
were equipped only with an alu- 
minum V-8, while American Mo- 
tors made an aluminum engine 
available on some Ramblers and 
Chrysler Corp. did the same on 
some Plymouths, Darts, Lancers 
and Valiants. 

Tempest offered an aluminum 
V-8 as an option but few were in- 
stalled. 

In the ’62 model year, some in- 
dustry observers have predicted 
that if the industry can turn out 
a total of 6.8 million new cars, 700,- 
000 will have aluminum engines. 
This would be an increase of 23.6 
percent over the ’61 model year. 

The Special this year introduced 
a cast-iron V-6 for some models, 
but the Corvair and F-85 still offer 
only the aluminum engine. AMC 
and Chrysler still are using the en- 
gine on some Ramblers, Lancers 
and Valiants. 

Through Saturday (Dec. 2) in- 
stallation of the aluminum plants 
in domestic models will total an 
estimated 1,005,713. 

An aluminum industry spokes- 
man said 40 million pounds of the 
metal are expected to be used in 
aluminum-engine production in the 
’62 model year. 


IH Calls Parley 
On Dealer Costs 


CHICAGO.—A five-day sales con- 
ference for International truck 
zone and branch managers will be 
held this week. Twenty-two zone 
managers and 18 branch managers 
located throughout the nation will 
attend the conference at IH’s gen- 
eral office here. 

Separate sessions will be held for 
zone and branch managers, during 
which latest methods for increasing 
sales and controlling costs for deal- 
ers and company retail outlets will 
be presented. The program for zone 
managers, all of whom have been 
assigned to their positions within 
the last six months, will deal with 
all facets of International truck 
dealer operation. 





ersonnel Changes at Factories .. . 


Abernethy Promoted 
To No. 2 at AMC 


(Continued from Page 1) 


growth required “a greater divi- 
sion of executive responsibility.” 

who joined AMC 
shortly after Romney became the 
company’s chief executive in 1954, 
was elected executive vice-president 
last December. He is also a direc- 





Divisional manager and William G. 
Morgan was appointed Western Di- 
visional manager. Abernethy, 
LTHOUGH an AMC spokesman 
it would be 
“premature to speculate,” it seems 
probable that Abernethy will play 
a role of growing importance in 
AMC manufacturing and interna- 
tional operations. 
Romney, in announcing Aber- 
nethy’s promotion, said AMC’s 


last week 


Obituaries 


Herbert C. Snow, 76, 


Pioneer Auto Engineer 


KALAMAZOO, Mich.—Herbert C. 
Snow, 76, chief engineer at Checker 
Motors Corp. for the last 21 years, 
died Nov. 14. 

During his 56 years as an engi- 
neering specialist, Mr. Snow work- 
ed for Peerless, 
Winton and Velie and was vice- 
president of Auburn-Cord from 
1927 to 1936. 








Fred W. Adams 


Harold G. Paxton 


tor and a member of the Policy 
Committee. He was once a dealer 
and has also held top-level sales 
positions with Packard and Willys. 










Willys-Overland, OYD, who entered the auto in- 


dustry when he was 19, joined 
Nash, one of the forerunners of 
AMC, in 1937 as comptroller of the 
Omaha zone. After serving in vari- 
ous field posts, he was named cen- 
tral office manager in Detroit in 
1944 and two years later became 
assistant general sales manager. 
He resigned in 1947 to operate 
but returned to 
AMC in 1954 as assistant to Rom- 
ney, who was then executive vice- 


Don Maring Sr., Dealer 


In Birmingham 40 Years 


BIRMINGHAM, Ala.—Don Mar- 
ing sr., a Ford dealer here for 40 
years, died Nov. 11. He was presi- 
dent of Maring-Crawford Ford. 

Mr. Maring was a past president 
of the Alabama Automobile Dealers 
Assn. and was once named by the 
association as 
Dealer of the Year.” 


a dealership, 


Automobile 


George J. Geisler 
PITTSBURGH.—George J. Geisler, 
a pioneer auto dealer in this area, died 


Thomas F. Smith 
ELMHURST, Ill.—Thomas F. Smith, 59, 
who had been an auto dealer here and in 
Dixon, died Nov. 7. 


J. Milton West 
WARSAW, N. C.—J. Milton West, 
Duplin Motors here, was buried Nov. 12. 
* 





W. G. Morgan A. E. Tracy 


president. When Romney was 
elected president, Boyd became 
assistant to the president. 

He was promoted to field sales 
manager in 1956 and was named 
director of sales operations in April, 


William Ariel Shaw Jr. 
KERSHAW, 8S. C.—William Ariel Shaw 
jr., 50, an Oldsmobile and Rambler dealer 
here, died Nov. 10. 
* 


Nelson B. Fisher 

GROSSE POINTE PARK, Mich.-—Nelson 
B. Fisher, president of Fisher-Record Motor 
(Chrysler-Imperial-Plymouth), 
Nov. 17. He was 63. Mr, Fisher entered 
the auto business 30 years ago as a used- 
car dealer and had handled Chrysler and 
Plymouth for 23 years at the same loca- 
tion. His son, Norman Fisher, is associated 
with the dealership. 

* 


Ben Gilliland Sr. 
MEMPHIS.—Ben Gilliland sr., 55, who 
had been with Chevrolet in Memphis for 18 
years until going into business for himself 
five years ago, died Nov, 11. He apparently 
suffered a heart attack while driving, 


OUPE joined AMC six years ago| Bichard R. Orth 


as’ New York zone manager 
and was promoted to Eastern re- 
gional sales manager in April, 1960. 
He was placed in charge of Ram- 
bler sales in the Eastern U.S. 
three months ago. 

Paxton, formerly executive as- 


Dealer Seeks 
Corvette Buyer 


On Check Charge 


BUCKHANNON, W. Va.—C. B. 
Curry, president of Curry Chevrolet 
Co., has asked dealers to be on the 
lookout for a man who, Curry says, 
bought a ’61 Corvette convertible 
from him and paid for it with a 
$3,607 bogus check. 

Curry said the man gave his 
“William L. McBee.” 
Curry described him as 30-35 years 
of age, 5-feet-10, 160 pounds, fair 
complexion and having a slight 
limp in his left leg. 

Curry said the man is an engi- 
neer and was last employed by a 


Frank Wolfe 
VANCOUVER, B. C.—Frank Wolfe, 72, 
an auto dealer and sportsman, died of a 
heart attack. 


Adrien A. Rivard 
DeFUNIAK SPRINGS, Fila.—Adrien A. 
of Rivard Chevrolet Co. 
former director of the Florida Automobile 
Dealers Assn., is dea 

* 


Thomas F.. Smith 
ELMHURST, Ill.—Thomas F. Smith, 59, 
a dealer in Dixon who formerly operated 
Tom Smith Motors here, died Nov. 7. 


Fred I. Willis 
INDIANAPOLIS.—Fred ; 
who was credited with turning his bicycle 
shop into this city’s first auto dealership 
in 1900, died Nov. 14 in a local hospital. 


name as 
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sistant to Roy Abernethy, joined 
AMC in 1945 as business man- 
agement manager of the Cleve- 
land zone and was transferred 
to the Detroit zone in 1950. A year 
later he was named national busi- 
ness management manager and 
in 1953 became national distribu- 
tion manager. 


Tracy, who for the past three 
months has been in charge of Ram- 
bler sales in the West, now takes 
over comparable responsibilities for 
the Eastern U. S. Tracy joined 
AMC in 1946 as a district manager 
in the Boston zone. He was _ pro- 
moted to zone manager there in 
1955 and was elevated to Eastern 
regional sales manager a year later. 
Morgan joined AMC in 1956 and 
was promoted to Cincinnati zone 
manager two months later. In 
April, 1960, he was elevated to cen- 
tral regional manager and three 
months ago was transferred to 
New York as Eastern regional 


manager. 
* = 


Chevrolet 


George J. Mach has been ap- 
pointed Chevrolet staff engineer in 
charge of commercial and truck 
chassis. Mach has 
served as as- 
sistant staff en- 
gineer responsible 
for various truck 
compon- 


chassis 
ents since 1957. 





George J. Mach 


as assistant staff engineer. 
* * * 


Dodge 


Ralph W. Van Demark has been 
appointed Dodge truck training 
manager. He joined Chrysler Corp. 
in 1951 as an advanced engineering 


student at the Chrysler Institute. 
Since 1957 he has been sales engi- 


neer in the Dodge truck sales de- 
partment. 

R. K. Brown, Dodge regional 
manager in Los Angeles, announc- 
ed the appoint- 
ment of Richard 
R. Orth as assist- 
ant regional] man- 


ager. 








and Nevada. 


* * * 


Ford 


Two truck sales engineers have 
joined the Washington Ford dis- 
trict sales office to assist Wash- 
ington and Baltimore-area Ford 











Brant V. Clark Ernest E. Blandin 


dealers in servicing their accounts. 
They are Brant V. Clark and 
Ernest E. Blandin. Clark had been 
with White Motor Co. in its Detroit 
branch for five years, Blandin for- 
merly was employed by Warner 




















Ford Merchandising Alumni Elect— 


New officers of the Ford Merchandising School Alumni for 1962 were elected at 
Boca Raton, Fla., to represent the Southeastern Region. They are, from left, Joe 
Howell, Mitchell Motors, Martinsville, Va., president; Hugh C. Murrill, Bowie Motors 
of Monroe, Inc., Monroe, N. C., secretary; S. A. Skillman, Ford's southeastern regional 
sales manager, and Bill Bruce, Bruce-Flournoy Motor Corp., Norfolk, Va., vice-president, 
Howell, Murrill and Bruce were elected unanimously by the 140 Ford dealers attending 
this year’s 13th annual business conference. 





He joined 
Chevrolet in 1952 
with 14 years of 
truck chassis ex- 
perience and was 
named design en- 
gineer in 1953, a 
post he held until his appointment 


Orth will have 
sales responsibil- 
ity for Dodge 
cars and trucks 
in Southern Cali- 
fornia, Arizona 


He is a 10-year 
veteran with 
Dodge and has served in a series 
of key positions throughout the 
West. 





road construction firm 
Virginia. He was using American 
Oil Co. credit cards for gas and oil, 
Curry said. 

Curry said the man also issued 
a bad check in Maryland and that 
State Police in West Virginia and 
Maryland are sounding alerts for 
his capture. The checks, Curry 
said, were drawn on Davis Trust 
Co., Elkins, W. Va., and that the 
man had no account there. 

Curry said the Corvette is black 
with gray inserts and a black cloth 
top. The serial number is 10867S- 
100900. He said the car had a West 
Virginia license plate No. 436-865 
and that the man had a “Notifica- 
tion of Transfer of Plates” issued 
by Curry Chevrolet. 


Robert H. Daisley 
BOYNTON BEACH, Fila. 
Daisley, 64, a director and former vice- 
president of Eaton Mfg, Co., died Nov. 18. 
He gave up his post as planning vice-presi- 
. Mr. Daisley was with Wilcox- 
Rich Corp., Detroit, when the firm became 
a division of Eaton in 1936, He then be- 
came general manager of the division. He 
was named an Eaton vice-president in 1938 
and was elected a director in 1941, 


— Robert H. 


Cecil Lavelle Rhoades 
SALEM, Ore.—Cecil 
sales manager of Capitol 
Cadillac, died of a heart attack. 


Roger W. Couch 
GREENSBORO, N. C.—Roger W. Couch, 
former automobile dealer at Yadkin- 
and partner in the firm of 
Couch and Shaffer here for several years, 
died Nov, 17. 


Lavelle Rhoades, 





Ford of Canada 


Enters Leasing 


OAKVILLE, Ont.—The Ford Au- 
thorized Leasing System of Canada 
has been formed by Ford Motor Co. 


of Canada, Ltd. 


This new leasing system, known 
as FALSOC, is intended to provide 
“personalized services from coast 
to coast for leasers of cars and 
trucks,” said J. F. Kennedy, direc- 
tor of vehicle marketing for Ford 
of Canada. 

FALSOC franchises haye been 
granted to Ford of Canada dealers 
in 21 areas. 


Fruehauf Trailer Co., Inc., Balti- 
more. 


Promotion of Damon C. Woods 


to chief stylist of the interior stu- 














Damon C. Woods Robert H. Maguire 


















HELP WANTED 
TOP MAN ONLY—SERVICE MANAGER | SALES MANAGER, Excellent opportunity 


for aggressive Chevrolet dealership—1,600 
car potential. Must be outstanding or- 
ganizer and promoter, Compensation in 
line with ability, Opportunity practically 
unlimited. Furnish references and résumé 
of experience. Do not apply unless you 
are a ‘‘top man.’’ Box 2927, c/o Auto- 
motive News, Detroit 7. 





SALESMEN — Small east Oregon Ford 


dealer needs two good men. Work with 
friendly people, no HP fast dealing, must 
be worker. Percentage of gross plus bene- 
fits. Write Romoco, Box 65, Hermiston, 
Oregon. 


SERVICE MANAGER—High earnings in 


new, modern facilities for the man who 
will take charge and promote a service 
potential of $20,000 monthly. Must be a 
family man with GM experience. High, 
dry Western climate. Box 2957, c/o Auto- 
motive News, Detroit 7. 


ACCOUNTING MANAGER, Large, well 


established Southeastern General Motors 
dealer seeking accounting manager ca- 
pable of assuming complete supervision 
of accounting department, Position re- 
quires man with practical knowledge of 
General Motors accounting and extensive 
experience in volume General Motors 
dealership, Knowledge of forecasts, daily 
operating controls, budgets and tax re- 
ports necessary. Submit complete résumé: 
Education, past experience, references, 
salary requirements and recent photo- 
graph, Box 2963, c/o Automotive News, 
Detroit 7. 


SERVICE MANAGER: Volume old-time 


Southern Ford dealer wants entire serv- 
ice operation reorganized from the ground 
up, Substantial compensation, but must 
be top man capable of assuming full re- 
sponsibilities, Replies confidential. Write 
Box 2964, c/o Automotive News, De- 
troit 7. 


WANTED: Skilled mechanic, either special- 


ized or general. Will hire on 50% basis 
with bonus or on guaranteed monthly 
salary. Contact: Harshman Motor Co., 
227 W. Coal, Gallup, New Mexico. 


SALES REPRESENTATIVE. National con- 


cern will train salesmen contact auto- 
mobile dealers sales and service direct 
mail service, Exclusive territory, high 
earnings, repeat yearly business, estab- 
lished accounts. Good salary plus com- 
mission. Box 2952, c/o Automotive News, 
Detroit 7. 


VOLKSWAGEN MECHANICS! Would you 


like to locate in Florida? We have an 
opening for an experienced VW mechanic 
in a small shop. Our offer to the right 
man: The cleanest possible working con- 
ditions, paid vacations, insurance and 
other benefits. Submit complete résumé 
and desired salary, Box 2953, c/o Auto- 
motive News, Detroit 7. 


AGGRESSIVE Cadillac-Pontiac dealer in 


flourishing area of southern New York 
state seeks a couple of ambitious sales- 
men—management potential—to complete 
his sales staff, Earnings unlimited: lib- 


eral draw, guaranteed commissions, profit] SALES MANAGER 
ONLY)—Fully experienced 
Can assume full responsibility. 
managing showroom, parts 
service in New Jersey. Born in England, 
have been in U.S.A. four years. Married, 
In automobile sales 12 
c/o Automotive News 


sharing, free demonstrator, gasoline al- 
lowance and demonstrator maintenance, 
hospitalization, etc. If you are ambitious, 
honest and industrious, and want to 


make $10,000 plus a year and work for 
more, send complete résumé in confidence 
to Box 2926, c/o Automotive News, De- 
troit 7. 











dio and appointment of Robert H. 
Maguire as chief stylist of the ad- 
vanced, international and tractor 
studio were announced, 

Maguire succeeds Elwood P, 
Engel, who recently moved to 
Chrysler Corp. Woods, formerly ex- 
ecutive stylist in charge of Ford 
car styling, assumes the position 
previously held by Maguire as 
head of interior styling for all Ford 
Motor Co. automotive products, 
Woods joined Ford in 1949 and has 
held the title of executive stylist 
Since 1955. Maguire joined Ford as 
assistant to the director of styling 
in 1947 and has been chief stylist 
of the interior studio since 1958. 





HELP WANTED 


with outstanding Ohio dealer for an ag- 
gressive man who wants to make money. 
Must have proven sales record, We are 
an old established dealer with 800 
Strong service operation, 
excelled facilities. Top money for 
right man. Write in confidence to Box 
2962, c/o Automotive News, Detroit 7. 





SERVICE MANAGER now working dual 


GM, 16 years’ experience training pro- 
gram, wants to locate in Florida. Box 


2944, c/o Automotive News, Detroit 7. 


BUSINESS MANAGER 
ployed by one of the largest GM dealers 


presently em- 


in both GM and 
Well-qualified by ex- 
perience and education for expense con- 
other phases of 
c/o Automotive 


Experienced 
Ford operations. 


trol and all 


News, Detroit 7. 


USED CAR MANAGER: Highly competent, 

executive-type, available Jan. 
Prefer medium-price 
minded dealer. Prefer Midwest or South- 


west. Box 2959, c/o Automotive 





MANAGEMENT: Do you need a man thor- 

oughly familiar with all phases of whole- 
automobiles 
trucks, foreign and domestic? Desire as- 
sociation with dealer or distributor 4s 
assistant controller, administrative assist- 
or office manager. 
Florida. Box 2960, c/o Automotive News, 


distribution 


Preferably in 





AUTOMOBILE DEALERSHIP AUDITOR, 
office manager, 
countant, Presently employed as general 
manager of auto dealership. Thoroughly 
understand forecasting, 
qualified to perform audit of accounting 
records. BS and MS degrees in business 
administration 
Commensurate salary and trans- 
c/o Automotive 


expense control 


News, Detroit 7. 


FORMER VICE-PRESIDENT and general 
manager large Ford dealership. Twenty- 
four years’ experience all phases of auto 
mobile retailing and wholesaling, 

Best of references. 

Present residences Detroit and Fort Lau- 





L-M dealer. 


Automotive News, Detroit 7. 
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DEALERSHIPS AVAILABLE 


RUTO-IMPLEMENT AGENCY. Dealership 
handling Buick, Pontiac, Rambler auto- 
mobiles and Massey Ferguson farm equip- 
ment, western Nebraska county seat, ir- 
rigated area. New large Stran Steel, 
ultra-modern building for lease or rent. 
Volume extremely heavy in sales and 

ice—a profitable business. Purchaser 


gery 

must have factory approval. Contact: 
A. P. Goltl, Bridgeport, Nebraska. 
Wil!. SACRIFICE dealership handling 


Buick-Pontiac, farming community in 
eastern Washington, Minimum parts and 
equipment inventory. Box 2936, c/o Auto- 
motive News, Detroit 7. 

GGENCY HANDLING LARK—Seattle-Ta- 
coma trading area, home of Seattle’s 
1962 Worlds Fair. All or 51% of stock 
available. Health forces sale of this thriv- 
ing business, Box 2930, c/o Automotive 
News, Detroit 7. 

FoR SALE OR RENT: Modern garage 
building with equipment, tools, fine show- 
room, 9,000 sq. ft. fireproof brick with 
two gas pumps in front. Located in heart 
of Princeton, Wisconsin. Opportunity to 
get in business with low investment. 
Write: 2645 N, 84th St., Wauwatosa 13, 
Wisconsin. 

AGENCY HANDLING FORD, progressive 
town—Marion, Alabama. $21,000. John 
Winslett, Marion, Ala. 

AGENCY HANDLING CHEVROLET in 
one of Kentucky’s growing communities, 
one hour from Louisville. Established 
about 25 years, owner retiring. Fine shop 
equipment, office, stock, accessories, The 
only franchised dealer in the county — 
doing excellent business, Your opportu- 
nity of a lifetime at the bargain price 
$25,000. Terms, Cora Jacobs, Broker, 
phone: WH 4-6414, New Albany, In- 
diana. 

AGENCY HANDLING CHRYSLER, 


DODGE, western New York State, Al- 
ways profit-maker, Will sell or lease. 
Box 2966, c/o Automotive News, De- 
troit 7. 


DEALERSHIP HANDLING FORD, One 


family owner since 1927, in the ‘‘Valley 
of the Sun’’ in fast-growing Arizona. 
Must sell soon, Box 2967, c/o Automotive 


News, Detroit 7. 


DEALERSHIPS WANTED 


YOUNG, EXPERIENCED VW MAN wants 


to purchase authorized Volkswagen agen- 
cy—or opportunity to buy partnership in 
VW dealership. Cash available immedi- 
ately, Ready to do business at once. 
VOA approval assured, Box 2896, c/o 


Automotive News, Detroit 7, 
WANT TO BUY-IN AS PARTNER or 


buy-out Chevrolet or Ford agency in 
Midwest region or Colorado. Planning po- 
tential 100 to 200. Former GM dealer. 
All replies confidential, Box 2961, c/o 
Automotive News, Detroit 7. 


WANT TO BUY INTO going dealership 
to take active part. Prefer Ford or 
Chevrolet—northern California only, Will 
invest $30,000. Reply to Box 2954, c/o 
Automotive News, Detroit 7. 


DEALER SERVICES 


DEALERS, FINANCE FIRMS, BANKS: 
Send your SKIP problems to Home De- 
tective Co., Inc., Box 862, Greensboro, 
North Carolina — Direct phone: I-919- 
BR22034. Write for listing forms. 40 
years in business — facilities in every 
state and abroad. America’s Premier Skip 
Bulletins free upon request, Fast daily 
service Fort Bragg, Cherry Point, Camp 
Lejeune, Testimonials from customers 
thruout U.S.A. 





1962 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1962 American 

















AUTOMOTIVE NEWS, NOVEMBER 27, 1961 


CARS FOR SALE 


IMPORTANT NOTICE 


check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 


VOLKSWAGENS 


Fully Americanized 
Immediate Delivery 
to any port in U. S. A. 


SPECIAL PRICE 
ON VOLUME 


ALL NATION'S 
TRADING CO. 


10 Fenton Drive Millburn, N. J. 
Phone: ESsex 2-1286 


1960 LARK 
4-DOOR SEDANS 


Automatic transmissions and heaters, five 
new-tires and new batteries. Mechanically 
sound.’ Painted green and white. 


Limited Quantity Available at 


_ $375 each 


AUTOMOTIVE GLASS 
DISTRIBUTORS 


219 Raynolds St., El Paso, Texas 
Phone: 532-3439 

















Ample Supply of 


CLEAN 
USED 
CARS 


1961 - 1960 - 1959 

























CARS FOR SALE 


clean 
used 
cars! 


you need ‘em 


HERTZ 


has ’em! 


PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


NSU PRINZ and SPORT PRINZ PARTS 
and accessories. Contact nearest distrib- 
utor or national parts center: Ludwig 
Motor Corp., 421 E, 91st St., New York 
28. TRafalgar 6-7010 (sole U. S. import- 
ed for NSU cars and parts: Transcon- 
tinental Motors, Inc., 230 Park Ave., 
New York 17. MUrray Hill 9-2710.) 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


PARTS WANTED 


OBSOLETE AND SURPLUS genuine Ford 
auto and truck parts, 1928 to 1955, large 
or small quantities. Contact E, J. Pear- 
tree, Broker, P. O. Box 242, Rome, 
Georgia. Phone: 404-232-8336, 


TRUCKS FOR SALE 


HOLMES HEAVY DUTY WRECKER, 
model 830 with Holmes body mounted on 
1958 International B160 truck, 2-speed. 
Lots of extras. Appearance and condition 
perfect, actual 7,000 miles, List price 
new in 1958, $7,250—price $3,950. Write: 
Bridgeport Equipment Co., Bridgeport, 
Nebraska. 


FOR SALE: Holmes Wrecker in good con- 
dition, $600. Contact: Harshman Motor 
Co., 227 W. Coal, Gallup, New Mexico. 


SHOP EQUIPMENT FOR SALE 


FOR SALE: Used Clayton Analyzer in 
good condition, Contact: Harshman Mo- 
tor Co., 227 W. Coal, Gallup, New 
Mexico. 


FOR SALE: 5 used Weaver lifts with new 
re-installation kits; Aro grease rack 
equipment — 6 Hy-boys and pumps, 8 
overhead reels. Perfect condition. Vaughn 
& Braun, Inc., 655 Genesee St., Buffalo 
Rhy Wa Be 
WAREHOUSE SPACE AVAILABLE 


AUTOMOTIVE PARTS WAREHOUSE 
with complete facilities available, Con- 
tact Kansas City Warehouse Service Co., 
106 W. 19th St., Kansas City 8, Missouri. 


MISCELLANEOUS 



































All in top shape, clean 
and sharp — real bell 
ringers! Chevys, Fords, 
Plymouths, Buicks, 
Cadillacs, Pontiacs. 
Sedans, hardtops, 
wagons and converts! 












“ORIGINAL YELLOW BRAKE BAR" 


Automatic Braking 


ONLY BAR MANUFACTURED TODAY 


WITH THE UNIVERSAL $ 45 
“WRIST ACTION" 51 
Incldg. BRAKE HOOK-UP ' 


NEW ROADKING 


Standard Four Point Hookup $3950 


$5950 


Universal Wrist Action Bar 
$45 





















You name it, we’ve got 
it—in fast-selling colors 
—equipped with power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 


1960 and ’61 models 
are now available at 
Hertz offices across 
the country. 





COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 
GUIDE CABLES 


TowKinG .2c'c', 


TRAIL KING 
BALL BAR 
Compac-Tow Intra- 


State Tri-Bar 
* SPECIAL, 3 FOR $100.00 

































NOW AVAILABLE! BERLUTI GEE HOOK- 
ALL CON-VER-TOW 3-in-1 ADAPTOR 
COUPLER—CONVERTS $ 95 
Any Tow Bar to Fit ONLY 1 2 


All 2” Ball Hitches 











































39 





MISCELLANEOUS 
LAAT RI 


WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


® 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 





& 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
a 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Lar, 
Adapter Genes " Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory 
Dealers’ 25% Discount 
Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


$44.85 


Fed. Tax. Inc. 


"ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 














1561 Jerome Ave. 


11-27-61 





Bronx, N. Y. 
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Running engines to 


leads to “break-through” advances at Sealed Power 


Factory-fresh engines, gas and 
diesel, work out their lives in 
Sealed Power’s Research Center. 
On dynamometers which take up 
to 600 h.p., engines run under full 
load day and night, tally up the 
equivalent of hundreds of thou- 
sands of miles. 

Torn down, miked, X-rayed and 
analyzed by experts, they reveal 
their strong points and weakness- 
es to Sealed Power engineers. And 
they point the way to components 
that take the toughest tasks in 
stride for more hours, more miles. 
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death 


Meticulously thorough tests are 
but a part of a research program 
of a scope unmatched in the indus- 
try. They enable Sealed Power to 
independently develop the answers 
to engine builders’ problems—and 
supply rings and engine parts that 
add up to longer engine life and 
improved performance. 

Sealed Power’s engine-wise staff 
and the facilities of its giant new 
Research Center are at your dis- 
posal. Here, your problems are 
welcome. And the answers have a 
way of turning up—fast. 


Sealed Power PREFERRED PERFORMANCE 


PISTONS + PISTON RINGS «+ SLEEVES + SLEEVE ASSEMBLIES + PRECISION’ CASTINGS 
SEALING RINGS FOR ALL APPLICATIONS 


SEALED POWER CCRPORATION, MUSKEGON, MICHIGAN ° ST. JOHNS, MICHIGAN ° ROCHESTER, 
INDIANA ° STRATFORD, ONTARIO ° DETROIT OFFICE, 17600 WEST 8 MILE ROAD—PHONE 357-4141 
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